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‘Keeps Flies Off” Cattle and Horses. Indorsed 
by thousands of prosperous farmers and dairy- 
men. Pays a good profit. 


Cow-Ease is advertised in the leading Farm 
Journals and guaranteed to give satisfaction. 
List prices operative east of the Missouri River 


only. Packed as follows: 


1 gallon cans, 12 in a case, per gallon $1.00 | 
: recs ue a STOCK rao Ki: 1/2 gallon cans, 24 in a case, each .60 
ae 1/4 gallon cans, 24 in a case, per doz. 4.25 


Dealers discount less 33-1/3%. Terms: June Ist, 60 
days; F.O.B. all jobbing points. Cow-Ease Sprayers, 
net $3.60 per dozen. 

The flies will be just as thick as ever in 1914. Don't 
delay. Order your stock now. 


C CARPENTER | VIORTON COMPANY 


COW. EASE 


A PREPARATION TO 
PREVENT FLY PEST 


CATTLE .“° HORSES. 
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Mosler 


er10z 
Sup Plug 


MADE ESPECIALLY FOR 
THE FORD 









Over 700,000 of these popular priced cars are 
in use in all parts of the world, and 300,000 
more Fords will be made and sold this 
year. As four plugs are used on 
each car, you will realize the im- 
mense demand there will be for 
this type plug. 

The design of this plug is en- 
dorsed by the engineers of the Ford 
Company, and Ford Owners want 
it. You will have numerous calls 
for Mosler Superior Plugs, whether 
you sell Ford Cars or some other 
make. 

Don’t lose any sales of these 
plugs to Ford Owners. 

Remember they are good buy- 
ers of other accessories. 

Be prepared with a stock of Mosler 











Su perior oOparkK Friugs 

Write or wire us for prices and sample plug 
NOW. 

Every Mosler Superior Plug is guaranteed in 
every respect, and in accordance with Ford Motor 
Company orders. 

We will protect you against any and all suits 
for infringements by use or sale of this plug, or 
any part thereof. 

Ren.ember, we are the sole owners of the 
famous Canfield Patent, under which all FORD 
PLUGS are manufactured. 


Mr. Ford Owner 


If quality and workmanship count in secur- 
ing perfect, continued satisfactory results, buy 
MOSLER SUPERIOR, manufactured strictly to 
Ford Motor Company orders, and their Blue 
Print T. 1386, endorsed by their leading engi- 
neers and our experts. 











MAQOOSI ER 2L 
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York, N. Y. 
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The Boyproof Watch 


a double roller escapement, and a 
mainspring and hairspring detach- 
able without taking the movement 
apart. 


ERE is another excel- 

lent article made by the 

Westclox people, design- 
ers of Big Ben. 


It’s called Boyproof, not because 
it is made for boys, but because even 
children cannot injure it. It’s a 
watch for everybody, grown-up or 
youth, that wants a reliable time- 
keeper at a particularly low cost. 


The Boyproof has over all other 
low-priced watches of this type, the 
advantage of a double seamless brass 
cover which makes it impossible for 
the little ones to get to the movement 
and put it out of order. 


It is stem wind and stem set, with 


Every dozen comes packed ina 
striking display box. With an order 
for 3 dozen or more watches, you 
will receive free of charge upon re- 
guest the oak display stand illustrated 
above. 


Then you can also have beautiful 
8-color Posters to hang in your store 
and advertising electros for your 
newspaper, all for the asking. 

This is not all—spare parts, such as hands, 
dials, bows, crowns, screws, in fact any repair 
parts you may need, will be sent you absolutely 


Sree of charge, whenever you need them, upon 
request from your wholesaler. 


65c 


net in lots of one dozen. 


(Nickel, gun metal, gilt.) 


Stand sent free upon request with 3 dozen lot orders. 
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Trade Mark 
Reg. U. S. Pat. Off. 


‘The Man at the Bench 


His tool trade is worth securing. What he says about a 
Wrench goes a long way towards the sale of other tools. 
Not only for him, but for those who work around him and 
the different mechanics with whom he comes in contact. 


It pays to sell him a ““COES” Wrench. The ““COES” Wrench will do 
his work so quickly and efficiently that he'll be only too glad to recom- 
mend it whenever the opportunity presents itself. 


It is this personal recommendation of the QUALITY of the ““COES” 
Knife-Handle and ‘‘Steel-Handle’’ Wrench that is responsible for the world- 
wide demand—a demand which has exceeded the “Million a Year’’ mark 


and is still climbing. | 
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Are you helping to supply this demand? 
Let your Jobber fill your orders. Do it now. | 


Coes Wrench Company, Worcester, Mass. 


AGENTS 


J.C. McCARTY & CO. - - 29 Murray St., New York 
JOHN H. GRAHAM & CO. - 113 Chambers St., New York 


Rive? 





SHOWING BALL 
IN FACE OF BAR 





6 Solid Whole 
Parts Only 





STEEL SHELL HANDLE, 
INTERNALLY SUPPORTEO 
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Boss Glass Door Oven 


Sold throughout the World. In almost every 
Country where Oil, Gasoline or Gas is used 
as fuel, you will find the Boss Oven on sale. 


Its tremendous popularity is due to the fact 
that it is first of all a good and economical 
baker. We guarantee it to bake or roast 
satisfactorily on any good oil, gasoline or 
gas stove, or “money back” without argu- 
ment. 


Its Patented Glass Door, which we guaran- 
tee not to steam up or break from the heat, 
has been a universal success. More than 
600,000 of this style are now in daily use. 


Many patented and exclusive features are 
found in the Boss. The new Hinge and Door 
Support leave the door opening entirely free 
when Oven is open. No danger of burning 
the hands or arms by coming in contact with 
wires or chains. 


New Boss Oil Stove 


Every Vital Feature in the construction of 
an Oil Stove has been carefully worked out 
in the “New Boss.” There is nothing com- 
plicated to get out of order—nothing hard 
to understand to operate it properly. 


Simple but Substantial construction has 
been adhered to throughout. The extra 
wide top gives more room for cooking uten- 
sils. The legs are strong cast iron, making 
the stove very rigid. 


Patented High Wick Limits or fingers are 
provided on the inner combustion tubes 
which are engaged by the wick when turned 
at full burning height. These fingers auto- 
matically trim the wick when chimney is 
revolved. 


The Intense Blue Flame plays right against 
the cooking utensil, giving quicker results 
and using less oil than most other stoves. 





Manufactured by The Huenefeld Company, Cincinnati, O. 
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Many Thousand June Brides Will Receive 
“Wear-Ever” 


Aluminum Utensils 


There are nearly one million weddings in the United States in one year. 


Showers, Weddings and Anniversaries—each spells “Opportunity” for the ““Wear- 
Ever’’ dealer. 


Make note of announcements of engagements and weddings and send out letters inviting in- 
spection of stock; do what H. C. F. Koch & Co., of New York City, did—and which other dealers 
have done with success—sell ‘“‘Sets’’ of ““Wear-Ever’ utensils, assembled in trunks ready to be 
shipped; or do what another merchant did, ask each woman who comes to the aluminum counter 
whether or not she is interested in getting aluminum for Miss So-and-So’s shower or Mrs. So-and- 
So's anniversary—the excuse for inquiry being: “!] ask because I am keeping a list of articles bought 
by her friends, so no two will give the same utersil.” 

A “‘Set’’ of ““Wear-Ever’” utensils will cause friends to be remembered when many anniversaries 
have come and gone. 

Suggestions for window displays, weddings and showers will be found on page 26 of the “Wear- 
Ever’? Window Display Book—which will be sent upon request. 

Just as there are different kinds of enameled utensils, so there are different kinds of aluminum 
utensils. 

The enormous pressure of rolling mills and stamping machines makes the metal in ““Wear-Ever’”’ 
utensils dense, hard and smooth. The “case hardened” surface of the metal is made still harder by 
electricity—which makes the inside of the utensils darker, smoother, less liable to be discolored and 
more easily cleaned. 

‘“‘Wear-Ever” aluminum utensils are stamped from thick, hard sheet aluminum —are made 
without joint, seam or solder. The less aluminum is heated and the more it is “‘worked” the harder 
it becomes. Consequently stamped utensils are rigid, are not easily dented nor softened by being 
heated. 

Write now for printed matter. It will be worth your while. 


The Aluminum Cooking Utensil Co. 


Dept. 17 New Kensington, Pa. 


Warehouses:—New Kensington, Pa., East St. Louis, Ill., Portland, Ore. 
BRANCH SALES OFFICES 


Baltimore Boston Chicago Cincinnati Portland — 
Detroit Kansas City Minneapolis New Orleans San Francisco 
New York Philadelphia Pittsburgh 


‘“‘Wear-Ever” Utensils are made in Canada by 
Northern Aluminum Co., Limited. Toronto, Ontario. 
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WICKWIRE 





W. W. POULTRY FENCE 
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WIRE CLOTH 
We have been in the market as manufacturers of Window Screen Wire Cloth and other grades 
for many years, and as our brands are well known to buyers, we believe it is needless for us to mention 
the matter of quality. We prefer, rather, for our recommendations, to stand upon the merits of the 
goods we have been putting upon the market for many years. 


HEX. NETTING 
In the manufacture of Poultry Netting we have a very large capacity, and by the most modern 
equipment in machinery and apparatus for putting the goods up, we have succeeded in placing upon 
the market a Netting of the highest grade, in either galvanized before or after weaving. 


W. W. POULTRY NETTING 
The W. W. Poultry Fencing is new in the line of poultry fence or netting. Constructed so it can 
be stretched from post to post and hang straight and tight. 


WIRE AND WIRE NAILS 


We make all grades of Wire, Galvanized, Tinned, Coppered, 
Bright or Annealed. Also all sizes and kinds Standard Wire 
Nails, in kegs and Miscellaneous Wire Nails in packages. 





Our entire line is made from open hearth steel, pro- 
duced in our own mills, where experience and science 
are applied from ore to the finished product, largely 
eliminating rusting qualities of our steel products. 














Wickwire Brothers, Cortland, N. Y. 
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The N.C.R. Receipt maNy® 
Benefits Merchants 
In 10 Ways: 


1. It increases profits. 





2. It stops mistakes and 
losses. 


3. It advertises his business 
and increases trade. 


4. It is plainly printed and 
cannot be changed. 


5. It guarantees a printed 
record of every article 
sold. 


6. It tells the date the sale 
was made. 


“7% 


against temptation. 


i 


9. It shows in dollars and 
cents the same amount 
that is recorded inside 

| the register. On the back of the 


; receipt is printed an 
advertisement of the 
merchant’s business, 


which he can change 
10. It enforces correct rec- 


ords which cannot be 
lost or destroyed. 





If merchants knew of these 10 benefits, they 
would give N. C. R. Receipts for all money 
taken in. 


We make cash registers for 286 kinds of busi- 


nesses. 


* 









, Date is changed daily & 


0127_-c eens iv 
7. It protects employees MA number of penne I on more customers. 


(Different signs are used for 
Charge, Received tm Account 


8. It shows which em- : fy ord Paid Out transactions 


Dae : y > 
_ e ee s w~ 
il A - J *,f 
ployee is most efficient. a E_ Clerk’s initial 2.C. BLANK sales. 


) The N.C. R. Receipt 
| Benefits Clerks in 
10 Ways: 


1. It removes temptation. 


2. It makes clerks more ac- 
curate. 


3. It prevents unjust sus- 
picion. 


4. It helps clerks make 
good records. 


5. It prevents disputes with 
customers. 


6. It prevents forgetting to 
charge goods. 


7. It enables clerks to wait 


53 actions recorded 


‘H 4. ¥&e—Stands for Cash 
a fo 


VE? EC IP 8. It furnishes accurate rec- 
- 750 ords of each  clerk’s 


GENERAL MERCHANDISE 


' Merchant’s business 927 S. MAINST 


card is printed on 
front of receipt THIS 1S YOUR 


RECE/PT, 
9. It prevents one clerk 


reese being blamed for an- 
70 DEAL : 
WITH US other’s mistake. 


10. It helps to prove the 
rite wt clerk’s honesty, accu- 
racy and ability. 


(Over, 


If clerks knew of these 10 benefits, they 
would want N. C. R. Receipts used in all 


stores. 


National Cash Registers print many different 
kinds of receipts. 


They are a necessity wherever money transactions take place. 


Considering what they do, National Cash Registers are the lowest priced machines sold in the world. 


The National Cash Register Company, Dayton, Ohio 
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Goods With a Punch 


HE. hardware retailer who features 
Home Goods—has the proper 
variety, gives them the right dis- 

play and uses plenty of price tickets—is 
the hardware retailer who makes the 
most profit. 


@ Our June catalogue—America’s Price 
Maker in General Merchandise — has 


an interesting story to tell about Home 


Goods. 


@ Its prices are RIGH T—tts prices are 
RIGHT! 


@ Unless you get this book and compare 
its prices, you wont know what Home 
Goods can be bought for right prices. 


BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 
New York Chicago St.Louis Minneapolis Dallas 
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REMINGTON 
UMC 


I Rinne maRK 


REMINGTON-UMC 
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HE more closely the dealer 

keeps in touch with the 
way men feel about arms and 
ammunition, the more clearly 
he sees this fact— 


That featuring the Red Ball 
Mark of Remington-UMC is the 
surest means to the present and 
future trade of the more alert 


sportsmen. 











Remington Arms-Union Metallic Cartridge Co. 


m 299 Broadway St. Stephens House wi 


New York City Westminster, S. W., London 
| : 
L_. & a _ 
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RATT & LAMBERT advertising and sales promotion 
brings the varnish buying public into your store. Pratt & 
Lambert not only supply varnishes of the highest quality, but 
create a big, steady, profitable trade on those varnishes for you. 
Pratt & Lambert national magazine advertising is the great gen- 
eral national selling force which reaches all those who can 


afford to buy high grade varnishes. 


Home-builders are reached through the Direct Letter and The desire to buy Pratt & Lambert Varnishes created by 
Booklet Campaign; painters through Varnish Talks, the all this advertising is diverted to your store by attractive 
practical P. & L. Painters’ Magazine; architects and con- colored Aqua-Iypes of the same designs appearing in the 
tractors by means of personal letters on specific jobs, personal great national magazines, as well as other attractive store and 


calls, costly sample panels and helpful literature, furnished window display matter, framed panels, printed matter, news- 


gratis, specifications in the architectural specification refer- paper electros, bill-posters, motion picture show slides, etc. 
ence books and advertisements in the architectural papers. Get your share of this business in your town. 


Write for the Pratt & Lambert Dealers’ Proposition. 
Pratt & Lambert-Inc., 114 Tonawanda Street, Buffalo, N. Y. 


ratte anbert|farish roposition 


Quality. Sales ¥ Profits | Repeats--- 


Factories: New York Buffalo Chicago Bridgeburg, Canada London Paris Hamburg 
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TRIMO 
TOOLS 


Famous For Their 


SUPERIOR 
QUALITY 


OOO Oo 





Their 
Strength, Durability 
and Economy 


Have Made Them 


W orld-Renowned 


OO Oo O 


Made By 


Tnmont Mfg. Company 


55-71 Amory Street, 
ROXBURY, (BOSTON) MASS. 














Trnmo 
Pipe 
Cutter 


Send for Catalog No. 133 
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GOOD SELLERS 
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TRADE MARK 





From the drawing room 
to the inspecting department, 











all skilled workmen need steel rules. 
Furthermore they require rules of dependable 
accuracy. ‘[hat’s why there is always a ready 
sale for 


Brown & Sharpe Rules 


Workmen know these rules to be accurate, and buy them for this 
reason. You will find it profitable to carry them in stock. 







From our line, the machinist, toolmaker and draughtsman 
can readily find rules to fill their requirements. Why not 
get in line for your share of this business? 

Write us today for further information. 












We Protect the Dealer 
Providence, R. I., U. S. A. 
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Trade Mark 


ARE YOU WIDE AWAKE 





to the possibilities of Sales and Profits in Machine 
Wrenches? 


For years the average Hardware Merchant has con- 
sidered the Machine Wrench item an insignificant line 
if not a necessary evil. 


Discount was the prime consideration. Otherwise 
all wrenches appeared alike to him. 


The result in a large majority of cases was a mis- 
cellaneous assortment of different makes, styles and 
vintages, which precluded the possibilities of a profit- 
able business. ' 


Few Hardware Men have had the time to study 

the wrench business as it deserves. Any wide awake 
merchant should be willing to be shown. 
) We are vitally interested in Wrenches. That is 
our business. We have studied conditions and 
requirements and believe that we can prove to you 
conclusively the importance of an up-to-date, reputable 
Wrench line and the possibilities of a volume of busi- 
ness that you have never had. 


The Automobilist today is an important factor to 
be considered. The number of Wrenches used by 


Automobilists this year will run into large figures. 
Are you wide awake to the possibilities? 


Any old stock of Wrenches with whiskers on them 
will not fall the bill. We would be glad to put a plan 
before you for your consideration that should be 
profitable. 


Will you give us a chance? 


The 
Billings 
& Spencer 

Co. 
Hartford, Conn. 


Without obk- 
gating wus we 
would like to know 
more about your 
wrench selling plan. 


Cut off this corner and mail today (== 


The Billings & Spencer Co. 


Hartford, Conn. Address 
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ORDER 


Vollrath Sink Strainers 


FOR YOUR SUMMER TRADE 





























SWAT 
THE 
FLY 
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Good Housekeeping says: 





“It is a Sink Strainer that will not leave rust spots 
on a white sink, will not tip over, is easily cleaned 
and fills a particular need for most housekeepers. 


The perforations are not small enough to hold back White enameled, strictly one- 
coffee-grounds. The Vollrath Sink Strainer has piece—no crevices to retain filth 
proved satisfactory in all these particulars.”’ and foul odors, or to breed 


germs and flies. 








THE VOLLRATH CO. 


Sheboygan, Wis. 

















“On Every Piece’ 


Millions of women know what this Trade Mark means 


The Guernsey-Ware trade-mark is to earthenware what 1847 Rogers Bros. is 
to silverware, or what KODAK is to cameras. 


Years of extensive magazine advertising have educated millions of American 
housewives to the uses and advantages of Guernsey-Ware, have given this trade-mark a 
definite meaning. 


Hundreds of women in your town, scores of women who pass through your 
store every day are live Guernsey prospects—they want Guernsey-Ware—and a little effort 
on your part will make them your willing customers. 


You are overlooking an excellent profit opportunity by not having this 
celebrated ware on your shelves. Why do it any longer? 


Write for a “find-out’’ sample of Guernsey-Ware and free catalog. 


The Guernsey 


EarthenwareCo. 
27-A E. End St. 


mine Quernse 


Full line of samples— Bates & WY Q a cE 
Ledden, 65 W. Broadway, 
sie acd White Lined 


Copyright, 1913—The Guernsey Earthenware Company. 
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If Your Customer Asks For An 


Anchor Brand 
Clothes Wringer 


It is a mistake to try and sell 
him something else; as most 
folks, (and this means you ) are 
better’ satisfied when they get 
what they~ want. 


Catalogue No. 7 and Price List 
mailed on application. 








Lovell Manufacturing Company 


Erie, Pennsylvania 
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The Flower Season is ap- 


proaching. Write for illus- 





trations and prices of our at 


splendid line of vases. 





— 


No. 300 Orchid Vase No. 353-15 In. Vase 


A. H. HEISEY & CO. 3 Newark, Ohio 











GLASSWARE 


MARK 


HEISEY’S 


TRADE 
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Possibilities of Bowman 
Quality Cut Glass 


Nothing attracts so much attention as 
good cut glass. Nothing will sell as 
quickly. Place Bowman where your cus- 
tomers will pass it as they go through 
your store and you will be surprised at 
their interest. They are sure to stop and 
ask questions. They'll handle it and then 
a few words from you or your clerk will 
mean a sale. Others have found it so. 
We're sure you will. 











Let us tell you how to increase your sales and 
attract customers who seldom think of going to the 
hardware stores. A window display or an “ad” or 
two will do it. 

Get our catalogue and prices and see why. Write 
today. 


THE GEO. H. BOWMAN CO. 


CLEVELAND 


Manufacturers and Importers 


CHINA, ALUMINUM, CUT GLASS, &c. 
HOTA 
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ake [hem Pay 


Many a merchant has been forced to borrow money and 

even go out of business because he could not get his custo- 

mers to pay their bills. There are hundreds of ways to 

make them come across and Mr. Frank Farrington tells 

about a number of them in his new book entitled 
‘‘Store Management Complete.”’ 


OAT 
sm 


S| 


iE 


liz 








Every reader of hardware and retail literature knows Frank Farring- 
ton’s style. It runs along in an easy flow, with common sense facts 
and conclusions presented from a standpoint of practical knowledge, 
and always with that touch of human nature which marks the writer 
of extensive experience. And with all, the book is analytical. For 
example in the first chapter, ‘‘The Man Himself,’’ you learn what a 
merchant is; the most desirable personality; mental and physical quali- 
fications; how to be a merchant; overwork and its disadvantages; pos- 
sibilities of development; proper examples; the right line of growth; 
success-making qualities. 











The other chapters cover in equally as thorough manner— Where to Start, Store Management, The Buy- 
ing End, The Store Policy, Clerk Management, Leaks, The Store’s Neighbors, Working Hours, Expenses, 
The Credit Business, What to Sell, Premium Giving. 252 pages, illustrated. Cloth bound, $1.00. 


HARDWARE AGE BOOK DEPARTMENT 


239 WEST THIRTY-NINTH STREET, NEW YORK 
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Has Distinction 


That is why Swissala Aluminum Ware sells. 
Women crave for something different. They want 
something that they feel is better than their neigh- 
bors. They want something to talk about. 





It is different than any other ware on the market. No 
one but the Swiss workman could turn out such beautiful 
pieces of aluminum ware. None have the time or pati- 
ence necessary. Extra heavy sheets of aluminum spun 
into handsome designs—each piece a product of a man 
who tries to do a thing well. They are artistic in appear- 
ance—serviceable in use, reasonable in price. A combi- 
nation that means many and easy sales for the hardware 
dealers handling it. 


To know more about it, will be to your advantage. 
Write us today and we'll send our beautiful de luxe cata- 
logue with discounts. It is a proposition that will mean 
bigger business and profits for you. 


The Geo. H. Bowman Co. 


CLEVELAND, -:- -i- OHIO 


Manufacturers and Importers of 
China, Aluminum, Cut Glass, Etc. 
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~ Set the Pace by 


: 4a being Headquarters | ~ 
) for A 


PURITAN ALUMINUM N@ 
KITCHEN WARE — 


This ware is so much more beautiful and so much better made than the “Canvasser 
stuff” and is so far above the ordinary aluminum ware sold through dealers that the finest 
— — could happen to you would be to have some neighboring merchant display any 
other line. 

















The difference will at once attract the very best people to your store, and give you a 
“class” and a standing that will help you with other goods. 


Puritan Aluminum Ware is burnished inside and out. 
It shines with its own purity, not with a lacquer that is insanitary and of short life. 


Spouts of teapots, tea kettles, coffee pots, etc., are welded on by electricity—a difficult 
and expensive operation, but they are on forever—practically one solid piece with the body. 





Tea kettle body is cold-drawn from one solid sheet, without seams—the only one of 
the kind made in America. 


We sell only through Responsible Dealers, and Protect our Dealers to the limit. 
Send for illustrated Catalog No. 28 and discount sheet. 


STURGES & BURN MFG. CO. 


508 S. GREEN STREET CHICAGO 
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ESSENTIAL 


The one essential thing in a 
range is its Baking Qualities. 
Always remember that, and do 
not allow useless “‘advantages”’ 
to blind your customer to this 
most important thing. 


The Model’ Quality Range 


combines unexcelled baking 
qualities with every range con- 
venience known to the trade. 
The hot-blast fire-box, correct 
proportion, and general good 
workmanship combine to make 


The Model “Quality’”” Range the 


one range for you. 





May we submit proof? 


QUALITY STOVE & 
RANGE CO. 


Belleville, Illinois 
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MAW MOWER CO 
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The Choice of the Man 
Who Knows 


OLDWELL Lawn 
Mowers are the oldest 
established, best known 
and most liked lawn mow- 
ers on the market. In 


~Coldwell’s 


Imperial Hand Mower 


You are offering your custom- 
ers the best hand mower made. 
It has 


Reversible channel-shaped 
bottom knife. 


Triple-pawl ratchets. 
Renewable bronze bearings. 
Positive lock adjustment. 


The Coldwell line is complete, in 150 
different styles and sizes. It includes 
horse and putting green mowers with 
the new patented feature — demount- 
able (interchangeable) cutters,— and 
other hand mowers for every purpose. 


Catalogue and prices will be mailed 
you on request. 


BY INVITATION 
MEMBER OF 





a 





Coldwell Lawn Mower 
Co. 


NEWBURGH, N. Y. 


PHILADELPHIA CHICAGO 


Mfrs. of Hand, Horse and Motor Power 
Lawn Mowers. 
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“What was the trouble, Sandy?” asked 
the boss,.as the red-headed salesman de- 
jectedly put the revolvers back in the case. 

“Didn’t have the right size,” said Sandy. 
“Told him we could get it in a couple of 
days and he said he would be back.” 

“Not much chance,” put in the assistant 
manager. “The same man was in the other 
day fora K. & C. drill, but we didn’t have 
just what he wanted. Guess he is sore now 
for good.” 


The boss thoughtfully put down a few 


year is about $80,” went on the boss. “On 
the other hand, how many orders have you 
lost this week, Sandy, because we didn’t 
have the goods?” 


Sandy thought a minute. “Why, I can 
think offhand of about $40 in the last three 
days,” he said. 


“Calling it an average loss of $50 a week 
for the whole store would make $2,600 for 
the year,” continued the boss. ‘“‘As a matter 
of fact, I believe the lost business to be 
much greater than that.” 


21 





figures. ‘“Let’s see, you were telling me 
this morning that we had got the stock 
down to $2,000 below normal,” he said to 
the assistant manager. 


“Yes, we have got it in pretty clean 
shape,’ answered the assistant manager, 
proudly. 


‘‘Now the interest on that $2,000 for a 


IVER JOHNSON’S ARMS & CYCLE WORKS, FITCHBURG, MASS. 


When the boss gets to figuring this way 
it’s time to act. “Sandy,” said the assistant 
manager, “you start in at the revolver case 
and I will take the cutlery and we'll figure 
up just what we are short on.” 


As the boss turned towards his office he 
suggested: “A stocking up order of about 
$2,000 will be about right.” 











Nees. sash Cord 


The brand with the two blue strands 
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| Cotton Braided Window 
Sash and Signal Cord 
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We can supply you with all this high grade cord which you 
may wish to order. It has stood the highest tests of any 
sash cord on the market. It has an established reputation 
both with the architect and the dealer. It is profitable. 


The Puritan Cordage Mills, the manufacturer of 
REGAL sash cord, won every point of law involved in its 
trade mark litigation. We guarantee you every legal 


right in the purchase and sale of this high grade REGAL 


cord. 


Write us for sample and Government test today. 


LOUISVILLE SELLING CO. Louisville, Ky. 
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| Sell Carbo Posts With Your Fencing 





Unit Post System 
(Patented) 
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And Double Your Profits 


Every dealer who carries fencing can sell Carbo Posts at the same time he sells 
fencing alone. For he who buys fence wire must buy posts—and why not 
steel ones instead of wood, especially when the cost of Carbo Posts is less and 
the purchaser gets the decent appearance and absolute sanitation gratis. 












c One Size 


Showing How -z 5 HE 


Unit Steel Posts | wiiscc | 


—— (A Sectional Fence Post System) Should Be 
Erected 
















for Every- 


t> 
= 





thing 





For Poultry Yards, Parks, Exercise Yards, 
Fields, Orchards, Paddocks, Estates 


cut out fence troubles—cut down fence expense. Are perma- (YY 
nent, set in ground direct, an everlasting foundation without 


Yt - 
concrete. Make premises look better. Hold fence wire always Cc ARBO Unit Steel Posts 


in place. No trouble to set—no trouble afterward. > tstetentinadtentennl 


Y/ 7. 















Erected 


Carbo Unit Posts come nested ten in a bundle, each unit being Trade Mark Registered 
in itself a line post; by assembling two or more units together— Make All Posts and Braces—End, Corner 
Corners, End or Gate Posts are built up. and Gate Posts —With Unit Line Posts 
One size—one kind only required to take care of fencing any- Showing How —-fR- of One Size 
thing or everything. Corner or = —e 
— n osts <| 
Write for Sales Proposition Now dh gm ef ze Sane 


=: Fence Founda- 
“te tion of,the 


If you sell fencing you might as well be making the profits that 
Future 


Carbo Unit Steel Posts will bring you. Carbo Dealers make quick 
turn-overs and liberal profits on sales. They have back of them 
a fixed price policy that protects, and a dealers’ advertising service 
that effectively helps. 


Let us show you how thousands of dealers have added materially 
to their income with Carbo Posts and how you can do the same. 
Write today and ask for Dealers’ Proposition U. 


CARBO STEEL POST CO., 879 Fo t-sTGaGo. {LLINOIS 


FDistrict Sales Office, 30 Church St., New York City 
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Sell This New Sort 
Of Wire Hardware 
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There’s a tremendous demand for wire trellis work, rose arbors, 
cellar window guards, wire garden patches, etc. And you can meet 
that demand without spending a cent for stock. 

Simply take measurements and have us do the work. The profit 
will prove a pleasant surprise. Write for particulars today. 


Ludlow-Saylor Wire Co., St. Louis, Mo. 
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Now is the time to get in your stock of 


Excelsior Fence Products 


Customers will ask for Rust Proof Bed Guard, Trellis, Arches 


and Tree Guards as soon as the ground opens. 


tA a it “iit 


i ai 


M rm Write today for Catalog and Prices. 


WRIGHT WIRE COMPANY 


WORCESTER, MASS. 
Boston, New York, Philadelphia, Chicago, San Francisco 
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HIGH QUALITY MAKES 
CYCLONE Fences Gates 
», MUKEGAN, ILLI iV 
SUtest sellel> 


CYCLONE Sanitary Fence and Gates meet 
the popular demand for neater, more sanitary 
conditions in cities, towns and country districts. 


CYCLONE Sanitary Fence and Gates sell 
readily, please and satisfy your customers so 
that they come back to you again. 


YOU OWE IT TO YOUR BUSINESS 
to specialize on CYCLONE Fence and Gates 
and make your store the leader, the one that 
forges ahead of others. 


As a shrewd business man you know the 
great advantage to you of having the high- 
quality, nationally-advertised WAUKEGAN- 


CYCLONE line of fencing and gates to offer 
your trade. 


Original designs, even picket tops, uniform 
spacing, deep crimped pickets, treble reverse 
twist, extra sharp bottom crimp—these are char- 
acteristics which distinguish WAUKEGAN- 
CYCLONE sanitary fence from others. They 
make for strength, beauty and durability. 


Take advantage of our offer to put on a sell- 
ing campaign in your vicinity that will get the 
fence and gate business coming to you. 


Write for illustrated catalog and our liberal 
terms to dealers. 


CYCLONE FENCE CO., Waukegan, Ill. 


ATE RAISED TO ALLOW 
SMALL STOCK TO PASS UNDER, 
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DIETZ DRIVING LAMPS : 


ARE A SURE PROTECTION AGAINST ROAD ACCIDENTS 



































DIETZ “UNION” THEIR USE IS BETTER THAN AN ACCIDENT POLICY | 
WE MAKE Driving Lamps for use on side of buggy top—Driving 
Lamps for use on dash of wagon—Driving Lamps for use beneath 
wagon—all fitted with large ruby rear lens. Suppose you write for : 
special circulars? | 
R. E. DIETZ COMPANY ; 
Founded 1840 Largest Makers of Lanterns in the World New York City 
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Let u us ane you this high grade Ram 
eee §=6Salesman: 


\ amas’ Ma, l His services are free 


lw ATE, a nicy | 

4 ae NOMACTERTION We have prepared a handsome, four- 
; | color window card which shows the 

farmer what a Goulds Hydraulic Ram 

will do on his farm. 


It tells the story so striking that it is 
bound to stop every farmer who comes 
your way and bring him intoyour store. 


These cards together with the books 
we supply printed in the dealer’s name, 
are selling hundreds of Gould’s Rams 
for dealers. It willsell them for you, too! 





Ask us to send you one of the cards 
and a quantity of the booklets with your 
name on them. They will come free, 
express prepaid. 


“ret ULL, fL. Bs Mi FG.GCO. CS 
LARGEST MFR.OF PL IM IPS ror every service ey 
36 West Fall Street, Seneca Falls, N. Y. Uy 


WRITE OUR NEAREST BRANCH 
New York: 16 Murray Street Boston: 58 Pearl Street Chicago: 3801 S. Ashland Avenue Houston: 1001 Carter Building 


THE © 
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Squares 


LISS Made by the mile— 
74 ———-> ° 
“mee | >old by the pile 
5 Pray Te og 
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j Cut from downright good stock—stock that sells— 
stock that wears—stock that satisfies every customer. 
Both in Oak and Hemlock tannages. 








; Our grading is accurate. You will find every square 
of uniform thickness and always of the same dependable 
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quality. You can get the trade of “men who repair their 
E SQUARES (HALF BLOCKS) own shoes” in your town by selling it. 
All we ask is a trial order placed through our 
7 nearest Jobber. 
| But write to us first for full particulars. We 

have something of interest to tell you. 

: C.G. FLECKENSTEIN, inc. 
211-233 West Schiller Street 
| CHICAGO, ILLINOIS 
STEEL FISHING RODS HACK SAW FRAME 
: oa - 








| $.50 to $3.50 Each 
: 19 Different Models 





$.30 to $1.00 Each 
8 Different Models 








at by THE PERFECTION 
Union 


Hardware 
Company 


TORRINGTON 
hab i CONN,, U.S.A. 
a on MITRE BOX 


$.30 to $3.00 Per Pair NEW YORK OFFICE $2.50 Each 
| 35 Different Models 99 CHAMBERS ST. 
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List of Cow-Ease Jobbers 


See Advertisement on Front Cover 








Albany, N. Y., Albany Hdw. & Iron Co. 

Baltimore, Md., Griffith & Turner Co. 

Belington, W. Va., Kane & Keyser Hdw. Co. 

Bloomington, Ill., B. 8S. Green Co. 

Buffalo, N. Y., Buffalo Whol. Hdw. Co. 

Buffalo, N. Y., Loegler & Ladd. 

Burlington, Iowa, Drake Hdw. Co. 

Calgary, Canada, Caigary Paint & Glass Co. 

Cedar Rapids, Iowa, Churchill Drug Co. 

Chicago, Ill., Fuller & Fuller Co. 

Chicago Il1l., Morrison, Plummer & Co. 

Chillicothe, Ohio, Spetnagel Hdw. Co. 

Cincinnati, Ohio, Kruse Hdw. Co. 

Clarksburg, W. Va., Williams Hdw. Co. 

Cleveland, Ohio, Lockwood, Luetkemeyer, 
Henry Co. 

Columbus, Ohio, H. Mithoff & Co. 

Columbus, Ohio, Smith Bros. Hdw. Co. 

Dallas, Texas, Greiner, Kelley Drug Co. 

Danville, Va., Virginia Hdw. & Mfz. Co. 

Dartmouth, N. S., James Simmonds & Co. 

Denver, Col., L. A. Watkins Mdse. Co. 

Des Moines, Iowa, Standard Glass & Paint Co, 

Detroit, Mich., Standart Bros. Ltd. 

Detroit, Mich., Buhl Sons Co. 

Duluth, Minn., Kelley, How, Thomson Co. 

East Liverpool, Ohio, Trotter & Son. 

Edmonton, Can., Revillon Wholesale, Ltd. 

Frederickton, N. B., R. Chestnut & Sons. 

Frederickton, N. B., Jas. S. Neill & Sons, Ltd. 

Gainesville, Texas, H. W. Stark Drug Co. 

Grand Rapids, Mich., Hazeltine & Perkins 
Drug Co. 

Greenville, Miss., The Goyer Co. 

Halifax, N. S., A. M. Bell & Co. 

Houston, Texas, Southern Drug Co. 

Indianapolis, Ind., Daniel Stewart Co. 

Ironton, Ohio, Hutsinpillar-Sheridan Co. 

Jackson, Miss., T. McCleland Hdw. Co. 

Jackson, Tenn., J. C. Edenton Co. 

Jackson, Tenn., McGee-Ross Hdw. Co. 

Jacksonville, Fla., Bond & Bours Co. 

Joplin, Mo., C. M. Suvuring Drug Co. 

Kansas City, Mo., Evans-Smith Drug Co. 

Kansas City, Mo., Faxon & Gallagher Drug 


Co. 
Kansas City, Mo., Stowe Implement Supply 
Co. 
Keyser, W. Va., Siever Hdw. Co. 
Kingston, N. Y., H. S. Crispell Co. 
Knoxville, Tenn., House-Hasson Hdw. Co. 
La Crosse, Wis., Fred Kroner Hdw. Co. 
Lexington Ky., Drake, Ruckno & Fister. 
Lincoln, Neb., Harpham Bros. 
Los Angeles, Cal., E. P. Weber. 
Louisville, Ky., Belknap Hdw. & Mfg. Co. 
Mansfield, Ohio, Martin Hdw. Co. 
Marietta, Ohio, Union Hdw. Co. 
Milwaukee, Wis., John Pritzlaff Hdw. Co. 
Minneapolis, Minn., Janney, Semple, Hill & 
Co. > 
Moncton, N. B., Sumner & Co. 
Montreal, Can., A. Ramsay & Son Co. 
Nashville, Tenn., Craig & Shoffner Hdw. Co. 
New Orleans, La., A. Baldwin & Co., Ltd. 
New York, N. Y., T. C. Edmonds & Co. 
Norton, Va, Norton Hdw. Co. 
Oklahoma City, Okla., Alexander Drug Co. 
Omaha, Neb., Paxton & Gallagher Co. 
Peoria, Ill., Isaac Walker Hdw. Co. 
Petaluma, Cal., Petaluma Incubator Co. 
Petersburg, Va., W. E. Armstrong & Co. 
Philadelphia, Pa., Seltzer-Klahr Hdw. Co. 
Pittsburg, Pa., J. C. Lindsay Hdw. Co. 
— N. Y., Marshall, Wood & Riley 
oO. 
Port Huron, Mich., J. P. Sperry. 
Pueblo, Col., Pierce Seed & Produce Co. 
Richmond, Ind., Miller Bros. Hdw. Co. 
Saginaw, Mich., Saginaw Valley Drug Co. 
St. John, N. B.,. Emerson & Fisher, Ltd. 
St. Joseph, Mo., Ross-Frazer Iron Co. 
St. Louis, Mo., Sligo Iron Store Co. 
St. Louis, Mo., Geller, Ward & Hasner Hdw. 


Salina, Kans., Lee Hdw. Co. 

Salt Lake City, Utah, Porter-Walton Co. 

Springfield, Mo., Rogers & Baldwin Hdw. Co. 

Springfield, Mo., McGregor-Noe Hdw. Co. 

Steubenville, Ohio, Steubenville Hdw. & Sup- 
ply Co. 

Syracuse, N. Y., Burhans & Black Co. 

Toledo, Ohio, Stolliberzs Hdw. Co. 

Trenton, N. J., E. F. Hooper & Uo. 

Troy, N. Y., John L. Thompson Sons & Co. 

Vancouver, B. C., F. R. Bezz & Co. 

Wichita, Kans., C. E. Potts Drug Co. 

Yazoo City, Miss., Yazoo Hdw. Co. 

Yarmouth, N. 8., 8S. A. Crowell & Co. 








Manufactured by 


Carpenter-Morton Company 


77 Sudbury St., Boston, U. S. A. 
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Myers Cushion 
Tire Store Ladder 


With the rents so high, the econ- 
omy of space is forced upon the 
store keeper. Shelves have to be 
stacked higher and higher, and 
right here comes in the usefulness 
and convenience of Myers Ladders. 
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They are noiseless in motion, run 
lightly, occupy little space and are 
easily installed. They permit the 
use of both hands. 


Remodeling of stores and moving 
to new locations are annual occur- 
rences. More store ladders will be 
needed in every locality. A live 
Hardware Dealer has no trouble in 
selling them to every decent store 
in his neighborhood. They improve 
the old room and add an up-to-date 
touch—they make the new one look 
prosperous. 


Write for details and prices 





TRACK WHEEL 





View of Upper 
and Lower Trol- 
leys, and Sectional Views 
of Trolley and Floor Wheels 


F. E. Myers & Bro. 


ASHLAND, OHIO, U.S. A. 
Ashland Pump & Hay Tool Works 
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RENT Finan acne 


Stove — 

Bolts La Bolts 

Machine es Rivets 

Screws ™ and Burrs 
Largest Stock and Greatest Assortment 


American Screw Co. 


PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois,. 











SCREWS 


We are manufacturers— 
that is our business. Quality 
is our aim. We carry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 


Write for price lists and discounts. 


Bridgeport Screw Company 
Bridgeport, Conn. 
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WATROUS-ACME STRAP AND T HINGES, 


BUTTS and 
BUILDERS’ 
HARDWARE 


ARE 


MADE RIGHT 
WORK RIGHT 
and SELL RIGHT 


Your orders will be most promptly 
filled. Give us your next one, and 
let uS prove our assertions. 









Watrous-Acme Mfg. Company 


Des Moines, Iowa 


Chicago Sales Office: 
180 North Dearborn Street 


Southern Representatives: 
WIER & WILSON 
5 Hopkins Place, Baltimore, Md. 


. Western Representatives: 
xt C. W. GAUSE CO. 
693 Mission St., San Francisco, Cal. 




























Bishop's Refined 
“Greyhound” Steel 
Saw—A Masterpiece 


Of the Saw Maker’s Art. We are proud 
of its quality and guarantee it to 
cut faster and run easier in all «4 
kinds of wood, to hold its @ 
sharpness and set longer <4 
than any other good ‘ 


saws. 





















“Greyhound” 
is the result of years 
of experimenting to originate 
a purity of steel with fine grain 
and tough body. 


It’s the Your-Money-Back-If-Not-Satisfied Saw 
30 Days’ trial will prove our guarantee 


Made in both Straight and Skew Back 
Lengths 18 20 22 24 26 28 30 inches 
Dozen $28.00 $30.00 $32.00 $34.00 $36.00 $40.00 $44.00 list 
Packed One in a Box. 


Geo. H. Bishop & Company 


LAWRENCEBURG, IND. 
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3 Twist Drills Wrenches 
a Carbon and Screw and 
i High Speed Drop Forged 
k 
B: 
[ Reamers Cotters 
Carbon and Chisels 
: High Speed Punches, Etc. 
E Users recognize “W & B” Tool Quality backed by 60 Years Uninterrupted Manufacturing Experience. 
4 Stock this established line and increase sales. If your Jobber cannot supply, write us and we will see that 

you are supplied. Send for Catalog No. 82-H. 

THE WHITMAN & BARNES MFG. CO. 
Established 1854 GENERAL OFFICES, AKRON, OHIO 
FACTORIES: AKRON, OHIO; CHICAGO, ILL.; ST. CATHARINES, ONTARIO. NEW YORK we? 64 Reade St.; 
EUROPEAN OFFICE: 49 Queen Victoria St., London, E. C. peneand: EXPORT SALES AGENT: A. J. Barnes, 96 West 
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You 
: Don't 
Have to Create a Demand 


for Forstner Bits—the demand is already created. The 
thing to do is to supply the demand by keeping a stock 
adequate to meet the needs of all classes of users. 











Forstner Bits 


t will do their part. They are guided by the rim, instead 

of the center, and therefore can be guided in any direc- 
tion. Tough grained wood and hard knots won’t deflect 
a Forstner Bit from its course. It bores straight—bores 
clean—leaves a true polished surface. Ask your Jobber 


to supply you. 








The Progressive Mfg. Co., Torrington, Conn. 






































ST. LOUIS 


ST. PAUL 
Pioneer Building Nat'l Bank of Commerce Bidg. 
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~~ Put in a stock of Inland Basic Open Hearth Gal- 
vanized Steel Roofing and Siding, and push the line 


It will make you money and do us both credit. 
Say “INLAND” on your next order to your jobber; or if you can talk carlots, write to 


INLAND STEEL COMPANY 


First National Bank Building, Chicago 
Works, Indiana Harbor, Indiana 
BRANCH OFFICES: 


DENVER 
1618 Stout Street 


May 14, 1914 


Inland Galvanized Steel Roofing is a superior 
quality of a roofing material that has stood the 
test of generations of world-wide use. 

There is no mystery, and no “patent” bun- 
comb about it. 

It is a product that you can sell without taking 
any chances of an uncomfortable “comback” 
in a year or two. 

The roofing sins that have been committed in 
the name of “Rubber” and “Felt” on behalf of 
products that never had even a smell of rubber 
or fiber or felt have made the public justly 
suspicious. 





DALLAS 
Praetorian Building 


MILWAUKEE 
Majestic Building 


















Your Customer is 
Your Friend 


Especially if you sell him PORTS- 
MOUTH IRON Roofing—the roof- 
ing of known quality—known dura- 
bility. 












There are many metal roofings, mostly 
steel, but there is but one iron roofing 
like PORTSMOUTH IRON, and 
that is PORTSMOUTH IRON Roof- 
ing itself. It stays sold, for it stays 
good—won’t rust—won’t corrode. 











It’s made in rolls, V-crimped, pressed 
standing seam and corrugated styles. 
Send for circular. 


FortsmouthSteelCo. 

General Offices WorksBrtsmauth() Excel ifcecWheeling W Va 
SALES OFFICES : 

Richmond, 502 Virginia Ry. & 

n Francisco, “92 Battery 

Chattanooga, Jam 








Cincinnati, 1338 Union Trust 
Buildi 


ng. 
St. Louis, 1418 Pierce Bldg. 
Toledo, 1402 Ohio Building. 
Louisville, 514 Keller Bldg. es Bldg. 
Los Angeles, Washington Bldg. Portland, 309 Ry. Ex. Bldg. 
New Orleans, 207 Q. & C. Denver, 401 Sugar Bldg. 
Building. Detroit, 908 Ford Bldg. 
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BOLTS NUTS RIVETS WASHERS 4 
Picks Mattocks and Grub Hoes 2 
Crowbars Wedges Forgings 


Telegraph and Telephone Pole Line 
Hardware 


Wagon Hardware 







PITTS BURCH.PA. 
Established (sé 





Oliver lron & Steel Co F 
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Copper Bearing °3"4 


“oe, WARK ae 


Sheets and Roofing Tin ie, 


camper Bearing Sheets, 
both Black and Galva- 
nized, are designated “‘C. 
B. Keystone Grade,” 
added to regular brand, 


Have STEADILY INCREASED in consumption from as indicated above. 


5,318 tons in 1911, to 74,975 tons in 1913— 


another evidence of the recognized ability of this material to 
satisfactorily meet the most exacting requirements of the 


, A 























wey. £8. 085 HEARTH, 
The superiority of Copper Bearing Steel for Roofing and exposed sheet 32 Pounps com 

metal work has been proved by careful research and actual service tests. Tin beors the stamp “C, 
Our booklet “Copper in Steel—the Influence on Corrosion” contains indis- Open Hearth” te ed. 
putable evidence of added durability. dition ——— 





American Sheet «Tin Plate Company 
General Offices: Frick Building, Pittsburgh. Pa. 


DISTRICT SALES OFFICES: 


| | | 
Chicago Cincinnati Denver Detroit New Orleans New York Philadelphia Pittsburgh St. Louis | 

Export Representatives: Unirep States Steet Propucts Company, New York City 

Pacific Coast Representatives: Unitep States Steet Propucts Company, San Francisco, Los Angeles, Portland, Seattle 




















WHEELING CORRUGATING COMPANY 


IRON AND STEEL SHEETS 


Black or Galvanized Plain or Corrugated 
Clean—Soft—True to Gauge 
Carefully Inspected 











OUR CRESCENT BRAND SHEETS ARE ALSO MADE UP INTO 


Formed Roofings Roll Roofings Metal Lath 
Conductor Pipe Eaves Trough 


Gutters, Valleys, Ridge Roll and Special Ridge Finish and other articles 
necessary to complete a full line of 


Sheet Metals and Sheet Metal Products 


LARGE STOCK AT ALL STORES 


WHEELING CORRUGATING COMPANY, WaeeuiNe WA. 











BRANCH OFFICES” AND STORES: a 


NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 
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The 
““‘VULCAN”’ 
is frequently 
used for 
weight lifting 
extremes— 
and is always 
capable. 


What should the ultimate utility of a 
superior Drop-forging be? What will the 
other fellow try to do with it—that’s the 

' answer and we guarantee that every one 
of the Williams’ Clamp Line is built to meet 
its respective requirements. 


J. H. Willams & Co. 


Offer a ‘‘C’’ Clamp 
for every 
material 


purpose! 





Heavy Service 





**VULCAN” 

11 Sizes 

Capacities 

A 21" ° 

te OE Medium Service 

*“‘AGRIPPA” 
7 Sizes “Light Service” 
5% to 18” capacities WILLIAMS , 


7 Sizes 
0 to 12” capacities 


J. H. Williams & Co. 
Superior Drop-Forgings 

57 Richards Street, Brooklyn, N. Y. City 
40 So. Clinton Street, Chicago, Ill. 





Extremes! 



















LICH TALAG 


That Trade Mark 


is the evidence to both 


Dealer and User 


that the Tap bearing it is 





The 
Original 
Machine Relieved 
Tap 








The only Tap considered 
good enough to imitate. 


4 

ry 

aide 
oo 
set 
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Call your customer's attention to 
this special feature—originated 
in the Wiley & Russell shop over 
40 years ago. 





Manufactured by the pioneers 


Wiley & Russell 


Mfg. Co., Division 


Greenfield Tap & Die Corporation 
Greenfield, Mass. 


New York, 28 Warren Street 
Philadelphia, 38 No. Sixth Street 
Chicago, 545 Washington Blvd. 
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Rubber 
Headed Nails 


for chairs that really protect the 
floors and carpets from _ injury. 
Made with a rubber head that can- 
not be pulled off. Absolutely 
Noiseless. 


We make a large variety of rub- 


ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CoO. 


370 Atlantic Avenue, Boston, Mass. 














Here isa Ditferent ELBOW 


HEMP’S 


Improved Superior One Pieced Corrugated 


ELBOWS 


are undoubtedly the most durable and handsomest 
elbows ever placed on the market. 


THEY FIT 
PERFECTLY 


Stock these elbows 

and start the foun- 
dation of a good, 
solid, PROFIT- 
ABLE business in 
this line. 

We also make 
IMPROVED UNION 
and 
THE ECLIPSE 
CORRUGATED 
and the 
“ ADVANCE” 


Adjustable 
ELBOWS 


the best and cheapest on the market. 
Write us today and get started on this 
money-making line. 

We have a handsome descriptive book- 
let awaiting your name and address. 

A. postal will secure it for you. 


HEMP & CoO., ST. LOUIS 
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The Purchase of a 
Refrigerator 


i , 4 be entered into 
ke Matrimony, is not to 

Hghtly or unadvisedly. ba Beg t= nt 
n investment good I¢ 

sania and so looks well into the — 
before closing the deal. When moun 


on the 


HARPER HANDY 
CASTER TRUCKS 
the biggest and most expensive REFRIG- 


ily be pushed 
TOR you carry can easily be 
=e canhneobie focus that it never could 


its own “bare feet.” 
i sak your Jobber for this H. ee” ya 
and secondly (if necessary) ask ; 


Chicago Hardware Foundry Co. 
NORTH CHICAGO, ILL. 














Special 





We make special Steel Gem Casters, for hard- 
wood floors, with felted, leather, vulcanized fibre 
wheels, etc. 

They are all built of steel. In strength, quality 
ere workmanship equal to highest Schenck stand- 
ards. 

Smallest caster carries 1000 pounds on smooth 
floor, which it will not scratch. 

Write for our colored catalog. 


M. B. SCHENCK CO. 


MERIDEN, CONN. 
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year. 


should handle them. 


for cleaning stores, 
Offices, schools, churches and 
public buildings. 


The one illustrated is our 
latest and strongest 


Just what you need to get the 


No. 70 janitor trade. 
Coppered : ‘ ; 
Full particulars are given in our 
No. 75 booklet No. 1474. 
Tinned 








SOME OTHER GOODS WE MAKE 


Waffie irons Quilt Frame Cover Lifters 

Meat Brollers Clamps Stove Pokers 

Steak Hammers Ceiling Hooks Pulleys 

ice Shaves and Curtain Fixtures -- egy 2 Hinges 
Picks Coat and Robe Fire Place Fix- 

Lemon Squeezers Hooks tures 

Lamp Brackets Door Pulls Brass Candle- 

Flower Pot Latches sticks 
Brackets Saw Vises Samson Wind 

Griddles Dampers and Milis 

Steak Hammers Clips Stover and Ideal 


; Feed Mills 
Send for M 13 Catalog if interested in these items. 


STOVER MFG. CO. 


710 East Street Freeport, III. 











JANITOR MOP STICKS 


Are Good Sellers 
every day in the 


All hardware dealers 


This is the style used 
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“Yankee” 


Bench 
Drills 


with Automatic 
Friction and 
Ratchet Feeds 





No. 1003 — One 
Speed. Drills up 


to % in. 


No. 1005 — Two 
Speed. Drills up 
to % in. 


With these new automatic feed features 
the “Yankee” is at once the quickest and 
most desirable Bench Drill made. A Bal- 
timore jobber writes: ‘““We sold two drills, 
No. 1005, which you shipped on the 17th 
ult., as soon as we showed them up. Ship 
us two more.” 


Let your jobber quote you at once. 


NORTH BROS. MFG. CO. 
PHILADELPHIA, PA. 














The Ohio Fly Swatter 


will coin 
money. 
Strongly 
made. Retail 
toc. Dealers’ 
profit large. 
Quick turn 


over. 


Free display 
stand with 
sample order 
of dozen or 


more. 


Order now. 





Manufactured by 


The Ohio Stove Pipe & Mfg. Co. 


New Philadelphia, Ohio 











PARKER’S 


EAGLE CANNISTER 
COFFEE MILL 


Here’s a mill you can 
offer to your customers 
who want a small priced 
coffee grinder. Will give 
good service. 

Has grinder and shell 
made of Hard Chilled 
Iron equal to steel. 


It’s Parker Quality 
through and through. 

When attached to wall 
or shelf is_ perfectly 
steady; cannot work 
loose. Just the thing for 
a small family. 

Many other good mills 
in our catalogue which 
are based on 70 years of 
making them. It shows 
all styles. Get a copy 
today. Write. 








THE CHARLES PARKER CO. 
Meriden, Conn.,and 33 Warren St., N.Y. 
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A Flashlight of Quality 


Write for Illustrated Catalog 


“FRANCO” 












Manufactured by 


Interstate Electric Novelty Co. 
29-31 Park Place, New York 


506 So. 5th Avenue 
Chicago, Ill. 





“FRANCO” 





111 New Montgomery Street 
San Francisco, Cal; 
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Flashlights and Batteries 
QUALITY GUARANTEED 


We specialize the Hardware Trade and Sell 
to the Trade only. Write for our proposition 
—it is sure to prove interesting. 


Pittsburgh, Pa., U. S. A. 
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ANGLO-AMERICAN CO. : it ~ 0, LY TY. 
Manufacturers : TRE 


TARDWARE: 























TWO SELF REPEATERS 


We call them self repeaters because—They give such good sat- 
isfaction the dealer orders more of them right away. This 
lamp and lantern make and burn their own gas from gasoline 
or kerosene, they give 300 candle power, hold 2 quarts and burn 
8 to 10 nights on one filling. They are a clean lamp, no smoke, 
no smell, no dirty wick, just a clear white light. A big demand 
for them in all rural districts and the profit is good. Coleman 
Lamps have been successfully handled by nearly 200 jobbers 
in the Hardware, China, and House Furnishing line for almost 
five years. Ask your dealer or write nearest branch for cata- 
log, mentioning this ad. 


THE COLEMAN LAMP COMPANY 


Mfers. of Gasoline Lamps and Lighting Systems 
TOLEDO, OHIO. WICHITA, KANSAS. ST. PAUL, MINN. 
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Domini 


Hand ard Powers; 





Pumping 
Gasoline 


Is dangerous without 
proper equipment. 


Sell this Gasoline Pump 
to the auto-owners in 
your city. 
It combines safety and 
efficiency. 


Write for our literature 
on Gasoline Storage 
Systems. 





Fig. 726 


The Deming Company 
SALEM, OHIO 


General Distributing Houses: 


nn, a & Hubbell 
TTSBURGH: Harris — & Supply Co. 
NEW YORK: alph B. Carter Co. 
PFALC Root, Neal & Co. 





fiet Right On Poultry Supplies 


A Few Good Sellers in Moe’s Line 





MoOE's SELF LOCKING LEG BAND 


MOES SELF LOCKING 
BAND READY TO SE 
EoD 


A sealed band that 
requires no sealer. 
Made in all sizes. 
$6.00 per thousand. 














SLIDING COVER f 
MAKES FILLING 
EASY } 












A new inexpensive 
feeder or waterer 
for little ‘chicks. 
,; Nothing on the 
market can equal it 
for the price. Made 
in two sizes. Re- 
tails for 15c¢ and 
25c respectively. 























The most popular 
poultry fountain on 
the market. Fills 
from the top. Manu- 
factured in three 
sizes. Also for 
pigeons and ducks. 













Liberal discount sheet to dealers. Freight charges ab- 
sorbed to any point in the United States. Small orders 
arising from our aggressive advertising turned over to 
the dealers to be filled. 


OTIS & MOE MANUFACTURING CO. 
1708 Otis Bldg., Chicago, U. S. A. 

















The Eclipse Self-Sharpening Lawn Mower 
is self-sharpening This is one of the really 
practical and economical features of this 
high-grade lawn mower. As it costs next to 
nothing to keep it always in keen cutting 
condition, it practically pays for itself in a 
few seasons. Buyers like the idea. Good 
talking point for dealers. Better than many 
talking points because it is true. The cutter- 
bar adjusting lever is another strong talk- 
ing point—and this feature of the Eclipse 
alone has made thousands of sales for it. 
No tools of any kind are needed to make any 
adjustment on the Eclipse. It is made of 
the best materials, is extremely simple, pos- 
sesses great durability and is easy-running. 


WRITE FOR EXCLUSIVE SALE PLAN. 





The Ecipse Lawn Mower Co. 


Prophetstown, IIl. 
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Priest’s 
Clippers 


We have the biggest 
clipper proposition offered 
to the trade. It’s a prop- 
osition that pays and pays 
big—because it satisfies. 

Our proposition is that 
you stock Priest’s Clip- 
pers! 

Write. 








American Shearer Mfg. 


Company 
315 Main St., Nashua, N.H. 


Wiebusch & Hilger, N. Y. 














De Kalb 
Dependable. Delivery 
Wagons 





Our big 96-page catalog should be 
in the hands of every business house 
using Delivery Wagons. 

Better construction or more satis- 
factory service is not known. We 
have a mighty good proposition for 
the live dealer which includes full pro- 
tection, sincere and complete co-opera- 
tion. A postcard brings full particu- 
lars. 


De Kalb Wagon Company 


103 Garden Street, DE KALB, ILL. 
We also build MOTOR TRUCKS 

















INSURE 


YOUR PROFIT - 
By handling this line 


Guarantee 





as well as stocks in hand 


Manufactured only by 


Standard Chain Company 


Pittsburgh, Pa. 











ST ID ong 

















| Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 















Made a little different— 
a little better than others, 
cost no more, sell easier 
and oftener. Our cate 
alog shows a long line of 
profit makers—pumps of 
special design construc» 
tion and adaptability. 














—— 


HAYES PUMP & PLANTER CO. 


GALVWVA ,fLL. 
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“DeWitt Brand” 


WIRE TILLER ROPES AND WI WIRE SASH CORDS, 
ULTRY NETTIN 
Scr G@M) ANTIQUE BRONZE | BRASS, COPPER, ‘STEEL AND GALVANIZED !3 
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METALL Oe WIRE CLOTH (ALL MESHES) 
Cloth  Btack'raintes > BACKING AND CYLINDER FACES 


Factories: DE WITT WIRE\CLOTH COMPANY, Inc. 


Belleville, N. J. ESTABLISHED 1849 po, 631 Market Street 
Philadelphia, Pa. 291-293-295 BROADWAY, NEW YORK PHILADELPHIA, PA. 
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Lasts Longer—Looks Better 


‘ 


| -HANOVER. 








: ALS 
| WIRE ScREEN CLOTH. ed 
OUR BRANDS Copper Bronze 
PV ULCAN Jeera Galvanoid Enameled 
PAINTED 
veo erat 7 Painted 
























































bien ORIENTAL om Bright Galvanized | 
Made in all Widths and Meshes 
| 3 All Meshes and Widths 
|| HANOVER WIRE CLOTH Co. 
id, @: toatl Gillies ~~ <<ecceses'eindeemaantll American Wire Fabrics Co. 
i @ anagers of Sales - @micace —4 CHICAGO, ILL. 
ae | 
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No. 170 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 

We make the largest line of Haying Tools in the 
world. Send for New Catalog. 


The Ney Mfg. Company 


CANTON, OHIO 
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Kasy to install 


Dwiggins Fence not only wins out on 
its looks, but sells on its distinctive 
selling features. 


Dwiggins Fence 


is easy to install —it drives into the 
ground easily, stands rigidly and never 
lifts out. 


Dwiggins Fence pays a profit. From 
your jobber or from us. 


Dwiggins Wire Fence Co. 


ANDERSON INDIANA 








“NOW!” | 





is the time to 
“cash in” on Hex. 
Netting. Nothing 
better than 


“Verfed’ 
because even of 
mesh, strong in 
construction and 
smooth in finish. 
It sells and satis- 
fies. | 
No complaints. 
Your Jobber can 
ship immediately. 
Order today. 





The 
LUDLOW-SAYLOR 
WIRE: CO. 


ST. ‘LOUIS, MO. 

















PARKER 


“Quick Up’ Window Shade Brackets 


These improved brackets can be put up 
without screws or tools very quickly. The 
threaded screw ends are made just the right 
length to hold securely. Note also that the 
slotted bracket is made so that the spring 
end of the shade roller will not slip out. 
They overcome the trouble generally ex- 
perienced with common shade brackets. 
Big sellers. 


Cuts are full size. Made of flat steel, 
brass plated. Packed one gross pairs in a 
box. Order now. Latest Catalog and Dis- 
counts sent on request. 


Parker Wire Goods Co. 


Worcester, Mass. 


New York Office: 73 Warren Street 

















equal. 


Simple and easy to operate; no tools 
necessary. Ihrows a clear, penetrat- 
Made of brass, heavily 


ing light. 


polished and _ nickel-plated. 
Ask your jobber about “Bridge- 


port” bicycle pumps also. 


Send for new booklet. 


Bridgeport Brass Company 


66 





Increasing Sales. 


of “Bridgeport” “Searchlight” Gas 
Lanterns will convince you of their 
profits—a bicycle lamp without 


oa 


140 Crescent Ave., Bridgeport, Conn. | 












































Draw your Vacuum 
Business with 


THE 

















FLAGSTAFF BRACKET 
IS THE ONLY ONEFOR ME 53s Uncle Sam 


Uncle Sam has put his official O. K. on the Ineeda 
Flagstaff Bracket. It is now 


The Standard for the Army 


This in itself indicates its quality. The Ineeda Bracket 
helps to make patriotic American people more so. It 
enables them to fly the Stars and Stripes from house- 
tops, veranda roofs, window sills—at any point where 
a flag and staft are desired. 

Attached to any surface by four screws, adjusted at 
any angle by manipulating one thumb screw. Made 
of close grained cast iron. Heavily galvanized—abso- 
lutely rust-proof. 

The flag flying season is here. Thousands of people 
will want to fly Old Glory during the next few weeks. 
Take a timely tip and stock up with Ineedas. There 












The Crown Vacuum Cleaner 
is a business drawing article. 
It is well made; looks good; 
easily operated ; easily emptied ; 
and easily bought—$15. It is 
a cleaner that will pull trade 
for you; that will bring you a 
profit; that will give your cus- 
tomers perfect satisfaction. 
Request details. 











hen ala your Luietet ean ee ee THE 
Wilcox, Crittenden & Co., Inc. Gray Iron Foundry Co. 
Middletown, Conn. READING PA. 
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Builders 
Hardware 


We make a 





(Patented) 


inn 
— 


On nn me 


_ 
| 
= 
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large line of 


THE CHAMPION 
Double LJ ! | , 
Acting OoOr Nge 

This handsome hinge of few parts has 
the “call” and deserves it. 

The entire weight of the door rests on 
a ball bearing and allows the door to 
swing freely and easily without jar or 
noise. 

And all a carpenter has to do to attach 
this hinge, is simply saw out a rectangu- 
lar piece at the bottom corner of the door 
and make a slight mortise for the strap 
ends of the hinge. No wonder it sells. 


Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 


GENEVA, OHIO 


Front, Vestibule, 
Inside, Sliding 
and Latch Door 
Sets in up-to- 
date Designs 
and_ Finishes. 
Wrought Steel 
and Bronze, 
Cast Bronze and 
Brass, Cylinder 
and Bit Key. 





Also large and small Gray Iron Castings, ma- 
chine moulded and sand blast cleaned ; Stove Pipe 
Dampers, Damper Clips, Oil Stoves, Hot Plates, 
Furnace Lamps, Molasses Gates, Oil Can Faucets, 
Bungs, etc., etc. 


The Taylor & Boggis Foundry Co. 


MVNA AAA LH 
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The Famous The simplest, cheapest, easiest applied and 


Chase Bevel Head 
Bifurcated Rivets most durable Belt Coupler on the market. 








“a —made all sizes; And the simplest to take up. “No overhead 

2 3 ,_ work.” Flexible as the belt itself. 

0 ga Fe 6-16", oe Being hinged in the centre they run equally 
10-16” i116” well over large or small pulleys—without 
12-16” 13-16”, bump or jar. The plates are made of the 
14-16" 15-16”, best cold rolled steel, are extremely durable 

> pel and when belt wears out, can be taken off 

~ Make your dealer and reused. The rivets only are thrown away. 
give you the origi- A complete line for all size belts. 
A w nivet. One Jobber Agency wanted in each city and 
—‘Tue Cuase.” town. Liberal discounts given. 





1/16 


The STRONG MACH. & SUPPLY CO. 


48 Franklin Street, New York City 





‘Look at this Joint,’’ the Chase | 


je— CHASE PATENT BELT COUPLERS 





Showing Top Side 


Showing Puiley Side 

















Increased Profits 


on Sash Cords 


Our “ALBA” and “STAR” Brand Sash 
Cords make quick sales, satisfied cus- 
tomers and MONEY FOR YOU—and 
they will back up your statements every 
time. 


Stand more strain than heavier cords 
and work freely. 


The quality is there—the prices are low 
because these cords are made for wear 
and have no spots or fancy frills that 
increase manufacturing cost and add 
nothing to their strength. 


We will be glad to send you prices and 
samples—write now. 








Gaze 
ESTES MILLS 


FALL RIVER, MASS. 


CLOTHES LINES SASH CORDS 
MOPS 
WICKING MACHINERY WASTE 


MAKES GOOD 


Every Worcester 
Blount Improved 
Door Check is guar- 
anteed. Guaranteed 
as to materials, life, 
and perfect action. 

Guaranteed abso- 
lutely, and we want 
every dealer to re- 
place any defective 
part at any time— 
because we are here 
to make good. 

Information today. 








The Worcester Mfg. Co. 


WORCESTER, MASSACHUSETTS 

















No. 340 
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HOLD YOUR SALES UP 


















— “S</ GRIFFIN BRACKET 


We are the Pioneers in the Stee! Bracket business 
20 YEARS’ experience making Stee! Brackets 


GRIFFIN’S PRESSED STEEL SHELF BRACKETS 





Always in DEMAND 


East Lake $&t. 
CHICAGO 











Qo as Aiways in the LEAD 
ae THE STANDARD OF QUALITY 
87 Warren St. THE GRIFFIN MANUFACTURING Co. _ 
g NEW YORK ERIE, PENNA, 
No. 340 No. 340 
























TE IRD Sey OR pee — > 





patidiaienasanaennemeieiandtenoateer tee 








oath, ‘iil tilt te at neat ea ti 





awe Le? F 


ieee a eee: a 
FORE EE TON ETN aN YMA me 









a 
ae REPO at 


HARDWARE AGE May 14, 1914 











Iron Grindstone Frames 


Especially salable to manufacturers, farmers 
and carpenters. Made of best quality cast iron 
with babbitt lined bearings, adjustable tool rests, 
truing attachments and water guards. In four 
styles for stones from 14 to 42 inches in diameter. 





Get full particulars from Catalog 31 


| ATHOL MACHINE CoO., 47% 





























Tubular Rivets and Bifurcated Rivet 


Packed in CARTONS, Assorted ) | A 
Lengths 50 and too Rivets to 


Box. 12 Boxes to Carton 


TUTTI 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


a JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. 

















BLACK DIAMOND HILE WORKS 


ESTABLISHED 1863 INCORPORATED 1895 





of M4 
ar Rie 








t 





Twelve Medals of 
Award at 
INTERNATIONAL 


Expositions 


Special Grand Prize 
GOLD MEDAL 
Atlanta, 1895 


Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 














REVOLVING 
PUNCHES 


Made of forged steel with 
improved easy working 
joints, the tubes from solid 
stock, each tube being tem- 
pered by hand and the 
turrets made from solid steel rods with highly tempered steel springs. We give 
our punches a fine finish and guarantee them in every respect. 


THE SMITH & EGGE MFG. CO. Bridgeport, Conn., U.S. A. 
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UNION 











The right material properly 
treated makes every Union 
Punch and Nail Set de- 


‘pendable. 


When machinists find you 
supply dependable tools — 
they'll continue to come to 
you for them. 


Isn't it better to sell tools 
which give satisfaction and 
hold customers than to sell 
poor tools and wish you 
had sold ours? 


Send for 40-page catalog. 
It shows a line of Machin- 
ists Tools worth handling. 


























UNION CALIPER CO. 


ORANGE, MASS. 
















This 
Attractive 
Novelty 


is only one of 
our 1500 
Tools 








Goodell-Pratt 
Company 


Greenfield, Mass., U. S. A. 


Two of 
HAMMER’S 
Best Sellers 





Hammer patented malleable iron hand 
lamps represent the best value on the mar- 
ket. They will prove a profitable item in 


your store. 
The Clamp is strong—built like an I- 
beam. Quick-action screw,  universal- 


jointed face plate. Great seller. 

Hammer goods include many Specialties 
of Malleable Iron, including: Adjustable 
Clamps, Hand Lamps, Hanging Lamps. 
Engine Torches, Oilers, etc. 

Write. 


Hammer & Co., Branford, Conn. 
























One Day’s Trial 


of a 


Grant Noiseless 
Riveting Machine 


resulted in an order being placed 
for 12 more machines. 






A few reasons why: 
(1) Noiseless Opera- 


tion. 
(2) — Well Polished 
vet Heads. 
(3) Avoid Broken Cast- 


(4) Do not Mar Sur- 
face in Riveting. 

(5) Rivet Tight or 
Desired. 


Loose as 

(6) Entire Riveting Op- 
eration Takes y 
One Second. 


For the sake of quality, 
output and cost reduc- 
tion send for catalog 








The Grant Mfg. and Machine Co. 


N. w.—Stn. BRIDGEPORT, CONN. 
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Your Monthly 
Balance Sheet 


will be pleasanter reading if 
you add to it, each month, a 
handsome sum in profits made 
from the sale of 







Sy 






“MILLERS FALLS” 
HAND and BREAST DRILL 


No. 981 


It pays to sell what everyone wants, and this Drill 
has so many excellent features and covers such a 
wide range of work that sales are easy. It. is one 
of the few Drills made that can be used to equal 
advantage either as a Breast or Hand Drill, hence 
is applicable to pretty much all work for which 
Hand Drills are made. 

Mechanics are constantly asking for this Drill and 
others that you will find listed in our 178-page 
Catalogue. 

Ask us about this excellent 
Drill and for a copy of our 
New Dealers Catalogue, which 
we shall be glad to send you. 


MILLERS FALLS CO. Millers Falls, Mass. 











ACME 
MAT DISPLAY RACK 


FOR SALE HERE 

















Ornament- <int> 
Ot 
al Rack marae inten 
ae GALVANIZED 
Five Feet NNN ce Solid Oak 
High. i Sik ing Varnished 
RSH it Green 
Si PER Me Stain 
ees da w |} Finish. 
If You ete | 
Want To rhe ahs Ht fe tt 
Increase ee th S i Will Hold 
ie ime Wa: {t Two Each 
our Mat Beiaa:\) ie ts 
Sales | At 3 and 4 
Display ay Acme 
Them a Mats. 
Where : 
The Write for 
Public Our Offer 
Can't Help 
Seeing 
Them 





ACME on thts 
STEEL DOOR 


AC ME. Siocl Goods Co 


3 2834-2840 Ay ~~ emai CHICAGO, ILL. 





——— ae 


Sey 














Brass Bound 


Price 
Cards 


Time Savers 
Finergy Savers 
Money Savers 





HERE are nine 

styles, all with 
heavy cardboard 
body, linen bond 
facing and brass 
edging for protec- 
tion. 10 per cent. 
discount on orders 
for 2 doz. cards— 
send for des¢riptive 
circular and sample 
card. 


Hardware Age 
Book Dept. 


239 West Thirty-ninth Street 
New York 














May 14, 1914 HARDWARE AGE 45 









Order Stanley No. 3000 
‘‘TWINROLD”’ SELF TIGHTENING 


COILED DOUBLE 


BOX STRAPPING 


PAT. SEPT. 26, 1911, NOV. 5, 1912. 


The Stanley Works, New Britain, Conn. " 








100 Lafayette St.,N.Y. 73 E. Lake St., Chicago wat eS 
See our full page advertisement on page 87 TE SRR ~ Nee Ns rs 
“7 , ~ > m7 i ye “> M. ay Ok he *, ay ws => 

Rtas Na eS ads. C25 EES CN y. 








McKINNEY MFG. CO., PITTSBURGH, PA. 











McKinney Corrugated ee 
Strap and T Hinges wx Strap and T Hinges, Barn Door 


Unequaled for Strength and Durability = = Hangers and Track 








The James Swan Company, Factories at Seymour, Conn. 


MANUFACTURERS OF 


MECHANICS’ TOOLS 
Augers, Auger Bits, Chisels, 
Drawing Knives, 
Gouges, Hollow Au- 
gers, Gimlets, Boring 
Machines, Screw 


. | Drivers, High Grade 
Tools. Look 
for the Swan. 

Send for Catalog 

New York Office—100 Lafayette St. 


“New + Different’ =Sells Quickly , 


The Shaw Wrench will appeal to —_ 
your customers because it is a one- ee 

piece solid steel wrench. Requires 
no adjustment. Does a 
work of four different ies 
wrenches. The “slot ” 
gives the jaws a tight 
Spring Grip on pipes, 
rods, bolts and _ nuts. 
Teeth do not wear out 
as quickly as other 


wrenches as_ different 
sizes of pipe or rods take Shaw Propeller Co.. Boston. Mass. 






























Patented 


different range of teeth. Practically unbreakable. 
These selling points will make your cash register ring 
merrily. Write us today for prices and particulars. 
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“Clean| Up” Big Easy Profits 
On The Washers 
That Sell Themselves! 


There is no doubt about it—here is the one me- glance. Its reasonable price 
chanical washer you can sell easily—quickly. Every makes it easy for them to buy 
dealer that has put it in stock is selling dozens of them. it. You don’t need to “talk 


ff.” It sells it- 
It appeals instantly to housewives. They see its practical ere ae veut 


feature — its superiority —its greater convenience at a 


MAYTAG 


Power and Electric Washers 
with Swinging Wringers 


save women work, worry and money. Their feature—the swinging 
wringer—convinces women that they must own one. With a May- 
tag the housewife can wash and wring clothes at the same time 
with no possible chance of soiling or tearing clothes. To wash and 
: wring on other machines the housewife must hold the clothes above 
the oily mechanism on top of tub, and run chances of staining and 
ripping clothes. When you show her that the wringer can be 
swung to any position, you won’t have to do another thing. That 
alone will convince any woman that this is the washer for her 
to buy. 

Begin to get this easy profit. Don’t let the other fellows get it all. 
Write at once for our special selling plans and terms to dealers. 
Do that today. 


The Maytag Company 


Write for special offer to dealers 

















































Station “‘A,”* North St. 
Newton, Iowa 
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The sale of Porch 
Furniture is rapidly 
increasing. More peo- 
ple are realizing the 
benefit and pleasure 
of modern Porch 
Furniture. 


nie 


We carry complete 
lines of Porch Furni- 
ture, Hammocks, Au- 
tomatic Swings. 
Everything for the 
porch and lawn. 


wlll 


Just write us. 
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FIBRE RUSH PORCH SUITE 
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See Our Salesman 








BELKNAP HDWE. & MFG. CO. 


Incorporated 
Louisville, - - - Kentucky 
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Every normal human being 
has a constant need of hard- 
ware and the user of drawing 
material is no exception. Get 
him coming in for the things 
he needs most—and you will 
make a customer of him for 
every line of hardware you 
carry. 

The whole story is told in 
our book, “Intensive Co-oper- 
ation.” It tells you who these 
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TECHNICAL SUPPLY CO. 


SCRANTON, PA. 


Has Y our Business a Sore | humb? 


You can work with four fingers if you have to, but it’s no fun—you can do a good 
business without developing all the possibilities in your town, but unless you 


are going hot after all the business there 1s to get you are depriving yourself of a 
big profit that belongs to you. 


Why don’t you go the limit? 


buyers are and what they buy 
and how much. Tells you 
what “Tec” is doing to send 
these buyers into your store 
and how it co-operates with 
you. How it gives you the 
benefit of its Technical jour- 
nal advertising—of its window 
displays, and how its adver- 
tising department will work 
with you. In fact, it outlines 
the most effective form of co- 
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Get all the business there is to get—widen your 
appeal. Reach out into the channels of trade you have not formerly touched. Get 
new buyers into your store—new men—with new needs. 

Take the users of drawing instruments and material, for instance. 
31 different classes of them—and they include the architect, draftsman, the engineers, 
surveyors, students from high schools, manual training and vocational and preparatory 
and correspondence schools—students from the Universities and Colleges. All of these 
people must use drawing instruments and material all year ’round—it is their business 
—it is just as important and necessary to them as tools are to the carpenter. 


A SINGLE BUYER WITH A DOUBLE NEED 


There are 








operation that has ever 
been devised. 

Write for it today— - 
there is absolutely no 
obligation involved 


and the idea given Pa 
in the book will SS, 
be worth while. CS. 
Tear off Ps £. s 
the coupon « Mma 
now oe 
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+ O 
+ O 
= Each different piece in the complete line, whether it be Toaster- 7 
a Stove, Chafing Dish, Coffee Percolator, Tea Samovar, Disc Stove, Fl 
a Electric Iron, or any of the other devices, represents ‘something dif- = 
‘ ferent” as a gift to the “June Bride.” 7 
a Any piece of WESTINGHOUSE ELECTRIC WARE makes an = 
0 ideal and highly appreciated gift because it is beautiful in design and 7 
U finish, well made for lasting service, convenient to use, and, best of all, C 
: strictly up-to-date in every particular. 0 
a Write our Dept. H for full particulars, prices, etc., and learn how we : 
LU assist dealers to move WESTINGHOUSE ELECTRIC WARE and = 
U realize quick profits. r 
= 

7 | a 
- a 
L] w ® a 
7 Westinghouse Electric & Manufacturing Company : 
FE Member Society for Electrical Development. ‘Do It Electrically” 7 
= Sales Offices in East Pittsburgh, 3 = 
0 45 American Cities Pennsylvania ee. =. 
a on = 
aa LJ 
5 0 
L LJ 
= =A) | = 
a SS 1 
C] Pot Type Percolator Toaster-Stove Tea Samovar Percolator = 
: 
= cast 
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UNE—the season of 


“knotty problems —s a 
good time to display 


Westinghouse 
Electric Ware 
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PATENTS PENDING 


SEND FOR CATALOG No. 24 


HELLER’S PIVOT DOOR CABINET 


MADE IN STANDARD SECTIONS 


This is something new and original, has 
features not found in any other fixtures. 


DISPLAY 
ALWAYS IN 
FRONT 
OF YOUR 
CUSTOMER 


No matter the position 


of the Display Door. 


THE SHELVING WITH BRAINS 


W. C. HELLER & CO., MONTPELIER, OHIO 











GENUINE 








LAWN 


are the undisputed leaders in the Lawn 
Mower World. 

For over 44 years the STANDARD OF 
THE WORLD. No Mower made has such a 


reputation. 








All the knives, both cylinder and dead 
knives, are made of 


Vanadium Crucible Steel 


the toughest steel known, and will retain cut- 
ting edge much longer than crucible steel. 

In the ‘Philadelphia’ you will always 
find the latest and best improvements. 


Originators of All-Steel Mowers 





CATALOGS 1914 READY 





THE PHILADELPHIA LAWN MOWER 


Makers of High Grade Goods Only. 31st and Chestnut Sts., PHILADELPHIA, PENNSYLVANIA 


‘PHILADELPHIA’ 


MOWERS 


STYLE ‘‘A”—ALL STEEL 


18 Styles Hand Mowers—6 Styles Horse Mowers 


Also Lawn Sweepers, Lawn Trimmers, Grass Collectors—all strictly high grade. 
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ta » Tools 


When asked for a Gauge, show your prospective customer— 


STANLEY METAL GAUGES. 


They will interest him immediately. Their compactness, 
ease of adjustment and accuracy of graduation combine to make 
them attractive for all classes of work. 


Just a Few Selling Points Covering 
Those Shown Above,— 


Nos. 90, 97 and 197 are MARKING GAUGES only, having but one bar; Nos. 
91, 98 and 198 are MORTISE GAUGES having double bars. 


The bars in all numbers are six and one-half inches long and graduated in six- 
teenths of inches for five inches. 


The narrow gauging face on the metal heads is very convenient in many instances. 


The roller cutters on Nos. 97, 98, 197 and 198 enable the user to scratch a fine 
line across the grain and over knotty places in the wood without splintering. 


The rosewood head on Nos. 197 and 198 make them very attractive to many. 
Both sides of the head’are protected by brass face plates to prevent wear. 


The metal parts of all numbers are heavily nickel plated and highly polished. 











STANLEY Rule & LEvet Co. 
New Britain, Conn. U.S.A. 
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A Practical Demonstration 


will sell more “Big 4” Door Hangers than a ton of talk. But barn 
doors are not always handy. A “Big 4’ Demonstrating Model is. 


Put one on your counter and see how it 





You'll be surprised at the increase in sales. Saves time, because 
it saves talk. Shows the “Big 4’ Hanger drilled to show Roller 
Bearings, Braced Rail, “Washburne” Latch and No. 2 Handle 
Hinge Hasp. All articles shown are full size. The model is nicely 
finished and lettered. Every Dealer should have one. 


Catalog, prices and full details sent on request. 


NATIONAL MEG. CO., Sterling, 
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Sells “Big 4” Door Hangers 
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BASEBALL GOODS AND YOUR 
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Hint for Fatten- 
ing Batting 
Averages 


sa 2, “FAIR PLAY” 


T is hard to tell who is made the happier when 
| the umpire’s cry “play ball’ starts the opening 
game of the season; the magnate whose plant 
has been idle all winter or the fan who has read 
with eager interest all the dry “stove league” dope 
and the rehashed spring training trip stories. 
Speaking of baseball and the people it makes 
happy, it seems that the hardware man has the best 
of both fan and magnate. He does not have to con- 
tribute his fifty, seventy-five or dollar, as the case 
may be, to see some pitcher get knocked out of the 
box, nor does he have to worry both winter and 
summer about the high priced stars who threaten 
to jump to the Federal league for some fabulous 
salary. Yet the opening of the season means the 
beginning of a harvest to him. He is no respecter 
of persons where the baseball business is concerned 
and readily takes the money of the organized 
leaguer, the “outlaw” or the kid who wants a ten 
cent bat and a twenty-five cent “Sky Rocket.” 


Breaking the Sporting Goods Corner 


The inroads which the Federal league has made in 
the ranks and the pocket books of organized baseball 
this season calls to mind the corner which once ex- 
isted in the supplies which players use. There was 
a time within the memory of most hardware men 
when preferably one, and at best only two lines of 
baseball equipment could be sold with any degree 
of success. The rankest amateur demanded one of 
those two brands. To show him any other make 
usually meant to confess that you were not up to 
date in your sporting goods department. 

This condition created a profit situation, or pos- 
sibly a lack-of-profit situation, which did not en- 












BUSINESS 


courage dealers to pay a great deal of attention to 
the line. Happily, those days are past. The 
merchant today can select the most profitable of a 
number of lines with fair assurance of selling it 
easily. The corner is broken, the once despised 
“outside” lines have been recognized. 


Dixie Darkies Provide Real Baseball Fun 


Baseball is our national sport. It appeals to all 
classes, ages and colors. Everybody plays ball and 
that means money for the dealer. For real sport 
one turns not to the finished professionals but to 
the amateurs, the local team of the small towns 
where the most money ever expended is to import 
some semi-professional pitcher for a close game with 
a neighboring town where rivalry is keen. Likewise 
such teams provide the retailer with the bulk of his 
business. 

The most fun of all is to be had in climbing to a 
safe place and watching a tight game between two 
teams composed of Dixie darkies. Special attention 
should be given to the instructions “climbing to a 
safe place,” for it is typical of such games that bats 
and bricks begin to fly before the ninth inning has 
been reached. Sometimes it is one particular player 
who gets chased off the field by such more or less 
persuasive methods, or in some cases both teams 
combine to cause the umpire to abdicate. In any 
case “watchful waiting” never enters into the 
scheme of things, and the spectator is sure to see 
plenty of action. 

Regardless of whether it is a local team of negroes 
or the crack aggregation of the high school, the 
dealer gets the business. And it is good to remem- 
ber, in passing, that it is a cash business; that is, 
in most cases. One Mobile hardware firm discovered 
that it was equipping a negro league on a basis that 
was far from cash, but a detective stopped the leak, 
and the “magnate” and “magnet” of that league, a 
colored porter, found himself provided with board 
at the expense of the county. 


Going After the City League Trade 


Every town of any pretentions has some kind of 
city league. It may be composed of teams of Sun- 
day school boys, or in some cases employes of 
various business houses. At any rate the field pro- 
vides an excellent amount of profit for the dealer 
who will take the trouble to cultivate the managers 
of the various teams and use their influence to in- 
duce individual members to trade with him. 

In such work a live retail salesman, and one who: 
loves the game, is invaluable. The chances are he 


will find himself on some one of the teams, and the 
goods he sells by holding down right field on a 
blistering summer day are far more than he could 
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A window display of tennis goods and other sporting equipment for summer pastimes 


move for you from your cases behind the counter. 

One live salesman joined five teams in one season. 
He was a fine player, to hear him tell it, but rather 
weak with the stick. About the first thing he did 
after getting on a team, and he had a knack of al- 
ways joining those which were just organizing, was 
to tell the fellows about the nice lot of suits and 
the fine line of baseball goods which his firm had to 
sell. He succeeded in equipping all of those five 
teams and they found after organizing that they 
could get along all right without him, so he was 
free to join some other team and still the old team 
felt friendly toward him. 

Once he essayed to pitch a game for a team which 
he had just helped to organize. In baseball parlance, 
about all he had was “a straight ball and a prayer,” 
and it seemed the latter was not effective. At that, 


he worried along through a couple of innings with- 
out serious trouble. One batter sliced a nice two 
bagger off one of his low ones and when this same 
batter came up next with two men on, the pitcher- 
salesman, with proper strategy, gave him a close 
neck ball. The last seen of that ball was when it 
carromed from tree to tree through the grove of 
pines that lined deep right field. The next day the 
pitcher was ready to join some other team, and his 
former team mates offered no objection. 


Making the Show Window Work Overtime 


Baseball goods, quick sales and window displays 
are synonymous. There is no end to the interesting 
combinations which can be made with these goods. 
The local team in Memphis, Tenn., is known as the 
“Turtles.” Last year a sporting goods house in that 

















A close shave at home plate 
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The White Sox baseball park, Chicago, with.a crowd of 30,000 fans watching a game 


town laid out a diamond in their show window and 
placed imitation turtles in the various positions. A 
tiny grandstand was erected on one side and in this 
two dozen tiny fans represented the crowd of spec- 
tators. That window had people stopping for two 
weeks, and few of those who stopped overlooked the 
goods which were placed about the sides and back 
of the window. 

Another dealer borrowed a wax figure from some 
clothing store, and, dressing it in a baseball suit, 
placed it on a wooden base in the center of the 
show window. The base was pivoted and attached 
to a motor which caused it to revolve. A baseball 
swung from the ceiling with thread came in line 
with the tip of the bat which was placed in the 
arms of the figure, and the crowds stood before the 
window to watch the number of times the bat would 
fail to hit the ball. 

Where the city league is a large one and interest 
is aroused, the dealer often finds it profitable to 
donate a cup or some other trophy to the pennant 
winners. This trophy displayed in the sporting 
goods window and provided with a suitable show 


card never fails to add interest to the display. Fail- 
ing to do this, the dealer may secure various 
trophies from their winners and show them in his 
window from time to time. This was done last year 
by Tom Allan for the Phelps-Dodge Mercantile Com- 
pany, Douglas, Arizona. There was a tennis tourna- 
ment in that city and with proper progressiveness 
this firm obtained the cups which were to be award- 
ed and displayed them in connection with a window 
of tennis goods just before and during the event. 

“Play Ball! Batter Up!” That cry has already 
been sounded in the cities and towns all over the 
United States. Mayors and governors have shown 
their best political stride as they walked to the 
pitcher’s box and have thrown a brand new baseball 
in the general direction of the plate. The game is 
on. You are at the bat, Mr. Dealer. Grab first with 
something new in the window display line; steal a 
march on your competitor by interviewing the phy- 
sical director of your Y. M. C. A. and the managers 
of all the baseball teams you can locate and then 
score when the results of these efforts bring the 
trade for baseball goods to your store. 


HAVING FUN WITH THE NEW SALESMAN 
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Some Interesting Sidelights on Author of Stevens’ Bill 


that a representative, during his first term 

in Congress, gets his name attached to a 
practical measure compelling a nation-wide interest, 
and one which, moreover, forces itself into the ac- 
tive consideration of the party councils. 

Such is the distinction, however, that has come 
to the Honorable Raymond B. Stevens, sponsor of 
the Stevens price control bill, who, as a progressive 
Democrat, is serving his first term in the National 
Legislature as the representative of the second dis- 
trict of New Hampshire. 

Mr. Stevens is further marked as the man who 
defeated Frank D. Currier, the long-time Repub- 
lican whip of the House. Mr. Currier until last 
year held down this particular district for twelve 
consecutive years. 

Here appears the third noteworthy fact in Mr. 
Stevens’ national political career, in that he proved 
to be the instrument by which this rock-ribbed 
Republican stronghold was to be wrested from con- 
trol of the Grand Old Party. 

Representative Stevens was born in Binghamton, 
N. Y., forty years ago. He early forsook the Em- 
pire State, however, choosing to make the little 
town of Landaff, N. H., his home. Here he still 
resides when not engaged in his present profession 
of representing. 

Before his break into the National arena Stevens 
was a prominent figure in the late strenuous polit- 
ical struggle in the Granite State which he served 
for three terms as a member of the State Assembly. 
He was closely associated with Governor Bass in 
the fight on Mellen and the New Haven railroad, 
and, by reason of his progressive and fearless stand 
in that conflict, gained the support of the “Bull 
Moosers” when he presented himself as the Demo- 
cratic opponent of the hitherto redoubtable Currier. 

Because of his interest in the state struggle that 
was then on in full force, the newly elected repre- 
sentative did not take his seat in Washington for 
some two months after the convening of the sixty- 
third Congress, preferring to remain in Concord 
for the finish of the fight. 

Upon arrival in Washington, his first official act 
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Congressman Stevens of New Hampshire, 


author of Stevens bill 


after taking the oath was contrary to all the prece- 
dents in the case made and provided for. The new 
member from the second New Hampshire district 
turned back into the National Treasury some eleven 
hundred dollars of salary to which he was legally 
entitled, but which, he declared, he felt unable to 
accept on account of his two months’ absence. 

Representative Stevens does not speak of these 
matters himself. He is modest. Also he is a bache- 
lor. And furthermore he is a graduate of the Har- 
vard Law School. Notwithstanding all these afore- 
mentioned facts, however, Stevens calls himself a 
farmer. 


oo Stevens bill (H. R. 13305), which proposes 
in effect to grant the right to manufacturers and 
producers to name the sole uniform retail price at 
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which any standard commodity may be sold, is to be 
the subject of hearings during the coming week be- 
fore the House Interstate Commerce Committee. 

Louis Brandeis, who assisted in draftng the 
measure, will be one of the strong advocates of the 
price maintenance proposition. A number of prom- 
inent economists are scheduled to appear in sup- 
port of the measure. The American Fair Trade 
League is actively pushing the matter among in- 
dividual Congressmen and Senators, and strong ef- 
forts will be made to force a report by the com- 
mittee. 

The bill provides ‘that any article of commerce 
may be sold for a price other than the uniform price 
for resale in case the dealer handling such articles 
shall go out of business, or in case such article shall 
have become damaged, deteriorated, or soiled, pro- 
vided that such article or articles. shall have first 
been offered to the vendor thereof at the price paid 
for the same by the dealer. 

The right of control over the resale price is given 
only where it is made certain there is no semblance 
of a monopoly, and where it is clearly apparent that 
the manufacturers and producers are operating in a 
strictly competitive field. The Bureau of Corpora- 
tions of the Department of Commerce is made the 
supervisory authority in the matter. 

Senator Clapp has introduced in the Senate a bill 
identical with the Stevens measure, except for an 
additional paragraph to make more certain the com- 
petitive provision of the proposed enactment. 


bgt prospect for passage of the anti-trust meas- 
ures at this session of Congress, while far from 
being good, is yet not hopeless. There are good 
chances for the House putting through the pro- 
gram. In the Senate, the situation would appear 
much less favorable. 

It is no secret that the anti-trust legislation is 
causing considerable concern to many members of 
both houses. There are complications about the 
proposal which will make a long debate inevitable, 
especially in the “Upper House.” Influential mem- 
bers in both House and Senate are arguing for a 
postponement of the matter until the winter session, 
claiming that the question is of such magnitude as 
to call for the largest possible consideration. 

There is also a sharp difference of opinion on the 
question of price control, and it is noted that this 
phase of the problem has been dropped altogether 
by both bills recently reported by the House and 
Senate committees. Undoubtedly, when the bills 
are called up for floor consideration, a strong fight 
will ensue over this controverted point, which is one 
of the features of the proposed legislation that the 
leaders are desirous of avoiding. 

Another factor that is likely to forestall the pas- 
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sage of any comprehensive trust legislation at this 
time is the desire for adjournment before the mid- 
dle of July. It is hardly possible for the Senate 
to get rid of the Panama tolls question before late 
this month which would leave little time for the 
unlimited discussion that is bound to ensue if the 
anti-trust program in its entirety is attempted. 

There is a growing disposition on the part of 
Senators to take the attitude that, except for the 
passage of an Interstate Trade Commission bill, the 
President’s ambitious program for the trusts will 
have to wait for the next session. 


BUMPER CROP IS PREDICTED 


Government’s Estimate on Winter Wheat 
Very Optimistic 
oe in accordance with the most optimistic 
predictions, the Government crop report on 
winter wheat, which was published last week, esti- 
mated the outturn at 630,000,000 bushels. This, if 
realized, will be the greatest in the country’s his- 
tory and exceeding the brilliant production of 1913 
by 107,000,000 bushels. 

In the opinion of crop experts, there is no reason 
why this should not be realized, for there are now 
only five or six weeks before harvesting will be in 
full swing, and, in fact, it is quite possible for cut- 
ting to begin in some of the extreme Southern sec- 
tions by the latter part of the current month. It 
has been said by those who are versed in such mat- 
ters that there has been so much moisture over the 
entire winter wheat belt that only one more soaking 
rain will be needed to carry the crop through the 
remainder of the season. 

The success that has thus far attended the growth 
of the 1914 winter wheat crop is simply without 
parallel. Beginning with exceptionally favorable 
conditions last fall, when there was an unusually 
large acreage seeded under the best of conditions, 
good fortune has attended the crop. The winter 
was an open one, so that the plant attained an un- 
usual growth, affording pasturage for cattle dur- 
ing almost every month in the winter. It has also 
been singularly free from plant disease and insects, 
and now there is nothing in sight that could mate- 
rially alter the prospects, for even a drought could 
be withstood for a considerable period. There 
would have to be a calamity that would affect other 
things besides wheat to reduce the crop prospects 
even to the level of last year. 

The abandonment of acreage is only 3.1 per cent. 
and amounts to 1,119,000 acres, the smallest on 
record, coming in connection with the largest sown 
area, amounting to 35,387,000 acres, or 11.6 per 
cent. in excess of last year. 





AST summer the Barnes & Thompson Hardware 

ny, Memphis, Tenn., secured the agency 

for a well-known line of ranges that had been sold 

rs that city for a number of years by another con- 
ern. 

In order to-acquaint the public fully with the fact 

that they had secured this agency the proprietors ad- 

vertised that the }, would give a $65 range of the 


make 20 gavertices, 


greatest length of tume. These advertisements were 

made part of the regular advertising of the firm, and 
. comparatively small amount of money expended. 
Answers were received from 1164 persons giving the 


GAVE $65 RANGE TO PERSON WHO HAD USED 
SAME FOR LONGEST TIME 


to the person who. cou n. their nature, were saved and pasted in a scrap 
using one of these ranges vo ie Ts which thisYirm Keeps convenient to the y 


length of time they had used this range, the oldest 
being 41 years. 

Clark Thompson, of the firm named, states that, 
in addition-to a number of sales made through the 
advertising, his firm obtained an excellent sale of 
repairs for the ranges which had been in use for a 
ong of time...» 

selected number of  Blters, highly commendatory 


of ranges. Prospects are invited to look through this 
book and secure the expressions of citizens of Mem- 
chis as to this make of goods, and these testimonials 
assist in closing many sales. 
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Mixes Up Lawn Mowers with Fishing Tackle 





By “THE ASSISTANT MANAGER” 


power for a lawn mower that baffles descrip- 
tion. It was a monstrosity of cast iron and 
cussedness and the maker had spared neither of 
these essentials in his effort to ruin my disposition 
and break up fishing parties. That confounded 
mower weighed a ton and never really served a pur- 
pose that suited me until years later I used it as 
an anchor for a row boat. It had days when it 
worked like a charm, but just as sure as I cooked 
up a Saturday’s fishing trip that blamed old rattle- 
trap would show its disposition and the lawn mow- 
ing like our wood pile had to be slicked up for 
Sunday regardless of how well the fish were biting. 
I remember on one of ‘these occasions how I threw 
discretion to the winds and streaked it across our 
lot for the mill pond, where I had the time of my 
life landing an old muskalonge. Dad impressed 


| WAS the unfortunate kid who furnished motive 


his displeasure on me that night with a green wil- 
low and I prayed fervently that if there was a 
manufacturers department in hell that the maker 
of that mower would be there pushing his product 
right over the incense pot. It is no wonder that 
lawn mowers and fishing tackle seem to sort of run 
together with me no matter how far apart they are 
to you. 
Michell’s Mower Methods 


Henry Michell & Company of Philadelphia sent me 
a picture of a mighty clever lawn mower window 
display this week and in the same mail Alexander 
Grant’s Sons of Syracuse, N. Y., sent the picture 
of a spring tackle window that looks like a million 
ready cash. 

Modern lawn mower manufacturers have made 
this matter of getting away to go fishing a cinch 








— Pennsylvania 
Lawn Mower 














An attractive window display of Pennsylvania lawn mowers by Henry Michell & Company, Philadelphia, Pa. 
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Alexander Grant’s Sons of Syracuse, N. Y., put a realistic touch into their spring fishing tackle window 


for our kids. Michell & Company have one of these 
manufacturers right in their door yard and the way 
they boost “Pennsylvania” mowers keeps Mr. Ulti- 
mate Consumer beating a path to their store. 
“Lawn mowers,” says Michell, “are like spring hats, 
you sell them in season or you don’t sell them at 
all. Lawn mowers after the Fourth of July are as 
much of a drug on the market as fireworks, so we 
plan a red hot compaign that begins with grass 
seed and eases up with the mid-summer dry spell. 
Sell a man a sack of grass seed and you start a 
chain of business that increases as rapidly as guinea 
pigs. A rake, a hoe, a scratcher, a trowel, a pair of 
grass shears, a hose and a nozzle are a few of the 
minor subjects to old King Lawn Mower and we 
find it just as easy and decidedly more profitable to 
sell good lawn mowers of the larger sizes. A twelve- 
inch mower is all right for the fellow who is train- 
ing for a marathon, but the man who wants to 
clean up the lawn with speed buys a 16-inch Penn- 
sylvania.” 


Putting a Hop on the Lawn Mower Industry 


Michell’s window shows how they boost this line. 
I have known dealers who would not think of buy- 
ing more than one make of ranges, who buy their 
lawn mowers with the careless abandon of a man 
with more money than brains. The most success- 
ful lawn mower merchants are the chaps who select 
one line and hammer away on it until the business 
comes home to roost and the best salesman is the 
clerk who knows a lot about that one mower rather 
than a little about a lot of mowers. I saw a clerk 
a few days ago that certainly “savveys” his busi- 
ness. He had a lawn mower prospect backed up 
against a reel of hose and was puncturing the sell- 
ing talk of a clerk down the street who had been 
talking price and price only. I watched that clerk 
as he took his sample mower to pieces. It took him 
about five minutes and he seemed to have a talking 


point on every bolt, blade and oil hole in the entire 
machine. 

He made his sale long before the customer said 
yes. I could see it coming when he had the ma- 
chine about half apart. He made that lawn mower 
look as simple as a sad iron and told why the differ- 
ent parts required care, time and expense in mak- 
ing. He showed where mowers usually wear out 
and what precautions his people had taken to over- 
come these faults. He talked about the number of 
cutting blades and told why they came down to the 
cutting bar at an angle. He gave reasons for his 
price and had twelve dollars out of that customer’s 
pocket and a delivery tag on that mower inside of 
fifteen minutes. As I watched his work, I wondered 
just how much of a hop we could put on the lawn 
mower industry if more of us could dissect our sam- 
ples and by convincing argument build business for 
the best machines in place of the cheap ones. 


Vacation Appeal 

I still like to eat my cake from the bottom up. 
That’s the way I’ve handled this story. The frost- 
ing is that fishing tackle window and I am particu- 
larly interested right at this time because I am 
going up into Canada next month with three other 
grown up kids for a two weeks fishing trip. I am 
going to wind up about half the happiness in the 
world on an automatic reel and play it out at will 
for fourteen days. 

Vacation days are upon us. The merchant who 
hasn’t already laid out a schedule of vacations for 
his employes has a job that ought to receive imme- 
diate attention and nothing in a hardware store is 
more closely related to a vacation than fishing 
tackle. 

Hooking the Masses 

Many lines of hardware make a class appeal when 
used in the show window. Builders’ hardware is 
intensely interesting to the architect as the man 
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who expects to dot a particular piece of the earth 
with a bungalow. Housewares appeal to the house- 
wife, and lawn mowers to the man with surplus 
energy and a patch of grass, but fishing tackle gets 
the masses for big or little, fat or lean, young or 
old, man or woman, everyone from the bent pin kid 
to the bent backed old timer likes to hear the whiz 
of a line with a casting arm on one end and a fish of 
some description on the other. 

Show me an American mill pond and I’ll show 
you an American kid with fishing tackle, freckles 
and an imagination: that lends itself wel: to good 
assortment of tackle. If you want to make a boy 
a present at this time of year, just send him a new 
piece of fishing tackle and rest assured that you 
have hit the mark. And all men are boys with the 
boy spirit when sitting by a quiet pool or wading 
in a torrent with a fish pole in their hands. 

I don’t need to tell you that there is money in 
fishing tackle. The profits are there and you know 
it. We all sell some tackle, but the thing we want 
to do is to sell more of it. 

In a Northwestern store last year I saw a sign 
offering a prize for the largest black bass. The 
prize was an automatic reel, and there were some 
mighty fine looking bass samples on display from 
competitors. Your town may be in a pickerel, a 
lunge, or a trout country. It won’t cost you much 
to start a contest, and it will put your store and 
your tackle before every fisherman in town. A 
fisherman’s enthusiasm is set on a hair trigger. 
You can pull that trigger with just a suspicion of 
a touch. Try it with the best window display of the 
year. 
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Alexander Grant’s Sons of Syracuse, N. Y., re- 
cently opened the tackle season in their town with 
a realistic display that brought back a rush of mem- 
ories and sent out a swad of tackle. It is herewith 
reproduced. The background is made up of a 
rough painting that looks like the original mill pond 
where you snagged your first whale. A dummy kid 
is sitting by the edge of the stream where a live 
kid sat when you were young, and over a green car- 
pet made of dyed exceisior in the foreground, are 
samples of the latest things in fishing tackle. In- 
terest centered, however, around the little camp 
fire. A campers’ outfit with two frying pans on it 
is arranged with a blazing fire underneath. This 
effect was accomplished by an electric light, an elec- 
tric fan and some colored paper between the sticks 
of wood. The red paper and the light give the 
color effect, and the wind from the fan adds a real- 
istic flame effect that is great. 

A fisherman is pretty apt to make up his mind 
in a minute and move immediately. Your window 
can start more week-end fishing trips than any one 
thing ih your town and your lawn mowers are not 
as apt to put a crimp in proceedings as did the ma- 
chine that wrecked some of the fishing trips that 
constantly and persistently inserted themselves into 
my early life. 

From threading an angleworm on to a hook, up 
to extracting a spinner from the closely locked jaws 
of a fighting fish, it’s certainly real sport. Cap 
this climax with something longer than the pro- 
verbial Dutchman’s one in the way of profit, and 
the thermometer of hardware interest ought to go 
up several notches. Here’s to your tackle window. 


L. C. ABBOTT FINDS H. A. ARTICLE INTERESTING 


THE HARDWARE AGE, 
New York City, N. Y. 
Dear Old Friends: 


WANT to congratulate you most hearily on the 

issue of May 7th. 

This is the first real live awakening of your valu- 
able paper on association topics,’ since our good 
friend Norvell disposed of his St. Louis holdings to 
the big syndicate. 

It is a great pleasure to sit down and read this 
“Comedy of Errors,” drawn from the imagination 
of such a wonderful brain as the author possesses. 

I hope Mr. Soule, Mr. Wright, Mr. Norvell, and 
any other of our good friends associated with 
HARDWARE AGE will be at the “ring-side,” as we 
might want to use some of you as bucket or sponge- 
holders during the wonderful word battle that you 
imagine is going to be produced at the Indianapolis 
convention. 

I am very glad indeed to see that you have dragged 
my friend, Mr. Bowes, into this controversy. I am 
not ashamed of any business connection or personal 
acquaintance with this gentleman. A man as thor- 
oughly posted on affairs pertaining to price and 
competition as Mr. Bowes is, is worthy of any man’s 
friendship, and you cannot talk with him very long 
without being informed on many subjects relative to 
the price of goods. 

I appreciate your remarks when you say that you 
are following the leader, who has led the National 
Association over the hills and down into the valleys 
for a year or so. 

I suppose you infer by this that Abbott’s prestige 
in National Association work is on the wane. I 
really agree with you on this, and am sorry to see 
the conditions that you mention existing. 


The N. R. H. A. is an organization of mercantile 
men who are in a position today to place themselves 
on a higher plane as regards price and distribution, 
than you or any other man could possibly imagine. 
If we could only produce that team work so essential 
to carry through the work that we have already 
started. But, to do this we must be ambitious, pro- 
gressive, and willing to take some time from our 
business, and carry forward an aggressive cam- 
paign. 

You must give the Trade Relations Committee, 
that is, its individual members, credit for being suc- 
cessful business men, and certainly they are not 
going to propose anything to any association like 
this that is not practical or of some experience that 
they have developed in their business. 

As your article in the issue of May 7th is one 
of great publicity, I hope that you will give this 
article the same publicity in the next week’s issue. 

You have touched some real sense in your articles, 
as well as the humor that is developed, and I assure 
you it is certainly a great credit and a compliment 
for L. C. Abbott to be classed in your article with 
men like Krueger, Woodward, Hussie, and Bowes, 
and the many others that you have mentioned. 

From the tense lines that you have drawn in 
your article, and skirting around the edges as you 
have, boiled down the gist of what you have said, 
shows that you really believe the National Associa- 
tion is on a decline. This is a matter of opinion; 
opinion sometimes expressed from lack of knowledge 
of conditions. 

Don’t worry about the box office receipts at the 
coming convention, as complimentaries are going to 
be handed out very freely to our many friends. 

Sincerely yours, 
L. C. ABBOTT. 
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The Arkansas Retail Hardware Association’s official 


ARKANSAS DEALERS CONVENE 


Many Interesting Subjects Discussed at Little Rock Meeting 


F. BRACY, of Bracy Brothers, Little 

WV Rock, Ark., was elected president of the 

® Arkansas Retail Hardware Association 
at the convention held in Little Rock on May 5, 6 
and 7. R. P. Young, of Stuttgart, was elected vice- 
president. The executive committee for the com- 
ing year will be composed of H. M. Hankins, Monti- 
cello; K. G. McRae, Hope; W. T. Oberst, Blythville; 
I. J. Morris, Mountain Home, and S. S. Glover, 
Lonoke. 

Resolutions were adopted expressing the regret 
of the association because of the death of Messrs. 
John Franklin, Maxey; Thomas Dillahanty and 
Charles T. Rosenthal. 

Nearly four hundred members and associates 

















W. F. Bracy of Little Rock elected president 
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registered at the office of the secretary and great in- 
terest was manifested in the meetings. Through 
the efforts of Secretary Grover T. Owen, who was 
re-elected, the exhibit hall was well filled, and it is 
understood that members purchased in quantities 
which were satisfactory to the exhibitors. 


Opening Session 

The first meeting was called to order at 2 p. m. 
Tuesday by President Lee. After singing “‘Amer- 
ica” the members remained standing while an in- 
vocation was pronouncel by Dr. J. H. O. Smith, of 
Little Rock. This was followed by an address of 
welcome by Mayor Charles E. Taylor. Frank Roys, 
of Russellville, responded on behalf of the active 
members, while Hy. Dawson spoke for the asso- 
ciates. 

Following these addresses a short question box 
session was conducted by E. E. Mitchell, of Mor- 
rilton, Ark., vice-president of the National Retail 
Hardware Association. 


Address of President John W. Lee 

The second session was called to order at 9:00 
o’clock Wednesday morning, the largest attendance 
of the entire convention being noted. Following 
the appointment of various committees President 
Lee delivered his address, which was, in part, as 
follows: 

I have been thinking seriously for some time on 
what I should bring to you as my message. I feel this 
message should be brief and in it I should discuss the 
things that are of most vital importance to us. 

I take it for granted that every member attending 
this convention comes here not for a vacation or to 
hear long-winded speeches, but that he may get some 
new ideas to inject into his business that will make it 
more profitable and make him a better business man. 
This is the object of the association. 

Any degree of perfection must be attained by a free 
and frank discussion of the various methods used in 
the conduct of our business and with what success we 
have used them. 

We must recognize the fact that competition is 
growing stronger and stronger each year and that the 
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wide-awake business man who expects to stay in the > 


game of selling merchandise is seeking every oppor- 
tunity of improving himself to meet these conditions. 
If he does not, it is only a short time until he is a back 
number. 

Dealer Must Not Overbuy 


I am going to discuss some of these principles and 
suggest a few of the things I think have been the most 
hurtful to many of us; and if there is anything in 
these suggestions that applies to you, think it over and 
resolve to do better. The first I mentioned is over- 
buying. A traveling man said to me not long ago, 
“This is going to be a good year for business, but I am 
handicapped; my best customers are now being car- 
ried for about all my house will stand.” I said to him, 
“You are in a measure responsible for this condition. 
To some of your customers you have offered an extra 
5 per cent. on quantity purchases; to others a liberal 
dating and the brethren have fallen to these induce- 
ments and now find themselves not only unable to take 
their discounts but are asking for extensions.” We 
do not stop to consider that the interest on the money 
invested in goods lying on our shelves is more than 
the extra 5 per cent. we get on quantity purchases, or 
the fact that invoices with liberal dating will surely 
mature. 

We seem blind to the fact that with the service the 
jobbers are giving us and the facilities of the rail- 
roads to get the goods to us will require only a few 
days to replenish our broken stocks. We buy as if it 
were our last opportunity spurred on by the gong of 
the traveling man that “goods are sure to advance.” 

Let us try our minimum instead of our maximum 
buying powers. Buy goods just as we need them and 
when we need them. If we follow these suggestions 
I am sure we will come to our next convention with 
broader smiles on our faces and more money in our 
tills. 

We should not only avoid overbuying, but we should 
buy intelligently. As a means to this end we should 
keep a “price book” as well as a “want book.” I am 
one who believes that the buying end of the game is 
the more important, notwithstanding the jobbers’ view 
that the selling end is. 


Concentrate Purchases 


Another suggestion I offer is that we confine our 
purchases to as few houses as possible. You cannot 
scatter your business all over’ the country and expect 
to get as good treatment and as low prices as if con- 
fined toa few reliable houses, for the reason that if 
your purchases are so scattered your business will not 
be worth while to any of them and you will not be able 
to get the best prices available. 
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I am a great believer in a concentration of business 
and I also think that as much as it is possible our pur- 
chases should be given to our local jobbers. 


You, doubtless, are wondering why I make this 
statement. I therefore give you the following rea- 
sons: They know and are in touch with us, can enter 
more into sympathy with our conditions; get our goods 
to us in so much less time; and are laboring with us 
to build up this great state. These and other reasons 
warrant my statement. 


Syndicate Buying Impractical 


The question of syndicate buying has been much dis- 
cussed in the past years and to my mind no compre- 
hensive plan has been worked out by which this could 
be accomplished. There is only one solution to this 
problem and that is for us to agree to abandon our 
established lines and for the association to enter into 
the jobbing business, selling to its members at the 
cost of the goods plus overhead expense for handling 
the business. This would be complicated and would 
doubtless bring about dissension. It is impractical. 
We have spent too much time and money in building 

















Grover T. Owen of Little Rock re-elected secretary 
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Past presidents of Arkansas association who attended convention. Standing, left to right, J. W. Lee, Mr. Haral- 


son, W. A. Jackson, J. B. Hurley and R. F. 


Roys. 


Seated, left to right, E. E. Mitchell, Hamp 


Williams, J. M. Pittman and Ed Horne 


up a trade on certain lines of goods to ever agree to 
discontinue and take up some other. I leave it to you 
as to the advisability of such a plan. 

Mr. Lee urged members not only to know the 
costs of goods but to know the cost of doing busi- 
ness and to mark their goods to yield a fair margin 
of net profit on the transaction. Expense accounts 
were said to be treacherous and should be closely 
watched. He said the association should get busy 
to have the minimum carload rates reduced or 
should prevail upon the railroads to grant the stop- 
over privileges as they once did. It was said that 
this would be a great help to many members as it 
would enable them to pool orders and make carload 
shipments where the quantity required was too 
great for one merchant to handle. The need for 
better collection laws was also mentioned. The 
president recommended the publication of a monthly 
association organ to be edited by the secretary for 
the purpose of letting members have all the state 
association news throughout the year. He compli- 
mented very highly the efficient services which had 
been rendered by Secretary Owen. Attention was 
called to the large number of exhibitors and the 
hope expressed that members would show their ap- 
preciation by buying as liberally as possible. Ap- 
propriate mention was made of members who had 
died during the year. In closing Mr. Lee thanked 
the members for the honor which had been be- 
stowed upon him and expressed the hope that the 
new president would be favored with the same con- 
sideration and co-operation as had been given him 
during the year. 


Report of Secretary Owen 

Mr. Owen went over in detail the work which had 
been handled in the office of the secretary during 
the year. The things which had been accomplished 
in this office warranted the statement, said Mr. 
‘Owen, that conditions in the association which are 
governed wholly by conditions existing among the 
retail hardware merchants had been more favorable 
than the year previous. 


Attention was called to the fact that the Supreme 
Court had made a ruling whereby the shippers of 
the state could file claims for rebates. This work 
had been handled exclusively through the secre- 
tary’s office with the exception that it haa been the 
purpose of the secretary to bring the matter to the 
attention of every member and prevail upon them 
to give it their attention. 


Complaints Regarding Range Peddlers 
Speaking of range peddlers, the secretary said: 


“At the beginning of early fall numerous com- 
plaints were registered in the office of the secretary 
with reference to a reviving of the long-established 
nuisance in hardware channels—the peddlers were 
re-entering the territory. The secretary advised 
each and every man who made inquiry with 
reference to the manner of procedure to prevent a 
continuance of this practice, but unfortunately, 
under a resolution of the United States Supreme 
Court, was not in position to map out a plan where- 
by it might be absolutely prevented.” 

It was recounted that the members in Mississippi 
county had caused the arrest of a salesman for 
illegal selling of stoves. The secretary made a trip 
in person to Osceola, where these parties were tried, 
but the state was unable to develop sufficient facts 
to bring them within the confines of the statute as 
they were acting solely under a construction placed 
upon the opinion of the United States Supreme 
Court. Mr. Owen expressed the belief that at pres- 
ent the only preventative was to establish the trail- 
ing system. 

The various legislative matters which had been 
cared for and on which the legislative committee 
are now working were detailed. 

More Than 6000 Letters Received in Office 

The report showed that more than 6000 letters 
had been received and more than 12,000 mailed from 
the office of the secretary. An efficient system had 
been organized to assure prompt attention to all 
inquiries. 
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Mr. Owen considered that the ensuing year would 
be a most important one in association work because 
of vital legislative matters which were being given 
attention. He urged that members keep fully posted 
on such matters and use their individual influence 
with men in office to help secure the passage of 
such laws as would help the retailer eliminate evils 
existing in trade. 

Financial Statement Shows Good Condition of Associa- 
tion 

The financial report was gone over detailing vari- 
ous receipts and disbursements and a favorable 
showing was made in this branch of the work. Mr. 
Owen also spoke of the assistance which had been 
given him by the executive committee and the presi- 
dent. In closing he extended his thanks to mem- 
bers and officers for the co-operation with which 
he had been favored during the year and expressed 
the belief that the experience gained during the 
previous year would enable him to handle matters 
to better advantage than ever before. 


Closed Session Wednesday Afternoon 


The executive session of Wednesday afternoon 
developed into a most interesting experience meet- 
ing. It is especially worthy of mention that the 
question of the various channels of distribution did 
not enter into the discussions. The representative 
of HARDWARE AGE was admitted to the session. In 
the interest of the National association, Vice-Presi- 
dent Mitchell explained the forms which are being 
provided by that organization and detailed some of 
the accomplishments of the active workers. 


Jobbers Provide Entertainment for Visitors 


On Wednesday evening the visitors were the 
guests of the jobbers of Little Rock on a boat ride. 
The steamer left the docks about 7:30 and returned 
at 11. Excellent music was provided and many 
availed themselves of the opportunity to dance. 
Light refreshments were served during the evening 
and all had a most enjoyable time. 

On Tuesday evening features of entertainment 
were provided at the Auditorium hall where the ex- 
hibition was staged. “Jim” Green, Charles A. 
Hunter, “Hy” Dawson, Otis Johnson, The Argenta 
quartet and Miss Eula Spivey assisted in rendering 
an excellent and varied program. 

A special entertainment feature provided for the 
wives of members was a luncheon at the Country 
Club on Tuesday. The visitors assembled in the 
lobby of the Marion hotel at noon and were taken to 
the club in autos provided by the entertainment 
committee. A delightful course luncheon was 
served. 

Insurance Talk Feature of Thursday Morning Session 


On Thursday morning W. P. Lewis, secretary of 
the Pennsylvania Association, and of two Hardware 
Mutuals, spoke to an interested audience on the 
subject of mutual insurance. Mr. Lewis did not 
confine his remarks to the work of the companies 
which he represented but explained the entire idea 
of mutual insurance without attempting to stress 
the advantage of any particular mutual policy over 
another. He took up various talking points which 
are offered by stock company agents and gave the 
mutual side of the situations. Many members se- 
cured information on points of doubt by requesting 
the points to be explained by Mr. Lewis. 

Following the talk by Mr. Lewis, R. A. Peterson 
of HARDWARE AGE spoke to the members on time 
saving and money making display fixtures and mer- 
chandising methods which hardware men are using 
successfully. 

A question box session, conducted by Mr. Mitchell 
brought out information of interest on various prob- 
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lems. The session was adjourned shortly after noon 
and called to order again at 1:30 o’clock when the 
reports of various committees were heard and the 
election of officers consummated. The legislative 
and resolutions committees were unable to make a 
report at this time and it was announced that their 
reports would be transmitted to the members 
through the office of the secretary. 


Will Probably Select Pine Bluff for Next Convention 


The hardware merchants and business organiza- 
tions of Pine Bluff made an enthusiastic effort to 
secure the convention next year. The mayor of that 
city and one of the hardware men appeared before 
the convention and telegrams from others were pre- 
sented. The matter was considered very favorably 
by the convention and was referred to the executive 
committee for action. If Pine Bluff can assure the 
association of a suitable exhibit hall it is probable 
that the 1915 convention will be held in that city. 

Following the installation of new officers and 
short talks by President Bracy and Vice-President 
R. P. Young the session was declared adjourned. 


Dixon Officers Re-elected 


z the annual meeting of the stockholders of the 

Joseph Dixon Crucible Company, held at the 
company’s main office in Jersey City, N. J., on Mon- 
day, April 20, 1914, the retiring board of directors, 
consisting of George T. Smith, William Murray, 
George E. Long, Edward L. Young, William G. 
Bumsted, J. H. Schermerhorn and Harry Dailey, 
were unanimously re-elected. 

The meeting was attended by a large number of 
stockholders who expressed satisfaction with the 
present management. 

The officers of the company, consisting of George 
T. Smith, president; George E. Long, vice-presi- 
dent; J. H. Schermerhorn, treasurer; Harry Dailey, 
secretary, and Albert Norris, assistant treasurer 
and secretary, were also re-elected. 


T. James Fernley Injured 


yj JAMES FERNLEY, secretary of the National 
¢ Hardware Association, and Col. Robert Dud- 
ley, of Gray & Dudley Hardware Company, Nash- 
ville, Tenn., narrowly escaped serious injury on 
May 5 when the automobile in which they were 
driving from the Nashville Country Club to the city 
left the road and struck a deep ditch. 

Mr. Fernley sustained severe bruises about the 
head and limbs while Mr. Dudley was more fortu- 
nate, being only slightly injured. Neither was 
thrown from the car. 


Charter Oak Club Banquet 


Bb bse Charter Oak Club, an organization of manu- 

facturers and advertising men in Hartford, 
Conn., and neighboring cities, held its second annual 
banquet Thursday evening, April 30, at the Hart- 
ford Club, Hartford, Conn. The principal speaker 
was John Barrett, director-general of the Pan- 
American Union, who discussed “Pan-American 
Commerce and the Panama Canal.” Granville S. 
Standish, an advertising man of prominence, talked 
on “The Evolution of Merchandising and Advertis- 
ing.” 

Arthur J. Birdseye was toastmaster. Among 
those who sat near him at the speakers’ table were 
the following: Mr. Billings, Sr., of the Billings & 
Spencer Company, Hartford, Conn.; Col. Robinson 
of Colt’s Patent Firearms Mfg. Company, Hartford, 
Conn., and J. B. Comstock of P. & F. Corbin, New 
Britain, Conn. There were 250 present. 












































N. R.H. A. MEETS NEXT WEEK 


Annual Convention of Retailers at Indianapolis, Ind., May 18 to 22 


HE National Retail Hardware Association will 

f hold its annual convention at the Hotel Clay- 

pool, Indianapolis, Ind., next week, com- 
mencing Monday afternoon, May 18. 

Prospects are bright for a large attendance of 
delegates and visiting hardware men, and consid- 
erable important business has been slated by the 
officers for transaction at this convention. 

The difficulties of meeting competition, generally 
referred to as “the price problem,” will undoubtedly 
be given a large share of attention, and much of 
the work of the convention will center around the 
activities which have been conducted the past year 
by the Trade Relations Committee and the officers 
in an effort to help retail merchants hold their 


trade. Co-operative Buying Plans 


Though the National Retail Hardware Associa- 
tion has never gone on record as openly fostering 
the growth of co-operative jobbing houses or other 
syndicate buying schemes, it is predicted in some 
circles that “The Pittsburgh Idea” and like plans 
will receive more of the convention’s time this year 
than has been given them in the past. 

Since the last convention of the association at 
Jacksonville the’ National Retail Hardware Asso- 
ciation has established a price and service bureau, 
the purpose of which is to furnish members with 
information that will help them in buying goods at 
lower prices. An extension of this work, which it 
is said has proceeded favorably thus far, is ex- 
pected to be authorized by the convention. 

The so-called Lewis plan for incorporating the 
National Hardware Bulletin and making it a week- 
ly or semi-monthly publication, though given the 
endorsement of the Jacksonville convention, has 
since been disapproved of by the committee to 
which the matter was referred, and the committee’s 
action has been backed up by many state associa- 
tions, which have passed resolutions indicating a 
change of heart so far as any change in the Bul- 
letin is concerned. Therefore it is considered prob- 
able that the Indianapolis convention will complete- 
ly repudiate the action of the Jacksonville conven- 
tion in this matter. 


Delegates Arrive Monday 


Delegates wil! begin arriving in Indianapolis on 
Monday morning. A session of the executive com- 
mittee will be held Monday afternoon at 3 o’clock, 
and the opening session of the convention proper 
will be called at 10 o’clock Tuesday morning. The 
governor of Indiana and the mayor of Indianapolis 
are to deliver welcoming addresses. 

The final session of the convention will be held 
Friday morning, and this will be followed in the 
afternoon by a meeting of the executive committee. 

Following the custom of selecting new officers 
which has been in vogue in the National associa- 
tion it is almost certain that E. E. Mitchell of Mor- 
rilton, Ark., now first vice-president, will be ad- 
vanced to the presidency, succeeding Charles. A. 
Ireland of Ionia, Mich. D. Fletcher Barber of 
Boston will undoubtedly step into the office of first 
vice-president; which will place him in line for the 
presidency in 1915. There has been no indication 
but that Secretary M. L. Corey will continue in the 
office which he has filled successfully for many 
years. 

Following is the program of the convention in 
detail: 
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MONDAY, MAY 18 
Arrival of Delegates and Guests—Getting Located. 
3 P. M. 
Meeting of full executive board, committee room, 
Claypool Hotel. 
TUESDAY, MAY 19 
10 A. M. 
Open Session 
Obs CARERS Rp whee es bSs Keb cose es “America” 
Mate ewes pbs ivckebeens W. P.° Bogardus 
President C. A. Ireland 


Song 
Invocation 
Introductory remarks 
Welcome to Indianapolis, 
Governor Ralston, Mayor Bell 
Attorney-General Miller 
Welcome by Indiana Association......... H. C. Heldt . 
Response by E. E. Mitchell 
Short talks by guests, trade press representatives 
and visitors, 
H. W. Beagle, Secretary Chicago Hardware Club 
Committee Announcements—Sergeant-at-Arms, As- 
sistant Sergeant-at-Arms, press, nominating, sugges- 
tions, resolutions. 
; 22. Mt, 
Executive session. 
Roll call of delegates by States. 
President’s address. 
Secretary’s report. 
Treasurer’s report. 
Report of auditing committee. 
Discussion. 
All committees will’ meet between 5 and 6 p. m. 
Chairmen to announce assembly headquarters. 
WEDNESDAY, MAY 20 
Roll call. 9.30 A. M. 


Trade relations committee. 
Chairman’s report. 
Discussion—H. F. Krueger and M. D. Hussie. 


Executive session. 2 P. M. 
Roll call of delegates. 
Report of special bulletin committee. 
Report of legislation committee, Chas. A. Ireland, 
chairman. 
Talk by manufacturers. 
THURSDAY, MAY 21 


Question box. 9.30 A. M. 

Report on place of meeting. 

Report of suggestions committee. 
THURSDAY P. M. 

Auto ride to Indianapolis Speedway. 


FRIDAY, MAY 22 

9.30 A. M. 
Executive session. 
Song. 
Report of resolutions committee. 
Report of nominating committee. 
Election and introduction of new officers. 
Unfinished business. 
Adjournment. 2.30 P. M. 


Meeting of new executive committee and officers. 
ENTERTAINMENT PROGRAM 
TUESDAY EVENING 
Reception—Claypool Hotel. 
WEDNESDAY P. M. 
Theater party for ladies. 


THURSDAY 2 P. M. 

Auto ride to Speedway and 50-mile speed demon- 
stration by three of Stuts cars, manufactured by the 
Stutz Auto Company, Indianapolis. Thirty other 
racing cars of American and foreign makes will be 
on exhibition and making trial spins on track. 

Free coupon tickets will be provided for: 

Street car rides. 

Moving picture shows. 

Cigars or candies. 

Monument. 

Art Institute, etc. 


Welcome to Indiana 






THINGS WORTH KNOWING ABOUT LAWN MOWERS 


MANUFACTURER’S representative who in 

the last 30 odd years has sold in the aggregate 

train loads of lawn mowers, having likewise excel- 

lent mechanical ideas, once as a courtesy to a neigh- 

bor, shipped him a good mower for use on his 
grounds in a fine suburb of New York. 

During the season or at the end of it, Mr. J., the 
manufacturer’s agent, was told that the neighbor’s 
“man” about the place wanted a new mower because 
the other was no good. 

Knowing much about lawn mowers from actual 
handling, Mr. J. asked his friend if he could have 
his “out of commission’ mower and was told he 
would be glad to have it taken away. 

Thereupon disassembling the machine, cleaning 
the working parts and reassembling it, being care- 
ful that it was properly adjusted and oiled, the 
rejected, despised mower was returned to its owner 
with compliments and for ever after it couldn’t be 
taken away from the neighbor. 

He had found out that the mower was all right 
if reasonably well taken care of, which signifies to 
keep it under cover when not in use, oil the bear- 
ings frequently with a good but not heavy lubricant, 
see that the reel carrying the blades is so adjusted 
that there will be a slight click as they revolve 
against the bed knife. 

It is a sensible precaution to whittle out four 
wooden plugs to insert in the oil holes of some types 
of mowers on either side for lubricating the reel 
bearings and also for the holes through which the 
gears inside the driving wheels are reached, which 
will keep sand and grit of any kind from clogging 
the holes and working down with the oil to the bear- 
ings thereby cutting them. Mowers like garden 
hoes, forks, rakes, shovels, spades, rubber hose and 
other implements will last almost indefinitely if of 
reasonably good quality and given intelligent care; 
but can be soon wrecked by neglect and abuse. 

A careful individual with a modicum of sense can 
operate a fairly good lawn mower for a score or 
more years, which has been done, and the best of 
mowers can be misused to a finish in a season or 
less. A lawn mower is an agricultural implement 
universally used in this country and more and more 
commonly abroad, yet the principles of cutting are 
little understood, neglected, and abused, perhaps, 
more than other agricultural tools. 

The ideal lawn mower would never need oiling, 
adjusting, sharpening, be always ready to cut, never 
wear out, but operate itself or so near it that the 
individual would need only to guide it. Neverthe- 
less, bearings will wear out and cutting edges must 
be renewed. 

Anti-Friction Bearings 


Some of the best grades of mowers are fitted with 
anti-friction bearings in the wheels, in the reel and 
roller bearings. These anti-friction bearings with 
a heavy grease would produce a mower that seldom 
if ever needed oiling. As bearings that are not 
anti-friction must be oiled this type of construction 
is so made that the oil can be readily applied. Where 
there are closed hub wheels, an oil cavity is provided 
for holding the oil and compelling it to flow through 
the entire length of the bearing. For oiling plain 
bearing reels, the oil hole is easy to reach. Where 
anti-friction bearings are tised, they are placed in 
the mower where the load is heaviest, which is the 
reel bearing. Nearly all of the friction developed 
in driving a lawn mower occurs in the reel bearings. 
If the reel does not touch the cutter bar the power 
required to push the mower would be equal to about 


one or two pounds, but just as soon as the cutter bar 
is adjusted to the reel, the cutter bar becomes a 
brake, producing friction which increases the load 
and requires more power. Without close adjust- 
ment the mower will not cut satisfactorily. 


Adjustment 


These adjustments because of lack of expert me- 
chanical knowledge among the majority of mower 
users are made as simple as possible to be easily 
understood. The adjustment of the cutter bar to the 
reel sometimes consists of two screws at each end of 
the bar easily reached so that the operator will eas- 
ily understand that this should be moved to bring 
the cutter bar in contact with thé reel. 

The adjustment of the reel and cutter bar is an 
operation requiring close attention and it usually 
requires several attempts before it is correctly done, 
but once performed may be easily repeated. 

There are two types of adjustment on low priced 
machines, usually accomplished by tilting the bed 
knife. On the better class and higher priced mow- 
ers, adjustment is made by raising or lowering the 
reel. Where the reel adjustment is used it necessi- 
tates more parts, more careful machining, and there 
is consequently a higher cost. On the cheaper con- 
struction the angle of the cutting edges is changed, 
which does not occur in the high grade types. 

The lower priced machines are generally made 
with 8 or 9-inch. drive wheels, which necessitates a 
greater expenditure of energy in proportion to the 
work accomplished. The low priced machines are 
also of light weight and will not stand severe service 
in comparison with the better class of mowers. 

The higher priced machines are equipped with 10 
and 11-inch. driving wheels, which enable them to 
cut much easier. All of the parts of the higher 
priced machine are of heavier and better material, 
as well as more carefully made, giving longer life 
and better results. 


Ball Bearing Lawn Mowers 


One of the difficulties in regulating ball bearing 
lawn mowers is that the operator often cannot tel) 
how much pressure he is applying to the balls; in 
same instances varying from 25 to 100 pounds un- 
necessary pressure, which causes the ball bear- 
ings to wear faster than they should. The actual 
load on ball bearings of a lawn mower cutting ordi- 
nary grass is only about 15 pounds and that pressure 
is not sufficient to cause good ball bearings to wear. 
Therefore, it is the undue pressure applied by those 
not familiar with adjustment that causes this type 
of bearing to wear unduly. (There are machines on 
the market in which the ball bearings have spring 
adjustments which prevent too much pressure and 
consequent damage. ) 


Cutting Principles of a Lawn Mower 


The cutting principle of a lawn mower is that of 
the act of shearing. Each individual reel blade in 
combination with the cutter bar blade forms a pair 
of shears, and a lawn mower is practically a lawn 
shear. As the shearing of all light material re- 
quires that shear blades come in proper contact with 
one another so it is with a lawn mower. It is abso- 
lutely essential that the reel blades come in actual 
contact with the bed knife throughout,, its entire 
length to cut satisfactorily. Therefore, the cutting 
of the mower depends entirely on its adjustment, 
and the adjustment of each individual reel blade in 
combination with the cutter bar blade must be treat- 
ed as sO many separate pairs of shears. 

Much has been said about self sharpening mow- 
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ers, which is only accomplished for a time with the 
blades running against one another. If the blades 
are kept tight enough together so that they have 
sufficient contact, the grit that is on the grass will 
produce a wear on the blade that automatically 
sharpens. 

The ease with which a mower runs is contingent 
partially on the speed of the reel. There is a range 
of speeds for the reel ranging from 4% to 51% turns 
of the reel to each turn of the drive wheel. Any 
speed within these limits accomplishes good work, 
but a very satisfactory speed is 54% to 1. Ata 
higher speed than this ratio, additional power is re- 
quired to push the mower while not accomplishing 
better cutting results. 

The location of the handle has an important bear- 
ing with regard to ease in running, the best posi- 
tion for the handle on the mower being directly 
above the reel bearing where all of the power must 
be applied to make the mower cut. The nearer 
power is applied to the point of resistance, the easier 
the work is done. 


Sharpening a Lawn Mower 


The sharpening of a lawn mower blade is an op- 
eration that is little understood outside of those 
expert at it. A mower in running when the cutter 
bar and reel blade are constantly in perfect contact 
with one another should wear evenly. This often 
requires expert grinding at the factory or by some- 
one properly equipped with the necessary apparatus 
to do it correctly. 


Functions of the Cutter Bar 


The purpose of a cutter bar is to carry the knife 
that is to cooperate with the reel knives in grass 
cutting. It also constitutes a bar or brace to lock 
the rear end of the frame of the mower into its cor- 
rect position. 

Number of Blades 


Mowers are built with various numbers of blades 
on the reel. This is not only done because of econ- 
omy in manufacture or the variation in price, but 
also to adapt the mower to cutting different condi- 
tions and growths of grass, and to meet the customs 
and requirements of various localities. 

Grass should not be allowed to exceed 2 inches in 
height before mowing to obtain the best results. 
Where a lawn is properly cared for, a 4 or 5 blade 
machine is preferable and will produce a velvety 
surface very pleasing to the eye. 


Complaints Merchants and Salesmen Can Adjust 


Fully 90 per cent. of the complaints that lawn- 
mowers do not cut is because the reel is loose in its 
bearings, or if the reel is not loose, the reel knife 
and cutter bar knife are not properly adjusted to 
each other, or that the knife is dull. 

Complaints frequently arise that the mower cogs 
slip. In good construction the cogs are machined in 
jigs that insures perfect meshing of the gears. The 
so-called slipping of cogs is not due to a cog slip- 
ping, but because the mower has been oiled with a 
sticky grease, castor oil being one of the principal 
trouble makers. This oil becomes waxy, clogs the 
pawl and prevents it from passing freely through 
the reel shaft. It will move just far enough to cause 
the clutch to strike the end of the pawl and push it 
through so that the next jaw of the clutch will 
strike it, which produces a sound and sensation when 
turning the wheel, as if the cogs were jumping by 
one another. The application of kerosene oil or ben- 
zine, or anything that will cut this gummy grease, 
will solve that trouble. 

Another common complaint is that the reel is out 
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of round. In this case the reel should be examined 
to see if it has been filed. If it has, the operator is 
responsible. If it has not been filed look for nicks 
in the reel indicating that it has been run onto wire 
or nails or other substances, which will cause a reel 
to lose its true cylindrical shape, which is likely to 
happen if the mower strikes sticks, stones, bone, 
etc., and hits hard enough to distort the reel blades. 
If the reel is only a little out, the cutter bar can be 
adjusted to the highest blade, so that it will just 
have cutting contact, and the lowest blades will run 
all right. If, however, the reel has had a severe 
shock it will be necessary to have some expert re- 
dress the reel blades. | 

Operators in filing the reel frequently get thick 
and thin spots along the cutting edges. Operators 
should not file the reel as they frequently get thick 
and thin spots along the cutting edges. Where there 
is a thin spot it wears faster than does the thick 
place and will cause the reel to get out of true. 

Complaint is also frequently made that the blades 
are too soft. This is caused by theoperator sharp- 
ening his mower by thé process of grinding with 
emery and oil. This often leaves the reel so that it 
will pass the cutter bar, apparently not touching it, 
yet close enough to cut. The cutting edges in this 
condition are very delicate and sharp. The grit on 
the grass soon grinds these edges away and then 
the lower blade does not cut well. The owner infers 
that the steel is soft and does not hold its edge, while 
the trouble is that he should have adjusted the blades 
together, so that the reel blade would touch the cut- 
ter bar blade before starting to cut grass, after he 
had ground it with emery. 


Border Trimmer and Edger 


The border trimmer and edger accomplishes what 
the regular lawn mower leaves undone. It closely 
resembles a half size lawn mower, having usually 
four steel blades, each 6 in. long, with the outer 
end of the head provided with a thin steel ring, 
which serves as a protector to the end of the knives 
and allows close trimming. 

This device is quicker than hand shears for truing 
the edges of lawns and flower beds, around trees, 
posts, shrubbery and otherwise inaccessible places. 


Grass Catchers 


The advantage of a grass catcher is that by at- 
taching it to a mower the necessity for laboriously 
raking off the cut grass is avoided. The revolving 
blades throw the grass into the catcher, which is 
made in at least two sizes: No. 1 adjustable for 12 
to 16-inch mowers, and No. 2 adjustable for 18 to 
22-inch sizes. The iron frame is galvanized and a 
heavy duck is used for the grass receptacle. 

For greater capacity there are horse-drawn lawn 
sweepers, having a revolving brush in front, which 
sweeps the sod clean and throws the material back- 
ward into a large box in the rear, covering a width 
of 40 in. and may be dumped without stopping. 

Some of the hand rollers have cast-iron rollers, 
which are often helpful, especially in terrace work, 
when a heavy mower is impracticable. Gardeners 
will often attach a rope to the mower and let it 
down from above, cutting the grass and simultane- 
ously rolling and smoothing the surface. In such 
places a heavy mower would pull the operator off his 
feet. 

Power Lawn Mowers 

Motor lawn mowers for large areas, operated like 
an automobile, with gasoline, are made for estates, 
parks, golf courses, tennis courts, athletic fields, in- 
stitutions, etc. One of these is of 12 hp. and 49-inch 


(Continued on page 84) 
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Prepared by Hardware Age Window Trimming Specialists 


you would get the most out of your trim ideas 

endeavor to present a purchasing thought to 
the mind, and impress it upon the memory. This 
week’s window display suggestion is original enough 
in conception to attract attention, yet it is not too 
original, not so unusual that it will lead the mind 
away from the goods and the store. This unit of 
ideas forcibly calls attention to the goods and em- 
phasizes the time and the opportunity. 


Will Make Saw Customers 


The three small illustrations in oblong shape pre- 
sent a novel manner in which special saws can be 
given attractive publicity. These three designs may 
be cut from composition board and painted in any 
desired color or they may be covered with cloth, wall 
paper, or other suitable material. 

The first design bears the inscription, “The time” ; 
directly below is a small shelf on which a clock is 
placed. Next below is a calendar of the current 
month. 

It would be a good idea to have an arrow or an 
index hand cut out of cardboard attached to this 
calendar so that the arrow head or finger would 
point to each day’s date. 

The second panel is headed “The place.” This 
shows either a large drawing or an enlarged photo- 
graph of the store. If you have a small photograph, 
no doubt your local photographer can make an en- 
largement of this for very little money. I think the 
idea is well worth the expense. 

The third unit of this series bears the inscription, 
“The opportunity.” Directly below this lettering a 
saw should be held in place and the proper inscrip- 
tion similar to that illustrated should appear below 
this article. 

These three panel designs should be placed well 


(5s away from the commonplace in displays. If 
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work for tee Ice Co. 
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A seasonable show window card on refrigerators 


towards the foreground of the window. The size 
must be governed according to the size of the dis- 
play placed. 

It would also be a good idea to make a strong 
showing of saws around these center pieces. 


Model Show Card Suggestions 

Our show card suggestions this week show the 
two model designs, one featuring refrigerator and 
the other ice picks. 

Both cards are embellished with strong designs 
taken from the advertising pages of HARDWARE AGE. 
This gives only a hint as to the possibilities the 
merchant and show card writer has by studying the 
pages of this magazine. 

Every live merchant feels quite sure that plain 
show cards bring good results. We should not stop 
there, but should try to even better these results. 
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Novel method of calling special attention to saws 
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A show card to call attention to ice picks 


As all card writers are not fortunate in possessing 
an aptitude for drawing, the practice of placing il- 
lustrations on the card and lettering around them 
is often used, and some very artistic and attractive 
cards are the result. 

There is not an issue of HARDWARE AGE but offers 
in its reading and advertising columns artistic and 
clever illustrations that can be utilized for embel- 
lishing show cards by the ingenious show card 
writer. 

Each of the accompanying cards was made on a 
white background, quarter size sheet 11 x 14'inches. 
The words refrigerator and ice picks was made with 
a large mammoth writing pen. The small lettering 
was all done with a Sonnecken pen which was thor- 
oughly described in our show card writing lessons 
which ran in these pages some time ago. One sim- 
ple yet attractive feature on each of these cards is 
a broken rule inside border. This has a tendency to 
add grace and artistic merit to the general layout. 
The exact height of the letter e on the word refrig- 
erator is 1 inch. The exact height of the letter o in 
the word some on the same card was % of an inch. 
We quote these measurements in order to give you 
an idea in the layout and practice work. 


Coming Hardware Conventions 


NATIONAL RETAIL HARDWARE ASSOCIATION, In- 
dianapolis, Ind., May 19, 20, 21 and 22. Secretary, 
M. L. Corey, Argos, Ind. 

GEORGIA RETAIL HARDWARE ASSOCIATION, at Sa- 
vannah, Ga., May 26, 27 and 28. Secretary, John L. 
Moore, Madison, Ga. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION in Cleveland, in May. Secretary, John 
Purdie, Marbridge Bldg., New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION, 
Greenbrier Hotel, .White Sulphur Springs, W. Va., 
June 9, 10, 11 and 12. Secretary, John Donnan, 
Richmond, Va. 

AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA 
TION, Greenbrier Hotel, White Sulphur Springs, W. 
Va., June 9, 10, 11, 12. Secretary, F. D. Mitchell, 
Woolworth Building, New York, N. Y. 


Hardware Age 


National Sweeper Co. Enlarges 


A NEW two-story brick annex with 10,000 feet 

of floor space is being built by the National 
Sweeper Company at Marion, Ind., woodworking 
plant, to take care of increased business. Further 
dry kiln equipment is being added together with 
extensive new wood working machinery specially 
designed for carpet sweeper and vacuum cleaner 
woodwork construction. The improvements are 
being rushed and when completed will give the 
Torrington company one of the most modern and 
largest plants of the kind in the country. The en- 
tire product of the Indiana plant consisting solely 
of woodwork is shipped in car lots to the main fac- 
tory of the National Sweeper Company at Torring- 
ton, Conn. 

Chronicles of new factory buildings for the past 
18 months would indicate a very rapid growth in 
the business of the National Sweeper Company, 
which has added more than 68,000 feet of floor space 
in permanent brick structures during that period 
either at Torrington, Conn., or Marion, Ind. G. Q. 
Porter, secretary of the company, reports some fig- 
ures that are interesting not only in showing un- 
usual increase in business but will be of interest in 
showing comparison of volume of business on car- 
pet sweepers and vacuum cleaners: 

“Our business for April, 1913, showed 55 per 
cent in carpet sweepers and 45 per cent in vacuum 
cleaners. April sales for 1914 showed 7 per cent 
increase in carpet sweepers over 1913 and 133 per 
cent increase in vacuum cleaners over vacuum clean- 
ers in April, 1913, with total business for April this 
year showing 66 per cent vacuum cleaners and 34 
per cent carpet sweepers. The large increase in 
sales on vacuum cleaners we attribute to broaden- 
ing out of our ‘vac’ lines this year, and we feel en- 
titled to think also that careful manufacturing and 
an aggressive advertising campaign on ‘Torring- 
tons’ has been chiefly responsible.” 


Colt’s Revolvers for Greece 


* is said that the recent order received by the 
Colt’s Patent Fire Arms Manufacturing Com- 
pany of Hartford, Conn., for a large number of 
“Army Special” revolvers is the first in many years 
to be obtained by an American manufacturer of 
small arms for a European Government. These re- 
volvers are to be used by the army of Greece, and 
are of caliber .38, with a four and one-half inch 
barrel, plain walnut grips and fitted with a swivel 
in butt same as the “New Service” revolvers sup- 
plied the United States Government for issue to 
the troops in the Philippines. 

For five years the government of Greece tested 
most exhaustively the revolvers and automatic pis- 
tols of every prominent manufacturer in the world. 
The famous Colt, “Positive Lock,” which absolute- 
ly prevents accidental discharge, commanded es- 
pecial attention of the officers in charge of the 
tests, as it has the attention of officers of the 
leading police.departments throughout the world. 


The Farm Implement News of Chicago has pub- 
lished a 1914 buyers’ guide for implement dealers. 
This is the twenty-fourth annual edition of this book, 
and in it are listed the goods of 1300 manufacturers 
under 1713 classifications. Each year the Buyers’ 
Guide is thoroughly revised, and every entry is checked, 
so far as the publishers are able to report from the 
manufacturers... Numerous changes have been made in 
the 1914 edition, including old names struck out, new 
names added, changes in addresses and changes in 
names classified. The publishers announce that the 
number of changes total about 7,000. 
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Officers of the Philadelphia Hardware Association. Top row, from left to right: J. G. Esmond, vice-president; 
J. L. Lamont, president; T. B. Hendrickson, secretary. Bottom row: H. C. Wilkinson, treasurer; L. C. Glading, 
H. O. Stansbury and A. I. Sanson, trustees. 


INTERESTING ASSOCIATION 


Philadelphia Hardware Men Have Suc- 
cessful Benefit Organization 


§ tape Philadelphia Hardware Association, of Phila- 

delphia, Pa., is in several respects one of the 
most interesting hardware organizations in the 
United States. It is interesting because of the fact 
that it is not organized for business advantage or 
profit, but purely as a social and beneficial body, 
and with such as its purposes and object, it has a 
membership of more than 500 active hardware 
men, making it thereby one of the strongest organ- 
izations of its kind in the country. 

Upon the death of any member of the Philadel- 
phia Hardware Association, each member is as- 
sessed $1, and $500 is paid to the widow or children 
of the deceased. Since the annual banquet of the 
association, which was held late in January, there 
have been six deaths among the members. 

Any man of good ‘character and good general 
health, over twenty-one years of age, who is at the 
time of his application engaged in the hardware 
business, or in any manner connected or associated 
with the hardware business, is eligible to member- 
ship. The association has no capital stock, and such 
money as is needed is raised by contributions, dues 
and assessments. 

Monthly meetings are held, and it is the aim of 
the Association at these meetings to have an in- 
terested speaker on hand, and the subject of his 
address is usually an interesting trade topic. 

The association has been in existence since 1884. 
B. F. Snyder, of Philadelphia, was its first presi- 
dent. The following new officers were recently in- 
stalled for the ensuing year: 





President, J. L. Lamont, Haddonfield, N. J. 

Vice-President, J. G. Esmond, Philadelphia. 

Treasurer—H. C. Wilkinson, Philadelphia. 

Secretary—T. B. Hendrickson, 521 Commerce 
street, Philadelphia. 

Trustees—H. O. Stansbury, Philadelphia; A. I. 
Sanson, Philadelphia; L. C. Glading, Philadelphia. 


Peck Company Increases Stock 


_— George W. Peck Hardware Company of 

Elmira, Bath, Penn Yan, and several other 
places in New York State, has increased its capital 
from $125,000 to $275,000. 

George W. Peck, who is the leading hardware 
merchant in Central New York, has ten large stores 
in that section of the state and is doing an enormous 
business, which necessitated an increase in capital 
stock. 


C. S. HAMMOND & CoMPANY, Hudson Terminal Build- 
ing, 30 Church street, New York, are publishing a handy 
Mexican war atlas of 8 pages each, 12% x10% in. It 
shows U.'S. army posts and camps, military depart- 
ments and divisions, navy yards and stations, distances 
between ports, wireless telegraph stations, Colonial 
possessions of all of the Great Powers, railroad and 
steamship routes, and an index of chief Mexican cities 
and towns. There is also a plan of Mexico City (Fed- 
eral district), 8 x 11 in., a map of the West Indies, the 
United States Canal Zone, showing the completed 
Panama Canal, and a map of the world on Mercator’s 
projection. These compact atlases can be furnished in 
quantities of 500 and over, with the merchant’s imprint 
on the front cover and a full-page advertisement on 
the back, to give away as souvenirs or retail very prof- 
itably at 10 cents apiece, the quantity price decreasing 
materially according to number ordered. 
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“THEMAN BEHINDTHECOUNTER” 


A Clearing House for Retail Salesmen’s Ideas and Troubles 


from the shelves a dainty pair of slippers 

and laid them aside, “‘is the pair of shoes 
which I am going to sell you. What else would you 
like to see?” 

In that particular case the salesman had the ad- 
vantage of knowing his customer, and he knew full 
well that after she had looked at the rest of the 
styles which they had on sale she would finally ac- 
cept the ones which he had selected for her. 

We, as hardware salesmen, however, rarely have 
the opportunity of selling goods to some one whom 
we have known from their childhood, so our judg- 
ment of what they require and what their tastes 
may be in a great many cases must be based solely 
on our knowledge of human nature and our ability 
to judge it. 

It is one of the most interesting studies, by the 
way, which we can follow; and one, which properly 
used, is of great assistance in selling goods. 

It is very interesting to watch the different sales- 
men with whom we come in contact handle their 
trade. I do not speak particularly here of the 
hardware business, for the same basic principles 
exist in selling anything. We will readily agree, I 
think, that the men who are making a study of this 
part of the game have a great advantage over those 
who are content to take their trade as it comes and 
trust to luck to hit them right. 


Sizing Up a Customer 


I was amused one night watching a friend of mine 
make a purchase of some hose. It so happened that 
he was quite particular about his dress and bought 
only the highest grade goods. Walking into an 
up-to-date haberdashery he asked the young man 
who came forward to wait on him, to show him some 
hose. Without giving his appearance a thought 
the clerk asked languidly if he wished something 
about “Two for a quarter.” Rather indignantly 
my friend asked him if he looked like a man who 
bought two for a quarter hose. The salesman 
assured him that he did not and turning to the 
shelves brought out a box which he assured his 
prospect “‘was something nice,” and which proved 
to be the regular twenty-five cent grade of goods. 
Giving them a casual glance my friend turned with- 
out a word and left the store. 

_ It may seem to you that this instance is rather 
far fetched, and that the customer should have 
shown more consideration for the clerk. But you 
must consider the fact that they do not always do 
so, and that it is your business to handle them 
whether they do or not. Had this salesman used 


“? a: this,” said the salesman as he drew 
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the least particle of judgment he would have 
realized that this customer bought nothing but high 
grade goods. It is a lot easier to work your grades 
downward than upward. 

When you go into a place to make a purchase 
and you see the salesman give you a swift glance 
of appraisement you realize instantly that this man 
is studying your taste and gauging the grade of 
material which you are accustomed to buy. Then 
if he shows you something which is beyond your 
means you cannot feel insulted. On the contrary 
it cannot help but give a sense of flattery which 
is dear to many. 

Of course it requires time to attain any degree 
of perfection in sizing up customers. But time 
alone is not going to accomplish the desired result. 
You must study carefully the expressions, appear- 
ance and ways of your customers. The slightest 
things have a bearing on his personality. 


Handling the Cranks 


Just a simple instance. It is rare that I feel justi- 
fied in leaving one customer to go to another, yet the 
other day I did so. I was waiting on one of our 
regular customers when a stranger entered. Be- 
fore he had been in the store two minutes I asked 
my man to excuse me for a moment and waited on 
the new comer. Why? For no other reason than 
that as he stood waiting for a clerk he was snap- 
ping his fingers, not loudly, but enough to be noticed 
and enough to indicate that he was either in a hurry 
or a nervous man, which amounts to the same thing. 
My other customer I knew had plenty of time and 
would not object to waiting. Had I not caught the 
second one when I did the chances are he would 
have left our place disgruntled. 

Possibly you may feel that this man was a crank 
and perhaps he was. In fact one could fill page 
after page with incidents relating to just such 
cranks. I will venture that a large portion of your 
trade, when you really get down to it, are cranks 
in one way or another. But you should bear in 
mind the fact that they are the ones who require 
the study. The salesman who has studied and 
learned human nature well enough to handle the 
cranks is, to say the least, a pretty safe man to take 
care of the other trade. 

I was talking along these lines to a salesman the 
other day who holds quite a responsible position 
with one of the large screen manufacturers. His 
success has naturally been due to his ability to 
handle trade. 

“When I started out, first in the hardware busi- 
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ness,” he said, “all the boys shoved the cranks off 
on me because I was the ‘cub’ clerk. Within a year 
I had the largest steady line of customers of any 
man on the floor because I had all the cranks. I 
had studied their peculiarities and knew how to 
handle them, then they wouldn’t fool with the rest 
of the bunch.” 


How to Study Your Customer 


In many cases, however, the best judge will be 
deceived. Your client is one that you simply can- 
not size up. In a.case of that kind it is often ad- 
vantageous to get him talking. I have often found 
that the case especially with range sales. When 
the average customers ask to see a range, unless 
they ask for some particular make we are at a loss 
to know what line to start demonstrating or what 
points to talk most. In many cases by simply ask- 
ing your customers whether they have ever used a 
range before you get them relating their experi- 
ences which give you exactly the information you 
need, and with which you are in position to talk 
your line so that it will appeal strongest to them. 

Size them up? Yes, that is what we must do. 
And if we are not proficient at it we merely have to 
keep our mouths shut and ears and eyes open and 
let them size themselves up for us. I recall that one 
of the most profitable tool customers whose trade I 
ever enjoyed made that condition possible himself 
by a single remark. He said in talking over his 
first purchase that it made him tired to hear a clerk 
trying to tell a mechanic, who used the tools every 
day, what a good tool was. Taking this as an indi- 
cation that he was one who liked to do all the know- 
ing I never demonstrated a tool to him. If he 
asked to see something or I volunteered to show him 
a new tool my only remark would be, “That is a good 
tool, but what’s the use telling you about it? You 
were using tools before I knew what a hardware 
store was almost, and your judgment will tell you 
lots more than all the speels I could give.” Yes, he 
liked it all right. 

The little things count. As a salesman you 
should not only avoid overlooking them, but should 
look for them. A slight remark passing from a 
man to his wife or vice versa when they are shop- 
ping together should indicate to you which will do 
the final selecting. 


Best Judge Sometimes Deceived 


As stated before in this article, however, the best 
judge is sometimes deceived. The little things hap- 
pen so fast that we do not have time to analyze 
them. A couple of years ago out in the Panhandle 
an old lady stopped one day in a hardware store and 
asked the clerk the price of a very high-grade 
range which was displayed. Thinking that the 
price would stagger her the salesman said, “Well, 
madam, that is a very high-priced piece of goods. 
If you will step back here I will show you something 
for less money.” “I did not want to see anything 
for less,’ responded the lady, “I asked the price of 
this range.” Taken back a little the salesman 
named the price, $75, I think. Reaching into what 
one of the humorous magazine artists has so aptly 
termed “The First National Bank,” the old woman 
drew a roll of bills that made the clerk gasp with 
amazement. Peeling off the necessary number she 
said, “You may express that range to me at = 
“But, madam,” exclaimed the clerk, completely dumb- 
founded, “expressage on that range would cost 
——.” “Do you want that in advance?” asked his 
customer quietly. All of which goes to show that 
selling goods, after all, is not just one darn thing 
after another, and that the salesman who is study- 
ing carefully his customers is finding a most pleas- 
ant field of employment. 
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SCRAP FOR 1915 MEETING 


Retailers Will Receive Several Invitations 
at Indianapolis 


§ eegpocen is a prospect of a lively scrap at the con- 

vention of the National Retail Hardware As- 
sociation, at Indianapolis, Ind., May 19, 20, 21 and 
22, over the location of the 1915 convention. 

Undoubtedly there will be quite a few delegates at 
this convention who would like to see the National 
Retail Hardware Association go to San Francisco 
for its 1915 convention, owing to the fact that 
the Pan-American Exposition will be open there all 
of next year. 

At the last annual convention, however, it was 
virtually decided that only cities centrally located 
would be selected hereafter for holding conventions. 
This was done in order that the various state asso- 
ciations would not be called upon to pay heavy ex- 
pense bills for the privilege of sending their dele- 
gates to the National convention. 

The Minnesota Retail Hardware Dealers’ Associa- 
tion, at its recent annual convention in Minneapolis, 
passed a resolution directing the delegates from 
that state to extend a cordial invitation to the 
National Retail Hardware Association at its In- 
dianapolis convention to hold its 1915 convention in 
one of the Twin Cities, and left it with the officers 
of the state association to select which of the Twin 
Cities would be the candidate. The officers have 
unanimously selected St. Paul. 

Accordingly the St. Paul Association of Com- 
merce has begun a campaign to bring the National 
Retail Hardware Association to that city. Letters 
are being sent to all of the delegates to the coming 
convention at Indianapolis; also a booklet contain- 
ing views of the city of St. Paul. 

An invitation will also be received by the 
National Retail Hardware Association to hold its 
next annual convention in Spokane, Washington, 
New York City and San Francisco have also ex- 
tended invitations to this association for its 1915 
convention. 

It is likely that some city in the West will win 
out. Minneapolis or St. Paul, Minn., would un- 
doubtedly be highly favored by a great many of the 
delegates. 

Charles J. Fix, of Buffalo, former president of the 
New York State Retail Hardware Association, is 
making active efforts to bring the next convention 
to his city. He has written letters to all of the 
delegates who are expected to attend the Indianap- 
olis convention and a number have replied favorably 
as regards Buffalo. 

Inasmuch as the 1916 convention of the Asso- 
ciation will possibly be held in Boston, Mass., it is 
likely that a Western city will win out as a location 
for the 1915 convention. 


THE ENGMAN-MATTHEWS RANGE COMPANY, South 
Bend, Ind., has increased its capital stock from $200,000 
to $300,000. The issue of $100,000 additional stock 
was all taken up by the original stockholders. The 
Engman-Matthews Range Company started in busi- 
ness and shipped its first range two years ago this 
month. At that time the organizers of the company 
thought that if they could build and ship 5000 ranges 
in 1913 and 1914 they would be more than satisfied, but 
the business of the concern has grown much faster 
than they expected, so that they have been compelled 
to keep enlarging, and are now making 1000 ranges 
a month. 


EpWwIN R. CRAWFORD, president of the McKeesport 
Tin Plate Company, Pittsburgh, Pa., has returned from 
a weeks’ trip to South America. 
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Obituary 


Davin TiLTon, former proprietor of the Atlantic 
Screw Works, Hartford, Conn., died at his home, No. 76 
Charter Oak avenue, Sunday, after a few days’ illness 
with pneumonia. Mr. Tilton was born in Meredith, 
N. H., November 29, 1834. He began work in the 
Amoskeag mills, Manchester, N. H., when he was only 
16 years old. He learned his trade in the factory where 
the Amoskeag fire engines were made. He worked also 
in the shops of the Northfield Central Vermont rail- 
way. He came to Hartford in 1864 and worked in 
Colt’s Patent Fire Arms Mfg. Co. for a year. In 1875 
he went to Castleton, N. Y., where the Atlantic Screw 
works were in business at that time. In 1877 the 
business was transferred to Hartford, and Mr. Tilton 
came with it. From that time until April, 1908, Mr. 
Tilton’s active connection with the concern was un- 
broken. In 1887 Mr. Tilton succeeded to sole owner- 
ship and in 1902 he erected the present commodious 
factory on Charter Oak avenue. Mr. Ttilton devised 
much of the machinery now employed in the product 
of the factory. Mr. Tilton retired in April, 1908, 
and was succeeded in business by his son, Fred N. Til- 
ton, who has continued it. Mr. Tilton leaves three chil- 
dren, Fred N. Tilton, Mrs. Morton F. Miner and Miss 
Lela A. Tilton of this city. He also leaves a brother, 
Albert Tilton of New Haven. 


SAMUEL MAYER, manager of the Joseph Dixon Crucible 
Company in Chicago, died on April 25 from self-inflicted 
wounds. He had been suffering from insomnia and had 
been attended by a nurse who found the body lying in 
a bathtub. Mr. Mayer had been manager of the 
Chicago office of the Dixon company for seventeen 
years. He was a member of the Illinois Athletic Club 
and.other organizations and had traveled widely. He 
would have been 61 years of age on April 28. 


WALTER VOM CLEFF, secretary of the Sperry & Alex- 
ander Company, 79 Chambers Street, New York, died 
of pneumonia, Tuesday, May 5, at his home in Hoboken, 
aged 47 years. Mr. vom Cleff had been in the cutlery 
business for thirty years, and was long in the well 
known house of vom Cleff & Company, New York, im- 
porters of foreign hardware and cutlery, of which one 
of his near relatives was the head. Mr. vom Cleff was 
a member of the Masonic order, and is survived by his 
widow and two children. 


An illness of more than two years resulted in the 
death of George F. Currie, who was seventy-nine years 
old. Mr. Currie was one of the prominent merchants 
and bankers of Atlantic City, N. J., being president, up 
to the time of his death, of the Currie Hardware Com- 
pany, the Second National Bank and the Atlantic Safe 
Deposit & Trust Company. He began his mercantile 
career in Millville in 1857, and in 1862 moved his busi- 
ness to Absecon. He came to this city in 1868. He is 
survived by one son and a daughter. 


THOMAS O’DEA, pioneer hardware dealer of Des 
Moines, died at his home after a month’s illness with 
heart trouble. He was 70 years old. Mr. O’Dea had 
been actively engaged in business until a few days ago. 
He had been in the hardware business since the early 
70’s. He was born near Stonewall, in the county of Lim- 
erick, Ireland, May 24, 1844. Mr. O’Dea was a veteran 
of the Civil War. He is survived by his widow and two 
sons. 


CHARLES T. KIMBALL, SR., who had been engaged in 
the hardware business in Green Bay, Wis., for many 
years, died at his home, aged 67. Mr. Kimball was 
born in 1847 at Dalton, Mass. When two years old he 
was taken to Green Bay by his parents. At the close 
of his school career, he was employed by his father in 
the wholesale and retail hardware business of which 
he became the owner when his father died. 


SAMUEL E: Brown, founder and president of the 
Cleveland Hardware Company of Cleveland, Qhio, died 
atehis home in Brooklyn, N. Y., after.a brief_illness. 
Mr. Brown was born‘in Ohio in 1844. At an early age 
he established the hardware business from which he 
retired 12 years ago. He had lived in Brooklyn for the 
past two years. 





Hardware Age 


AvuGust F. Pritzuarr of Pritzlaff Brothers, a retail 
hardware concern in Milwaukee, Wis., died suddenly 
on April 14. He had been in ill health for more than 
a month, but the trouble had not been considered a 


serious one. Mr. Pritzlaff had been identified among 
Milwaukee hardware merchants for more than 30 
years and was most highly regarded. He was 63 years 
of age. 


ROBERT JOHN FORMAN, one of the first wire work- 
ers of Brooklyn, N. Y., and proprietor of the Brooklyn 
Wire Works which his father, the late James Forman, 
established more than 50 years ago, died at his home 
recently. Mr. Forman was the treasurer and one of 
the organizers of the Wire Manufacturers’ Association 
of New York City. , 


FRED H. Marr, of the King & Dexter Company, Port- 
land, Me., died very suddenly at his home. After grad- 
uating from high school, he began his business life with 
the old firm of King & Dexter, which was incorporated 
in 1894, with Mr. Marr as its treasurer, a position 
which he always occupied. He was well known to the 
traveling salesmen, among whom he had a host of 
friends. 


IRWIN S. KRICK, a prominent hardware dealer, died 
at his home in Conneautville, Pa. Mr. Krick was 74 
years old. He was born in Conneaut, and joined his 
father in the hardware business when a youth. He 
conducted the business alone after his father’s death, 
until he retired about 10 years ago. 


B. F. KIMMONS, a pioneer business man of Findlay, 
Ohio, the oldest Mason in the county, died at his home, 
aged 82. For a great many years Mr. Kimmons was 
one of the firm of Kimmons Bros., hardware dealers. 
He retired from active business life a few years ago. 
A widow, one son and two daughters survive him. 


PETER SCHILL, member of the firm of the Schill Bros. 
Company, manufacturer of furnaces, ranges and stoves 
at Crestline, died at his home in Cleveland, Ohio, re- 
cently. 


CHRISTIAN SCHLOSSER, a native of France, and a 
former resident of Detroit, died at his home, New Bal- 
timore, Mich., aged 72. Mr. Schlosser had been in the 
hardware business for many years. 


AuGustTus HocH, aged 62, an oil operator and capi- 
talist, died from heart failure at his home in Chicora, 
Pa. Mr. Hoch was at one time in the hardware busi- 
ness with his brother under the firm name of Hoch Bros. 
He is survived by a widow and two sons. 


E. C. BARBOUR, a hardware dealer and one of Ft. 
Madison’s (Ia.) prominent merchants, died suddenly at 
his place of business from heart failure. Mr. Barbour 
had been a resident of Fort Madison for the past 12 
years. He is survived by a widow and one son. 


CHARLES MANN, a hardware merchant and head of 
the firna of Charles Mann & Co., at 2353 Third avenue, 
New York City, died at his residence of acute pneu- 
monia. Mr. Mann was in his fifty-eighth year, and 
leaves his widow, two daughters, and four sons. 


ROBERT ARMITAGE, a well known hardware merchant 
of Attica, Ohio, died at his home, aged 50. Mr. Armi- 
tage had been engaged in the hardware business in At- 
tica for 30 years. 


EDWARD T. STONE, senior member of the hardware 
firm of E. T. Stone & Co., of Mexico, N. Y., died at his 
home after an illness of two months. Mr. Stone was 
born in Mexico 61 years ago. He is survived by a 
widow and three sons. 


THEODORE BYRON HUBBELL, a former hardware 
dealer and a partner in the Hubbell-Smith Company, 
at Utica, N. Y., died at his home in New Hartford. 
For the past three years Mr. Hubbell has been a trav- 
eling salesman for the Roberts Hardware Company. 


GEoRGE A. ROBERTS, a retired hardware dealer, shot 
and killed himself at his home in Alexandria, La. Mr. 
Roberts was 70 years old and had been in bad health 
for a number of years. 











His Last Act 


— had been an explosion in a powder mill. 

The proprietor was telegraphed for. He hur- 
“How did it all hap- 
“Who 


ried to investigate the cause. 
pen?” he asked the foreman breathlessly. 
was to blame?” 

“Well, you see, sir,” replied the foreman, “it was 
this way: Jake went into the mixing room, probably 
thinking of something else, and struck a match in 
mistake. He——” 

“Struck a match!” interrupted the proprietor in 
dismay. “I should have thought that would have 
been the last thing on earth he would do!” 

“It was, sir,” the foreman calmly replied.— 
Country Gentleman. 


Expecting Too Much 


LAUDE had been promised a motor ride with 
his father, and his mother had sent him up- 

stairs to get ready. As he came down his mother 
asked: 

“Have you washed your face, Claude?” 

““Yes’m,” answered the boy. 

“And your hands?” queried the mother. 

“Yep,” said Claude. 

“And your neck?” persisted the mother. 

“Oh, see here, Mother,” said the boy, in disgust, 
“T ain’t no angel!”—Ladies’ Home Journal. 


Votes for Women 


N COLORADO, remember, the women vote as well 

the men. 

In the fall of 1910 a man named Smith was run- 
ning for sheriff against a man named Jones. One 
evening just before election Smith rode up to the 
barn-yard of an old farmer. The farmer was milk- 
ing a cow and was having difficulty with a lusty calf 
that continually tried to “butt in.” The candidate, 
to gain the favor of the farmer, took the calf be- 
tween his legs and held it until the milking was 
done. He then introduced himself: “I am Mr. 
Smith, the Republican candidate for sheriff of the 
county. I suppose you know the man who’s running 
against me.” 

The farmer’s eyes twinkled as he slowly drawled: 
“Wall. I reckon I do. He’s in the house now, hold- 
ing the baby.”—Everybody’s. 


An Outing 


M®s: HIRAM OFFEN (seeking a cook)—“My 

home is in the country. I hope that is no ob- 
jection.” Cook—“No, mum; I’ll enjoy a day in the 
country.” —Boston Transcript. 


A garment of self-righteousness is often embroid- 
ered with grouch.—Farm Journal. 


We are not measured so much by what we do as 
by what we get done.—Ezchange. 
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Naming the Baby 


NE morning Rosie’s teacher noticed her hang- 
ing around the desk with rather a wistful 

expression. 

“Well, Rosie, what is it?” she finally asked, draw- 
ing the child to her. 

“Please, teacher, we’ve got a new baby t’ our 
house.” 

“Oh, have you, Rosie? 
the baby’s name?” 

“Tkie.”’ 

Several days later the teacher remembered to 
inquire about the new arrival: 

“Oh, Rosie, how is Ikie to-day?” 

The child looked bewildered: “Oh, teacher, we 
ain’t got no I[kie.”’ 

“Yes. You told me you had a baby.” 

A gleam of intelligence appeared on Rosie’s face. 
“No, teacher, his name’s Mose; his name ain’t [kie. 
We found we already got one Ikie.”—Everybody’s. 


Isn’t that fine? What’s 


Hammer and Hammering 


OHNNIE rushed into the dining room, his voice 

lifted to a long, quavering wail. He was giv- 

ing a star exhibition of the art of separating him- 
self from tears and trills. 

“What’s the matter?” asked mother. 

Johnnie removed both fists from his eyes, and ex- 
plained mournfully: 

“Papa was out on the back porch nailing down a 
plank, and he had a big hammer, an awful big ham- 
mer. Then he missed the nail, and hit his thumb.” 

“Then what are you crying about?” asked mother. 
“Why didn’t you laugh?” 

Then Johnnie told the whole story thus: 

“T did.”—Popular Magazine. 


Being True to Nature 


aes lady had been out shopping. She returned 
home with a handsome sable scarf. She re- 
marked to her sister (as recorded in London Opin- 
ion), who was admiring the purchase, “That stupid 
salesman tried to get me to buy a fur with two 
heads. I cannot tolerate the unnatural in anything. 
Who ever heard of an animal with two heads?” 
Her sister looked critically at the scarf. Then a 
smile of amusement lit up her face. “Yes,” she re- 
marked, “you didn’t buy a fur with two heads; but 
you have bought one with thirteen tails.”—Fz- 
change. 


























PUBLICITY FOR THE RETAILER 


Interesting Monthly Bargain Circular—Boosting the Home Town 


Staging the Bargain Price 

No. 1 (10 in. x 14in.) Perhaps the Bard of Avon 
was right when he wrote those immortal lines about 
a rose smelling just as sweet even though you called 
it a dandelion. But botany isn’t hardware and it’s 
got nothing to do with reduced figures either. The 
fact of the matter is that bargain prices take on an 
added luster when they are dressed up. While a 


HOUSE-BOND HARDWARE CO., Mempnis, TENN. 














Richfield Springs Wants Your Business 





We have inducements to offer that no other town in this section can 
give you. This is not an advertisement of our business alone but of Rich- 
field Springs in general. We BELIEVE in our town, we are glad we live 
in it. We have a good, clean, up-to-date village and a bunch of live mer- 
chants. We honestly believe that you can buy goods here at lower prices, 
on the average, than in any othér foWn in this section. 

WHAT OUR TOWN HAS TO OFFER 

1. A first class bank: Strong, conservative, accommodating and, we 
are glad to say, one of the few “Roll of Honor” banks. 

2. Two as good hardware stores as can be found in Central New York. 
Two first class machine shops thax co a general line of repairing. 
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Three large feed stores, one of which does custom grinding. 
Two drug stores that would do credit to any city. 
Two lumber dealers carrying large stocks. One operates a saw mill. 
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MONTHLY SPECIALS 
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No. 1—This circular brought big results 


bargain is always a bargain, it’s a big or little bar- 
gain in direct ratio with the manner in which you 
dish it up to the reader. Say just, “Lemon Squeez- 
ers, 8c. were 13c.” and you have the common or 
garden variety of bargain. But square away with 
something about special value for a limited time and 
the favor you are doing the reader by telling him he 
can buy a genuine tested squeezer for a song and you 
have woven a business romance ’round the squeezing 
apparatus. This is about what has been done by the 
House-Bond Hardware Company, Memphis, Tenn. 
Look over the first page of the 4-page circular re- 
produced herewith. Note the title and time limit: 
read the introductory talk and you will see how im- 
pressively they have introduced Mr. Bargain Figure. 
If a doubt about this business of proper introduc- 
tion is flashing across your mind, let us hasten to 
state that this circular brought big results and that’s 
what counts with the cash register. The cash regis- 
ter argument silences all opposition. The bargain 
proposition is and always has been a hard nut for 
the retailer to crack. Cut-price reputations often 
grow to be unsavory and yet the store that doesn’t 
favor its patrons once every little while has no place 
in the modern business scheme. It seems to us that 
a circular of this kind offers a fairly satisfactory 


. Four stores where may be found a eomplete line of shoes and 
general footwear. ; 

8 A large and well equipped 6 and 10 cent store. 

9 Two well equipped bake shops. ; 

10. Five stores that stock a complete line of groceries and provisions. 

11. A large candy and fruit store with ice cream parler and quick 
lunch in connection. 

12. A good resfaurant and quick lunch room, clean and well kept. 

13. Three large and well equipped jewelry stores. 

14. Three clothing.stores with complete stocks. 

15. A fur store that sells goods not only locally but has a large busi- 
ness throughout this and other states. 

16. A monument dealer carrying a larger stock of monuments than 
can usually be found in a city. His business extends over. several counties. 

17. Three dry goods stores with city stocks. Two of these are de- 
partment stores where nearly everything needed for the house can be 
procured. 

18. An excellent garage where automobiles can be “safely parked or 
stored and where auto repairs are properly done. 

* 19. A cigar and tobacco store where you can buy all kinds of smokes; 
of home make and also nearly all the popular brantis on the market. 

20. Two harness stores, both with repair departments. 

21. Two dealers selling farm machinery and agricultural implements. 

22. A cement works doing everything in the line from laying a,side- 
walk to making fence posts and building cement block houses. 

: 23. One of the best architects and house building contractors in 
Central New York. 

24. <A well stocked furniture store. 

25. In our town is published the Richfield Springs Mercury, a weekly 
newspaper printing ‘all the news of the locality and nearby counties. In 
the Mercury each week will be found the latest agricultural notes, a quan- 
tity of information as to dairying, poultry and reports of the farm bureaus 

_of this and other counties. . 

26. Our town is a liberal supporter of the Otsego County Farm 
Bureau Association. 

27. A book and stationery store second to none in the state. 

28. We also have lawyers, doctors, dentists, veterinarian, steam laun- 
dry, meat markets, real estate agents, well driller, shoe repairing shops, 
first class photographer, millinery stores, dressmaking shops, insurance 
agents, two good barber shops, many good hotels, two railroads, an express 
office, télepltone exchange, a “Borden” station, a modern theatre, in fact, 
we rival cities in accommodations, places to sho,» and amusements. 

29. The Richfield Springs Agricultural Society gives in September. one 
of the best fairs and exhibitions seen in this section. Attractions are big 
and premiums liberal. Meet us at the fair—we always have an exhibit. 

30. When you come to see us during the summer months go up into 
Spring Park, be it morning or evening, and listen to the concert given 
each day by an excellent orchestra brought from New York City. 

We wart to get better acquainted with you. Come in and see us. 
Look over our'stock. Make yourself at home—we will not.ask you to buy. 
If we can he of any service to you in or out of our btsiness, call on us. f 

“At Your Service” 

The Buchanan Hardware Company. 
eee ———EeEeEeEeEee 
No. 2—Richfield Springs citizens are graphically im- 
pressed with the town’s trading advantages 


solution of the price problem. Obviously, the circu- 
lar is a little surprise and treat for the House-Bond 
patrons. The company is not offering its entire 
stock at a sacrifice and therefore it is not manufac- 
turing a cheap reputation. The opening talk shows 
clearly that the reader is simply being taken in on 
a little bargain-fest each month. And the reader 
translates this as a mark of consideration and ap- 
preciation of his regular trade or we miss our guess. 


A First-Class Home Town Boost 


No. 2 (2 cols.x 9 in.) We learn things by talking 
them over with others. And this is an axiom gen- 
eral in its application. A good many of us go on 
living in a community for years thinking that we 
know all there is to know about it only to have our 
pride tossed by a common stranger who gets down 
to brass tacks and tells us what a really fine place 
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we live in; about the points of interest and advan- 
tages that we thought we knew about but didn’t. To 
anticipate such an embarrassing position, the 
Buchanan Hardware Company, Richfield Springs, 
N. Y., is talking over the advantages of Richfield 
Springs with her citizens through the medium of the 
newspaper. And a mighty good talk is this one 
which is reproduced. Its home town loyalty and 
generous business spirit should find an answering 
spark in the heart of every reader and react to the 
benefit of both town and hardware firm. Not the 
least part of its general effectiveness is the crack 
it hands to the mail-order houses. Richfield citizens 
are graphically impressed with the town’s trading 
advantages. Of course, the Buchanan Company puts 
in a few words for itself and well it should but this 
part of the ad is so nicely handled that one doesn’t 
realize that it is the tail to the ad. Our suggestion 
is to cut out this ad and paste it up in front of your 
desk with a view to building a similar ad for your 
own town. 


Announcing Receipt of Shipment 


No. 3 (8 cols. x 6 in.) It’s a good plan for the 
hardware dealer to make a practice of announcing 
receipt of shipments. The appeal of freshness of 
stock is a strong one and on certain classes of goods 
it is one of the principal talking points. Take, for 
instance, tires. Every motorist wants new tires and 
tires that have not dried in long storage. Hence 
this fresh stock announcement of Marshall, Wood 
& Riley Co., Plattsburgh, N. Y., will be, without 
doubt, the means of causing a quick increase in 
sales. Freshness and up-to-dateness are points not 
to be overlooked. 


Imposing Anniversary Announcement 


No. 4 (full page width by 94% in.) The Steiner & 
Voegtly Hardware Company, Pittsburgh, Pa., cele- 
brated its 30 years of prosperous growth by a 6-page 
ad in the Pittsburgh Dispatch. The six pages were 
well arranged and gave evidence of many days of 
preparation work. The first page was devoted to 
photographs of store interiors and a general news 
history of the business, its methods and policies. 
Featured on a big red tag was the company’s slogan 
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OUR CREED 


If you can oet it elsewhere 


6 for less return it . We'll 





buy it back at full price 


Celebrating our Thirtieth Anniversary we wish to 
4 thank the public for long and loyal support and extend 
an invitation to all to call and inspect our several departments. and interesting ex- 
e hibits during the next two weeks of our celebration: 
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Attention! 


MOTORISTS ! 


WE HAVE JUST RECEIVED from the United States Tire Com: 
pany a brand new stock of the famous “Nobby Tread” Tires. 
“Nobby Treads” are the largest selling high-grade antiskid tires in the world. 


Because of the quantity and high quality of rubber and fabric used in their con. 
struction, they are the greatest mileage tires made. 


“Nobby Tread” Tires 


are now sold under the United States Tire Company's regular warranty--perfeet work. 
manship and material--BUT any adjustment is on a basis of 


5,000 Miles 
Marshall, Wood & Riley Co 


Margaret St Plattsburgh, N. Y. 


No. 3—The appeal of freshness of stock is a strong one 


or creed which may be seen in smaller form in the 
portion of the big ad herewith reproduced. On the 
second and succeeding pages ads of varying sizes 
were devoted to the various lines handled by the firm 
and special prominence was accorded the manufac- 
turers. The largest individual ad in the six pages 
is the one shown herewith which winds up the big 
announcement by thanking the patrons of the store 
and listing a sort of recapitulation of the main lines 
carried in stock. 

On the first page of the multiple-page ad, N. A. 
Voegtly, president of the company, says in part, 
“I believe that the merchant who does not believe 
in newspaper advertising has very little in his store 
to talk about. If you have anything worth ad- 
vertising there is one quick way to find a large 
and intelligent audience—through the newspapers. 
I have found that there is no loss in newspaper 
advertising and I believe in doing it in a big and 
effective way. Take, for instance, the tag bearing 
‘Our Creed’ label. I am constantly hearing from 
this. A man reading the Dispatch in New York 
recently told me that he recognized my ad as soon 
as he unfolded his newspaper. That is what I call 
effective publicity.” 
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NO MAN NEEDED 
to rum our new model Lawn 


FOR THE MECHANICS 


SWAT THE FLY 


Avoid this violent exercise by 








SES SEIS 


ning any woman or girl can 
‘push one along. We have all 
other garden things here too. 
Rakes, hoes, edgers, trowels; 
grass shears.and a lot more. If 
you have « garden or lawn you 


pa 
Mowers. They are so easy run- | Be he a mason, 
his 





is trade we can 
pride to any man. We make it a strong point to carry only the 
that same are tested and free from any flaws, and will replace 


ter or machinist. 


a plumber, carpen Whatever 
fit his kit with tools which he can show with 





keeping him outside looking in, 
you can worry the pests to 
death trying to get in if you 
use our screeza, all kinds, cop- 
per, galvanized or black paint- 
ed, all sizes furnished while you 
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need some of our tools at once. any tool that is not satisfactory. wait. Cut to any size desired 
We carry the largest and | will soon be with us. To avoid | will be found in our Build- | about your pins; need no oil- Our assortment of Hot | 
most complete line of ote melting, come and see our line | ers’ Hardware Department. | ing; will not squeak; will not | Plates and Bakers is complete. + holders, towel racks, 
tools, spades, rakes, shears, | of refrigerators. We. handle lift out, and will wear forever | Our Cooking Utensils. and 
_. We carry the famous Sargent Household Department makes Spas tg ng 


sprinklers, etc. If the weath- 
erman is shy of moisture re- 
member we carry all makes of 
garden hose, fom 10c¢ to 20¢ 
per foot. 





~ | the celebrated White’ Moun- 


tain Refrigerators. After 
years of experimenting we 
have decided it’s the one that 
will reduce your ice bills. 


_] ‘and look it over. 





& Co. and Penn Hardware 


Co. line. If you are build- 


ing or contemplate building 
a new home, let us show you 
the last word in this line. 





if you use the McKinney Mfg. 
Co. Anti-Friction Hinges. It’s 
the most satisfactory Hinge on 
the market today. Let us show 


you our stock of this nerve-. 


saving hinge. 





a store in itself. Ice Cream 

Freezers, Lemon Squeezers, 

Knives, Forks, etc., are too 
to ; 


numerous 
the Meriden Cutlery Company 


Kitchen and Table Cutlery of 





every ‘variety: 
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No. 4.—Note the creed tags, the peculiar border and the readable panel display 


| STEINER 





230-4 Diamond Street 
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EDITORIAL COMMENT 


The Rights of the Retailers 


HE right which retail merchants possess 
of buying their goods to the best advan- 
tage in spite of the indifference of some manu- 
facturers and the opposition of some of the 
jobbing trade is a principle which cannot be 
ignored. 

There should be courage and decision in 
grappling with this question, even though this 
should involve some disturbance of existing 
trade relations, and some change in the present 
methods of distribution. This is a question 
which the National Hardware Association has 
heretofore failed to meet squarely and boldly, 
shrinking from taking hold of it with the 
frankness and decision which the exigency de- 
mands. It remains to be seen whether the In- 
dianapolis gathering will have the courage to 
take more advanced ground on this question of 
fundamental importance. There is also the 
larger and more difficult question whether it 
will have the sagacity and the wisdom to dis- 
cover and suggest methods by which the retail 
trade may put itself in a better position, a posi- 
tion indeed in which it will be enabled to main- 
tain its place, as the great channel of distri- 
bution of hardware to the people instead of 
having its trade slip away as it has recently to 
a considerable extent been doing. 


The Permanence of the Jobbing Trade 


WHATEVER changes occur will certainly 

be to a large extent of minor impor- 
tance when regarded in a broad view of the 
trade. Whatever may happen the manufactur- 
ers will continue to make goods. Their place 
certainly is secure. Even though some trade 
from the retailers should slip past the jobbers 
and find its way directly to the manufacturers, 
there is no probability that the jobbers will be 
displaced in the economy of the distribution of 
hardware. All indications point to their per- 
manence, and to their permanent usefulness 
for supplying many if not all goods to a host of 
retailers. The character of their business may 
change somewhat as it keeps step with the 
progress of the times. The wholesale houses, 
however, will continue an important part of the 
trade, to whom manufacturers will look as cus- 
tomers for a°large part of their product, and 
from whom retail merchants will obtain a good 
proportion of their supplies. 

In the present condition of things the retail- 
ers are the portion of the trade which have the 
hardest time, but we have no doubt they will 
overcome some of their pressing difficulties. 


Meanwhile it is important to remember that 
there should be nothing of the spirit of antag- 
onism on the part of the retailers towards the 
other departments of trade, and whatever is 
done to safeguard their interests there should 
be the putting away of anything like hostility 
or unfriendliness of feeling, and instead of such 
disturbing and mischievous spirit there should 
be the cultivation of friendliness and good will, 
and the effort to work together to the mutual 
advantage of these two great branches of the 
trade. But no matter how strenuously the re- 
tailers may have to push in advancing their 
interests it should be without the sacrifice of 
cordial relations and sincere good feeling. 
This is a contest, if contest it be, in which cour- 
tesy and good will should have a constant part. 


Mexican and South American Trade 


N important aspect of war is its bearing on 
trade relations, its effect on the commerce 
between the countries directly concerned. Re- 
garded in the light of the highest standards, 
such considerations are of very moderate 
weight, compared with the injustice and ruth- 
lessness which have characterized so many 
wars, and the suffering and sacrifice of life 
with manifold horrors, which are inseparably 
connected with warfare, even when justified by 


necessity, and prosecuted under the impulse of 
high motive. In these days when money mak- 
ing and the accumulation of wealth is so potent 
an influence in human affairs, the commercial 
side of war, its influence on individual or more 
especially national trade, is a consideration 
which has much to do with the favor or dis- 
favor with which an armed conflict with an- 
other nation is regarded. 

It is to be hoped that the trouble with Mexico 
will not have the effect of disturbing the good 
feeling with the Latin American countries of 
South America, with which our relations have 
been of late increasingly friendly. One evi- 
dence of the better feeling is the amount of 
trade with these countries which has in the last 
few years been enjoyed by the United States, 
as shown in the fact that the United States has 
increased its trade with South America owing 
to the energy and enterprise with which manu- 
facturers, exporters and importers and ship- 
pers are cultivating this business. The bettér 
feeling which has’thus taken place is illustrated 
in, the marked improvement in the passenger 
and freight service which is now so mtich bet- 
ter than ten or fifteen years ago. Certainly 
there are now provided much better facilities 
for conveying the products and passengers be- 
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tween this country and Latin America than 
were available a short time ago. The Panama 
Canal, too, will doubtless have an important in- 
fluence in developing these relations and ex- 
tending this trade. In view of this very favor- 
able and very promising condition it would be 
a national calamity to have the trouble with 
Mexico or anything else cause suspicion or 
alienation in feeling towards this country. To 
prevent this every effort should be put forth, 
and those who have been so successfully culti- 
vating this valuable trade, which will unques- 
tionably develop to much larger proportions as 
the years go by, should be unremitting in their 
efforts to still further extend their business 
relations with these prosperous and growing 
countries. 


Courtesy in Business 


(HERE is a great deal of practical wisdom 

in the management of one’s personal fin- 
ances in exercising care to have the income suf- 
ficient to meet obligations, with at least a little 
margin for pleasure or other optional expendi- 
ture, and in avoiding a financial condition in 
which the income is insufficient to cover the 
necessary outlay. The difference in the amount 
of the income in the two cases may not be 
great, but as we pointed out in a recent issue, 
there is a wide difference in the result of the 
two policies. A man with a sufficiency, even 
though the overplus be trifling, lives on easy 
street, while the man who lives beyond his in- 
come, and spends even a little more than he re- 
ceives, denies himself the pleasure of keeping 
out of debt, and of having a margin for enjoy- 
ment. It makes a world of difference whether 
there is an overplus or a deficiency. 


Little Discourtesies 


A SIMILAR principle holds in one’s rela- 

tions with his fellow men, and has an 
important bearing in business life. According 
to the customs which have been developed, it 
is expected that there shall be a certain degree 
of consideration and courtesy shown between 
those who are brought together. So long as 
this is the case matters move along smoothly, 
and without friction, or any noticeable change 
in the way in which those concerned regard 
one another. The requirements of social usage 
have been met. What courtesy demands has 
been said and done. If, however, one falls short 
of such requirements, if he lacks the common 
courtesy which is expected, a jarring note is 
struck. There is a disturbance of pleasant 
feeling, and the development of something 
akin to ill will, or alienation. A person who 
is thus habitually deficient in courtesy, even 
slightly deficient, and shows little regard for 
the amenities of social intercourse will tend 
to become unpopular, and lose the friendly 
appreciation which he might enjoy on the part 
of those with whom he has to to. Falling 
even a little below what is expected will de- 
prive one possessed of many sterling, and it 
may be amiable qualities, of the good will, 
possibly the friendship of many. 
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Little Courtesies vs. the Lack of Courtesy 


IF a good deal is lost on account of lack of 

thoughtfulness and courtesy, and especially 
of slight courtesies, the falling short of what 
is expected, it is true on the other hand that 
going even a little beyond what is customary, 
taking pains to show people even trivial atten- 
tions, going ever so little beyond what is re- 
quired by the decencies of ordinary life, will 
surely be appreciated, and tend to make and 
hold friends. Indeed the little, even the very 
little, that goes beyond the usual, or falls short 
of the usual, does much to determine the esti- 
mation in which one is held. 

By inconsiderateness and brusqueness and the 
neglect of a courteous manner a merchant may 
make an impression on his customers, and on 
the public, which will have a tendency to repel 
them rather than to attract. Any lack of 
courtesy is a handicap in business. 

The little overplus of courtesy, the unex- 
pected consideration and attention shown, is 
an influential factor in securing popularity 
and in making friends. Besides giving a pleas- 
ant atmosphere in practical life and promot- 
ing geniality and good feeling, there is a sub- 
stantial wisdom in even the little courtesies 
of business life. 


Buying and Selling for Cash 


ONE of the vexing questions that comes up 

with recurring frequency at conventions 
of hardware merchants is the one of, “Is it pos- 
sible to conduct a hardware business on a cash 
basis?” This generally refers, of course, 
to the selling of merchandise for cash. An 
ideal condition can be imagined by every mer- 
chant wherein he would sell all of his goods for 
cash, eliminate the cost of collections and losses 
from unpaid accounts and be able to discount 
all of his bills, thereby saving for himself and 
his customers the great expense and losses 
that a credit business frequently entails, espe- 
cially if not always conducted carefully. 

Most hardware merchants agree that it is 
virtually impossible to conduct a cash hard- 
ware store without losing from 25 to 40 per 
cent. of the business done on a part cash and 
part credit basis. Notwithstanding the fact 
that the selling of goods on credit is nearly al- 
ways a good business policy for the retail mer- 
chant, there is none who fails to recognize the 
desirability and advantages of paying cash to 
the manufacturer or jobber. The discounts on 
purchases form a satisfactory profit in them- 
selves and enable the merchant to sell on close 
margins and meet price competition when re- 
quired to do so. 

Laxity in enforcing collections is one of the 
weakest points in many retail hardware estab- 
lishments and the result is that merchants are 
obliged to go to the bank and borrow money to 


take discounts, or if their credit is strained to 


the point where they do not feel able to borrow 
money they are forced to lose discounts, even 
though thousands of dollars in unpaid accounts 
may be standing on their books. 
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Trade Conditions and Iron, 


Steel and Hardware Prices 





No further official reductions in iron or 
steel during past week, but general condition 
of market is very weak. 

Excellent crop prospects regarded as the 
most favorable feature of present business 
situation. 





MARKET SUMMARY FOR THE BUSY READER 


Trade in wire products is light and only 
for small lots. 

Tin plate specifications continue quite 
active. 

Sheet trade in a very unsatisfactory con- 
dition. 








Office of HARDWARE AGE, 
Pittsburgh, May 11, 1914. 


While there have been no official reductions in prices 
on any lines of finished iron and steel during the week, 
the tendency of the market is toward lower values, 
especially on sheets, which are weak and for which 
the new demand is dull, and mills report specifications 
against contracts as very unsatisfactory. On hardly 
any lines of finished iron and steel is the demand large 
enough to thoroughly test prices. New buying is of a 
hand to mouth nature, neither jobbers nor consumers 
have enough confidence in the business situation in the 
near future to place orders ahead. A recent blast fur- 
nace report shows a heavy decrease in pig iron output 
in April over March, and this reflects very clearly the 
general conditions existing in the whole steel trade. 
Probobly at no time since the fall of 1907 has the new 
demand for iron and steel products been as dull as it 
is at present, and the outlook for the next two or three 
months is far from being reassuring. The railroads, 
when they are buying normal requirements in steel 
rails, track supplies and cars, use nearly 40 per cent. 
of all the steel made in this country, are now buying 
practically nothing, and general railroad equipment is 
in a very much run-down condition. Some in the trade 
believe that the railroads are overplaying the game in 
their desire to secure the 5 per cent. freight rate in- 
crease, and that they are hurting their chances with 
the Interstate Commerce Commission of getting this 
increase. On the other hand, the railroads argue that 
earnings have fallen off, and they have not the money 
to buy equipment that is badly needed. 

A visit to several of the leading hardware jobbers 
in this city discloses the fact that business is far from 
being satisfactory, either in the jobbing or retail hard- 
ware trades. Jobbers have fairly heavy stocks of 
goods on hand, but these are not moving out freely. 
The retail hardware dealers report a fair volume of 
business, but the continued cold and wet weather is 
interfering very seriously with new demand for sea- 
sonable goods, such as garden tools, window and door 
screens and other seasonable goods. Traveling men 
are sending in a fair volume of orders to their jobbing 
houses, but these orders are small, both retailers and 
consumers buying only quantities of goods as are 
needed to round out stocks and put them in position to 
take care of their customers. The whole situation is 
probably as unsatisfactory as it can get, but at the 
same time there is a feeling that conditions can hardly 
get any worse and any change must be for the better. 
One fact that looms up very prominently is that crops 
promise to be very heavy this year, and after all the 
farmer who tills the soil is usually the keystone of 
prosperity in this country. With good big crops and 
good prices for grain and other farm products, it is 
bound to be felt and will no doubt bring about an im- 
proved condition in business. The railroads are short 
of motive power, and have allowed it to run down very 
much. Some buying of engines and cars is looked for 
in the near future. 

A serious menace to prosperity in general lines of 
trade is the large number of idle men that have been 
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laid off temporarily or else discharged for lack of 
work. Their purchasing power is pretty well de- 
creased, and this is felt seriously in all lines of mer- 
chandise trade. It is the general opinion that present 
conditions are going to last until July without much 
betterment, and possibly for a longer period. Collec- 
tions are reported only fair, but banks state they are 
overloaded with money which they would be glad to 
lend out to customers, but for which there is very 
little demand. As is always the case when business 
is dull, money is plentiful in banks.’ 

WIRE NAILs.—Makers of wire nails and also jobbers 
report the new demand quiet and only for small lots. 
Specifications against contracts placed several months 
ago are coming in at only a fair rate, and none of the 
wire nail mills is running full, several of them to only 
about 60 per cent. of capacity. On the small amount 
of new business that is being placed, it is stated the 
$1.60 price is fairly well observed. 


We quote wire nails as follows: in carload lots, $1.60 base; 
f.o.b. Pittsburgh, freight added to point of delivery. Jobbers 
charge the usual advances over these prices for small lots 
from store. 

Cut Naits.—The new demand is quiet and only for 
small lots. The expected increase in demand for cut 
nails, especially in the South where they are used more 
than in any other sections of the country, has not come 
about. Cut nail mills report that specifications are 
only fair. 

We qucte nails at $1.60 to $1.65 per keg in carload and 
larger lots to jobbers; carloads to retailers, $1.65, f.0.b. Pitts- 
burgh, terms 60 days, or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 

BARB WIRE.—The new demand is dull and only 
for small lots to round out broken stocks. The selling 
season for barbed wire is practically over, and no in- 
crease in new demand is looked for before the fall 
trade starts. Prices are only fairly strong, and in 
some sections, notably southern Ohio river points, are 
being slightly shaded. 

We quote painted barb wire to jobbers, $1.60 base; galvan- 
ized, $2.00 in carloads to jobbers, usual terms, freight added 


to points of delivery. Jobbers charge the usual advances for 
small lots from stock. 


FENCE WIRE.—The season is pretty well over and 
the amount of new business being placed is relatively 
small. The season was late, the cold wet weather 
lasting longer than usual and very little was done by 
farmers this spring in building new fences. For this 
reason an increased trade in the fall is expected after 
the farmers have harvested their crops and are ready 
to do outside work on their farms. 

Prices in effect are as follows: Annealed fence wire in car- 
load lots to jobbers, $1.40 base; galvanized, $1.80, with the 
usual advances charged to jobbers for small lots from store. 

Tin PLatTeE.—Three or four of the leading tin plate 
makers report that specifications continue very active, 
and they are running their plants to practically 100 
per cent. of capacity. Some new demand has come 
up from consumers, who contracted last fall for their 
year’s supply and find they are running short of cer- 
tain sizes. A still heavier new demand is looked for 


80 








May 14, 1914 


in June, as by that time crop indications will have 
been pretty well defined. Prices are being firmly held, 
and the tin plate trade is the most active in shipments 
and operations of the mills of any of the finished 
lines. 

We quote 100 lb. cokes at $3.30 to $3.40 and 100 Ib. ternes 


at $3.20 to $3.30 per base box f.o.b. Pittsburgh, prices depend- 
ing largely on the size of the order. 


IRON AND STEEL Bars.—The new demand for both 
iron and steel bars is quiet and mostly for small lots. 
Mills report that specifications are only fair and none 
of the concerns making iron and steel bars is running 
full. The new demand for steel bars for reinforcing 
work is more active than for merchant bars. 


We quote steel bars at 1.15c. to 1.20c. and common iron 
bars at 1.30c., f.0.b. makers’ mills, Pittsburgh. Regular ex- 
tras for twisting reinforcing steel bars over the base price are 
as follows: %-in. and over, $1; % to 11/16 in., $1.50; under 
% in., $2.50 per net ton. These extras are not always ob- 
served and mills that roll steel bars from old rails sometimes 
entirely omit them. 


Nuts, BoLTs AND Rivets.—Makers report that the 
new demand is only fair, and mostly for small lots to 
cover current needs. The consuming trade is not buy- 
ing ahead, and specifications on orders are only fair. 
The new demand for rivets is also dull, as none of the 
boiler shops is running full, some of them to only 
about 50 per cent. of capacity. Prices are only fairly 


strong. 
NT ae are ane 80 and 5% off 
Small carriage bolts, cut threads............ 80% off 
Small carriage bolts, rolled threads. ...80 and 5% off 
PS BRET BD 6:06 6 4 6650-008 600% 75 and 5% off 
Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, roiled threads. ..80 and 10% off 
RATS GORGES BOLD «oc ccceéwvicpoce 75 and 10% off 
Machine bolts, c.p.c. & t nuts, small......... 80% off 


Machine bolts, c.p.c. & t nuts, large....75 and 5% off 
Square h.p. nuts, blanked and tapped... .$6.30 off list 
Hexagon nuts $7.20 off list 
C.p.c. and r sq. nuts, blanked and tapped. $6.00 off list 
Hexagon nuts, 5 and larger............ $7.20 off list 


Hexagon nuts, smaller than % in....... $7.80 off list 
Cs. ee See. BRER. ng cowedenccoeeen $5.50 off list 
aa. Sn CI i a ela wie $5.90 off list 


Semi-fin. hex. nuts, smaller than ™% in..85 and 5% off 
Semi-fin. hex. nuts, smaller than 9/16.85, 10 & 10% off 
Rivets, 7/16 x 6%, smaller & shorter. .80,10 &5% off 
Rivets, metallic tinned, bulk........ 80,10 and 5% off 
Rivets, tin plated, bulk............ 80,10 and 5% off 
Rivets, metallic tinned, packages... .80, 10 and 5% off 
Standard Cap SCTCWS .....cccccees 70,10 and 10% off 
Standard set screws.............. 75,10 and 10% off 
SHEETS.—The sheet trade is in very unsatisfactory 
condition, and the opinion is expressed that capacity 
is largely ahead of actual consumption of the country. 
In spite of this, large additions are going to be made 
to the sheet capacity in the near future. The Trum- 
bull Steel Company, Warren, Ohio, has placed con- 
tracts for 10 new hot mills with prominent Pittsburgh 
engineering concern, and the Western Reserve Steel 
Company has just organized with a capital of $600,000 
to build six hot sheet mills at Warren, Ohio. This new 
company will later on absorb the Sykes Metal Lath & 
Roofing Company, Niles, Ohio. The general market 
on No. 28 black sheets is 1.85c., and on No. 28 gal- 
vanized 2.85c. to 2.90c., but in some cases galvanized 
sheets were sold as low as 2.80c. at mill. The market 
on galvanized sheets is weak as prices of spelter are 
lower now than they have been in some years, spelter 
selling below 5c. a lb., the lowest price since 1908. 
Makers’ prices for mill shipment on sheets of U. S. 
Standard gauge, in carload and larger lots, on which 
jobbers charge the usual advance for small lots from 
store, are as follows, f.o.b. Pittsburgh, terms 30 days 
net or 2 per cent. cash discount in 10 days from date 
of invoice: 
Blue Annealed Sheets 
Cents per Ib. 
Se een ee i een me eae oe 1.35 


*o*enernerineeeeeeeneeneeeeeeeeee#s e¢##e#ee#eeee#ee 














Nos. 11 and 12 
Nos. 13 and 14 
Nos. 15 and 16 


Nos. 10 and 11 


*eeseeeweeeenreieee#e#e#eeee#e#kier#etfeee#eee#etee#ee#eee#e#eetkgee#e«e« 


Nos. 15 and 16 
) os. 17 to 21 


Office of HARDWARE AGE, 
Chicago, May 9, 1914. 


| ha the hardware trade there is a growing disposition 
to accept the few favorable indications at their 
face value and to feel better accordingly. The country 
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I ee a ae 1.75 
ey ee Ge oc des db es cw dvwdbees HOc desea 1.80 
nh Mir duce 6 wedeeanéockes +6 babes debe 1.85 
gd an th nd id binned ee earners 1.90 
BT GE awh id cvcead debs oe buc dbenstecumucdds 1.95 
Pele Ee Lo & Rabun s bel cde ds ad ee hee eens ee 2.05 
Galvanized Sheets of Black Sheet Gauge 

Cents per Ib 
a ar Cr es 6 a oes wee 660 cde cbocseeta 1.85 to 1.90 
OE Fee eee ee ee ee ee 1.95 to 2.00 
pg 8 a ee ere aera 1.95 to 2.00 
Ses ek ek ovo sk wt hwo 6b Kc ewectbeas 2.10 to 2.15 
A as , tes ok & he owen ce 2.25 to 2.30 
SI i ie 2.40 to 2.45 
pe lU CFE ee rr ee See yr 2.55 to 2.60 
MN A aS og Seg a So Rae Sas ee oe ee 2.70 to 2.75 
Rs is a whling te oak ond cee aawne 2.85 to 2.90 
a eS ne dane aa 3.00 to 3.05 
DE oo hcde es ab deeb betes tissciine 3.15 to 3.20 


STANDARD PiPe.—lIt is stated that the low discounts 
on steel pipe, steel boiler tubes, line pipe and casing 
recently sent out by the mills are being very well held. 
The new demand for tubular goods is only fair, and as 
a rule mills are running to only about 60 per cent. of 
capacity. The National Tube Company has closed 
down a large mill in the Wheeling district for an in- 
definite period on account of lack of orders. 

The following are the jobbers’ carload discounts on 
the Pittsburgh basing card on steel pipe in effect from 
April 20, 1914, and iron pipe from June 2, 1913, all full 
weight: 


Butt Weld 
teel. Iron. 

Inches Black Galv. Inches Black Galv. 
%, % and %... 73 52% %and \...... 66 47 
SRS er a dae ee a ons 77 , 2 >See 65 46 
ees es 80 71% Dt ien4 deine ens 69 56 

™ < -& : Saeer ree 72 61 
Lap Weid 

jets 6 keow tee 77 68 Se ere ere 45 
ee oe ee 79 70 Dh 4023606006008 67 56 
oe 2 greece 76 San ta oe be canes saben 68 58 
fs. Sa 53 wa  F 2 eee 7 61 

8 a, 70 61 
qT Ur ae wae eck s 68 55 
Reamed and Drifted 
3 @6.o, Bett.«s sé 78 69 | 1 to 1%, butt... 7 59 
Pr 75 66 i Sere: 70 59 
2% to 6, lap.... 77 68 Da- an «ens ee-n 54 43 
i. See a véuewe 65 54 
3 eee 66 56 
2% to 4, lap.... 68 59 


Butt Weld, extra strong, plain ends 


%, 4% and %... 68 57 a Wetter ee 3 52 
a aes ae 7386 B titties: 7 60 

8 3: ear 7 tS 7 
eat ent a 7% 8671 S*and 216....2: 72 63 

Lap Weld, extra strong, plain ends 
Pero rey Tt 74 65 ere 59 
Ban. OO. 4... ctivecie 76 67 A ae Pe 66 58 
Soe GS © scevenai 75 66 ae ee basse Ose 70 61 
a ee. 8 4 41, to : leaidaecéaate 9 60 
> A ee 6 ff & Paar 

ns en3 Aes 58 47 

Butt Weld, double extra strong, plain ends 
peWthekaseue 63 56 ee cs eeeduwseoe 49 
3: per 66 59 C6 Bae sv cewes 60 52 
TPES 68 61 2 and 2%....... 62 54 

Lap Weld, double extra strong, plain ends 
OP reer 64 57 gB Rerrerrerr cy 55 49 
OU Ob Bicaet uns 66 59% | 2% to 4........ 60 54 
GS, OO @ cincads 65 58 4 am Bs adswnce 59 53 
T WS txi-coscecs 58 47 i: Fe So veda awe 52 42 


To the large jobbing trade an additional 5 and 2% per cent. 
is allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BorLeER TUBES.—Discounts to jobbers, in carloads, in 


effect from May 1, 1914, are as follows: 
Lap Welded Steel | Standard Charcoal Iron 


2 “Sheree * 62 {1 ee ed ee os © % ts 
2 if age ceaveaveder 4 3 - = ag FeGedasdswapa rr 
2 and 2 ee ie a ah we dine 
yy” 5 “uppheberee Be ay g Ce eageary 54 
3%, and 4% in......... TE 1S Oe See Wie vswceecse cs 57 
5B and 6 im.......cccecees 65 | 3% to 4% in........... 60 
C@ TS Wit cccctrecacdsaux 62 De OE Milctaehdwdecesds 49 


Locomotive and steamship special charcoal grades bring 


igher prices. 

» pen - and smaller, over 18 ft., 10 per cent. net extra. 

2% in. and larger, over 22 ft., 10 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under to destinations east of the Mississippi River; len 
over 22 ft., and all shipments going west of the Mississippi 
River must be sold f.o.b. mill at Pittsburgh basing discount, 


lowered by two points. 





districts of the Mississippi Valley have been greatly 
benefited by the rains of the past week and the call 
for garden implements has grown apace. Lawn mowers 
and rakes have been moving in a very satisfactory 
way, as well. The trade that is dependent upon build- 
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ing operations continues at a low ebb, but city trade 
in almost all of the branches is making a distinctly 
less favorable showing than country buying. Heavy 
hardware is quiet and “sorting up” orders constitute 
the greater part of the going business. 

WIRE Naiits.—It is rather surprising to what extent 
idleness in one branch of trade affects many other 
trades, even those on first thought not closely allied. 
The slump in the building trades added to the brick- 
makers’ strike has cut down hauling very markedly 
and the blacksmiths have little to do. Sales of horse- 
shoe nails are lighter as a result than they have been 
for a long time. Other types of nails are in but little 
better demand. 


Carloads to jobbers, $1.78 base; carloads to retailers, $1.83 
base; less than carloads to retailers, $1.93 base, all f.o.b. Chi- 


cago. 

BaRB WirE.—Orders for barb wire during the week 
are reported as making a better showing despite the 
advanced season. But little sustained increase can be 
expected without a general turn of all business toward 
a better state of affairs. 





Office of HARDWARE AGB, 
New York, May 12, 1914. 


RADE is still dragging along in a desultory way, 
salesmen not sending in overmuch, and what 
there is seems to shrink, while that coming through 
other channels is light. Merchants are waiting and 
will not stock up, preferring only to order for needs 
and to maintain fair assortments. 

The manager of one representative Eastern estab- 
lishment, retail and wholesale, says that anything 
worse would be laughable. 

Export business is alluded to as encouraging, par- 
ticularly to Europe, Australasia and parts of the 
Orient. 

Branch managers in New York of New England 
factories making standard lines of edge tools report 
light business in their territory, but a much better 
situation at the works handling general trade in the 
United States. 

On the other hand the head of a good Eastern job- 
bing house refers to last month as the best since the 
business was started, aggregating a gain of 10 per 
cent. over April, 1913, which because of special cir- 
cumstances was then good, the total from January 1 
last being a little in excess of the corresponding period 
in 1913. 

A rift in the mercantile clouds is indicated by the 
cabled report of an address by James A. Farrell, presi- 
dent of the United States Steel Corporation, in a 
speech at the annual dinner of the Iron and Steel In- 
stitute, London, in which he is reported as saying “that 
many close observers foresee indications that the iron 
and steel industry is emerging from the unsatisfac- 
tory conditions that have prevailed for some time. 
That there is a better tone to commerce and finance. 
That while prices are now low, production is appar- 
ently not being forced beyond the needs of current con- 
sumption, and despite the bearish news, which is 
chiefly responsible for the apathetic condition of the 
iron and steel markets, consumers are generally pur- 
chasing their current requirements and consumption 
is going on at a fairly good rate.” 

Mr. Farrell, who is practical, competent and far- 
sighted, with exceptionally good opportunities for fore- 
casting, added: “My opinion, based on a careful survey 
of the situation, is that an improvement in trade con- 
ditions is not very far off.” 

This much is reasonably certain, however, that the 
“crop situation is evidently at the peak. The Govern- 
ment production as to estimated yield of winter wheat 
is 630,000,000 bushels and 380,000,000 bushels of spring 
wheat. If this crop was the sole basis for cheerful- 
ness,. although important, it would fall short, but. the 
general outlook for crops generally the country over is 
exceptionally good, and these conditions are great fac- 
tors, the value of which is not debatable. 


NEW ‘YO 


Hardware Age 


Carloads to jobbers, painted, $1.78 base: galvanized, car- 
loads to jobbers, $2.18, f.0.b. Chicago. The regular advance 
to retailers and for small lots. 


FENCE WIRE.—Fencing, particularly garden and 
poultry brands, is holding up very well. Sales of 
steel posts show up exceptionally well. Fabricators 
are still busy and are specifying steadily on their plain 
wire contracts. Some of the independent manufactur- 
ers report their mills six weeks behind in deliveries. 


For fence wire, f.o.b. ee. jobbers, in carloads, an- 
nealed, $1.58; galvanized, $1.98; retailers, carloads annealed, 
$1.63; galvanized $2.03. Retailers, less than carloads, an- 
nea galvanized, $2.18; staples, bright, in carloads 
to pa dy Si. 8; galvanized, $2. 18. Carloads to retailers, 
5c. — with an additional advance of 10c. for less than 
carloa 


LINSEED O1L.—The schedule in effect to-day, f.o.b. 
cars, Chicago, and subject to change without notice, for 
strictly pure old process linseed oil, is as follows: 


Carload lots, raw, 50c.; boiled, 5l1c.; 5 or more barrels, 
raw, 53c.; ed, 54c.; less than 5 barrels, raw, 55c., 
boiled, 57c. 





There must be great latent resiliency and quick re- 
cuperative power in any nation, the physical resources 
of which are officially given as $130,000,000,000, real 
and personal, with a per capita wealth of about $35, or 
$3,417,109,678 of liquid capital in coin, gold and silver 
certificates, national bank notes, etc., backed by the 
credit of the National Government. 


LINSEED O1L.—Linseed oil has been weak, but later it 
firmed up a little. There is barely a seasonable in- 
crease, and trade is far from what it should be at this 
period of the year, although the cold weather has had 
something to do with it, in addition to the general 
dullness. More oil is being consumed now, however, 
than was the case two months ago. 

Linseed oil, raw, city brands, is still quoted nominally at 
54c. ‘per gallon, in 5 or more bbls. and 55c. for less than 
5 bbl. rote but these rates are not strictly maintained. 

State and Western oil, raw, in carloads, is 50c. per gal., 
and less quantities, 51 to. 52c., according to bulk. 

Rope.—The Manila hemp situation continues inactive 
and manufacturers of this material are quite indiffer- 
ent, apparently, the disposition being to mark time and 
await developments. The spring business is better for 
rope, as it always is at this time of the year, with 
vessels and yachts going into commission or getting 
ready to do so, but the trade lacks snap and orders 
are well scanned before being placed, and only in 
moderate volume at that. 

NAVAL StTorES.—There has been a trifle more activity 
for some kinds of naval stores, and the demand has 
improved slightly for spirits of turpentine, both locally 
and in the primary markets. Savannah is higher, not- 
withstanding larger receipts, and buying has been a 
little better by both domestic and export interests. 
Rosins are steady with a moderate inquiry for the vari- 
ous qualities. 

In and about New York, in yard, turpentine is quoted at 
47c. per gal., with occasional concessions of %c. Both job- 
bers and manufacturers are showing a trifle more interest. 

Common to good, strained, in yard, on the basis of 280 Ib. 
per bbl., is quoted at $4.00, and D. grade, $4.30 per bbl. 

WINDow GLaAss.—Trade in window glass continues 
dull and there is at present slight prospect of it being 
better, for some time. Price doesn’t seem to have 
much, if any, bearing on the situation, and lower prices, 
it is said, would not stimulate the trade, because mer- 
chants will not buy for more than actual needs. The 
window glass factories continue to go out of blast, and 
most of them, it is predicted, will be closed down for. 
the summer by May 15, instead of May 29, as decided 
on last fall. In April last year one New York jobber 
and importer says that they transacted 50 per cent. 
more business than they have had this April. 


Nominally window glass is < uoted at 90-20 per cent. dis- 
count.on single thick; and 90-25 per cent. on double thick, 
from jobbers’ lists. 


Wire Naris.—Business in nails is only fair, some 
jobbers saying that April was the best month since 
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September, last, and that May has started out as good 
as April, but that the business is not within 20 per cent. 
of what might be called fairly good trade. April this 
year was not as good as the corresponding month a 
year ago. The prospects were good last January, and 
orders were quite satisfactory, influenced partially by 
the placing of deferred orders and because of starved 
stocks during the last of 1913. 
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Wire nails, out of store, are still on the basis of $1.85 per 
eg. 


Cut NaILs.—The trade in cut nails is uneventful and 
is in about the customary ratio to wire nails, buyers 
specifying as closely as possible, and still be in a posi- 
= to execute the small orders coming in reasonably 
well. 


Cut nails, out of store,.are based on $1.85 per keg. 


SAN FRANCISCO 


Office of HARDWARE AGE, 
San Francisco, May 4, 1914. 
EPORTS on building conditions for the last 
month are not satisfactory. The local record of 
$1,707,064 is about up to the general average, but far 
below the corresponding month last year; while other 
California cities show a marked contraction, Los An- 
geles dropping from over $5,000,000 last year to less 
than $2,000,000. Slight encouragement is offered by 
the record of bank clearings for the month. The little 
spurt in suburban dwelling construction that started 
two months ago has not expanded as was expected, 
but locally there is some activity in class C buildings, 
and the volume of building hardware is fair. 

The high expectations as to crops have undergone 
some revision, and several lines of fruit, notably prunes, 
will be very short. This has retarded business a little 
in some spots, but production in general will still be 
very large, and farm supplies remain among the most 
important factors of this district. 

Mexican conditions may delay the arrival of some 


Personal 


SETH MARSHALL, treasurer of the Marshall Wells 
Hardware Company, Duluth, Minn.; W. H. True, man- 
ager of the tool department of the Portland branch; 
W. Rosebrugh, manager of the tool department of the 
Winnipeg branch and Morton Kawnoy, metallurgist for 
the firm, visited Chicago during the past week and were 
guests of Irving S. Kemp, of the Vaughn & Bushnell 
Mfg. Company, at the Hardware Club. The party is 
making an extensive trip visiting various manufac- 
turers of tools and studying their shop practices with a 
view to selecting lines best adapted to the requirements 
of the firm. From Chicago they went to Rockford, III., 
and thence to St. Louis, from which place they will go 
East. They report business conditions in the North- 
west as extremely good. 


I. S. DILLINGHAM, treasurer and manager of Bigelow 
& Dowse Company, Boston, Mass., was stricken with 
appendicitis recently and was operated on May 4. 
Latest advices are that he has passed through the 
operation favorably and his recovery can be looked for. 


GEORGE W. SIMMONS, vice-president of the Simmons 
Hardware Company, St. Louis, Mo., has been elected a 
member of the board of directors of the St. Louis & 


San Francisco Railroad, generally known as the Frisco 


road. 


Henry T. SmitH, aged 77, for a half-century a hard- 
ware merchant of New Hartford, died at his home in 
Winsted, Conn. He is survived by a widow and seven 
children. 


FRANK L. Cores, of the Coes Wrench Company, 
Worcester, Mass., was recently elected lieutenant 
colonel commanding of the Worcester Continentals. 
Col. Coes was formerly captain of the Third Com- 


pany. 


RALPH J. YEISLEY, who has been connected with the 
office force of the Standart-Simmons Hardware Com- 
pany in Toledo six years, was given merited promotion 
recently when he was transferred to Cleveland to rep- 
resent the firm in that city. Although but 25 Mr. 
Yeisley has proven himself very capable in important 
and responsible positions with the company. 


shipments routed via Tehuantepec; but attention is 
now céntered on the prospect of an early opening of 
the Panama Canal. It has been reported that this 
may take place within the next month, but steamship 
companies are making no promises, and rates are still 
undecided. This causes a feeling of unrest in_ the 
trade, as an appreciable reduction of transportation 
costs is expected, and merchants do not wish to be 
heavily stocked when the change comes. This, as well 
as the trend of prices and the financial situation, pre- 
vents the jobbing trade from buying beyond actual 
necessities, and orders from retailers, though very fair 
in aggregate volume, are individually rather small. 
The retail movement of seasonable goods is slowly 
but steadily gathering headway. Sporting goods of 
all kinds are receiving more attention than before, and 
considerable interest is now shown in camp outfits. 
The tendency toward economy, however, is very preva- 
lent. Collections are still slow, but with some slight 
indications of improvement. The steel trade is very 
dull locally, but more active in the country. 


THE ACCOMPANYING ILLUSTRATION is an excellent 
likeness of Francis H. Glidden, who recently resigned 
the presidency of the Glidden Varnish Company, Cleve- 
land, Ohio, a concern which he has built up into one of 
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Francis H. Glidden, who has resigned the presidency of 
the Glidden Varnish Company 


the most successful business institutions of its kind in 
the country. Mr. Glidden was made chairman of the 
board of directors, an honorary position which he will 
hold as long as he lives. 


THE CHIcAGo OFFICE of the American Rolling Mill 
Company has been removed from 313 People’s Gas 
Building to 1266 People’s Gas Building. 
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Things Worth Knowing About 
Lawn Mowers 


(Concluded from page 64.) 


cut, capable of climbing 25 per cent. grades and 
weighing about 2300 pounds. 

This is a very efficient machine where the magni- 
tude of the work justifies the cost. The rollers, 
which are a part of the mechanism, enables this ma- 
chine to both cut and roll the lawn at one operation. 


Another gasoline mower has recently been intro- 
duced, which is of lighter construction, designed to 
perform a similar service and costs less. 


These engine-driven mowers are especially efficient 
in uneven and hilly country, where a horse would be 
at a disadvantage. 


The horse-drawn lawn mowers are more numerous, 
being made by more than a half-dozen responsible 
manufacturers. These are drawn by one horse, and 
the animal may be shod with lawn boots of leather 
to prevent injury to the lawn when the ground is 
soft from excessive moisture. 


Lawn Rollers 


Lawn rollers are a necessary accessory, made in 
a great variety of sizes for both hand and horse 
power, having rollers in one or several sections, ac- 
cording to width. The rollers are made in sections, 
usually of cast iron, according to width, which facil- 
itates the process of turning. 

There are also water ballast lawn rollers, with 
roller bearings, made with a sheet steel drum, one 
of which weighs 125 pounds empty and 500 pounds 
filled with water. 


Lansing Company Has Birthday 


A HARDWARE exhibit was made by the Lansing 
Hardware Company, Scranton, Pa., to com- 
memorate its fifteenth anniversary, and consisted 
of the presence of representatives of 15 well known 
manufacturers of hardware, who explained the na- 
ture of the articles displayed in relation to their 
application. | 

The ground floor of the establishment was at- 
tractively decorated and the manufacturers’ booths 
were arranged in the center of the floor space. 
While the staff of employes handled the daily trade, 
the manufacturers’ agents exploited their respec- 
tive wares. Orchestral music was one of the fea- 
tures each day of the celebration. 

The exhibitors were the Carborundum Company, 
Coldwell Lawn Mower Company, F. A. Rolling Com- 
pany, Standard Paint Company, Central Oil & Gas 
Stove Company, Toledo Fireless Cooker Company, 
Henry Disston & Sons Company, Revere Rubber 
Company, Landers, Frary & Clark, Grand Rapids 
Refrigerator Company, Scranton Stove Works, 
Acme Lead & Color Works, Pittsburgh Steel Com- 
pany and the Stanley Rule & Level Company. 


THERE: PROBABLY IS No HARDWARE MAN in the 
country who is watching the scores of the Detroit base- 
ball team more closely than W. H. Pipp of Grand Rap- 
ids, Mich., who travels for the Columbian Enameling 
& Stamping Company of Terre Haute, Ind. Mr. Pipp 
has a son, who has just “made” the Detroit team and 
Mr. Pipp is anxiously watching his efforts in big 
league company. Mr. Pipp is an old-time traveler, 
having been on the road continuously for twenty-six 
years. He is a familiar figure at hardware conven- 
tions. Mr. Pipp is a brother of C. E. Pipp, a hardware 
merchant at Otsego, Mich. 
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Identification of a Scissors Label 


ie accompanying reproduction of a label or 
paster, was taken from a pasteboard box about 
15 x 8 x 6 inches in dimensions, supposed to have 





Reproduction of label on cutlery box 


contained scissors originally, barbers’ perhaps, and 
it may be of Italian manufacture or possibly made 
in Salingen, Germany, or elsewhere for export into 
Italy. Or the goods may have originated abroad 
for importation into the United States, it is sur- 
mised, for sale through Italian or other merchants. 

The label, full size, is about 412 inches wide, 
printed principally in vermilion (or red) with fig- 
ured parts in dull gold and the stippled portions in 
a speckled black background. 

One of the reasons given us by the authorities 
for this inquiry is to assist the New York police, 
for purposes of identification, in connection with a 
recent raid, where cutlery, hardware and miscel- 
laneous goods were recovered. The capture in- 
cluded articles bearing this label, so far not traced 
with sufficient certainty. 

There are other reasons of greater importance 
than appears here on the surface for seeking to 
trace definitely this label to a source in the United 
States, particularly, or anywhere abroad. 

Any merchant or clerk recognizing this label, 
which as shown is about three-quarters actual size, 
of the peculiar style of scissors, will perform a dis- 
tinct service to the state by communicating with 
HARDWARE AGE or Detective L. J. Campomenosi, 
Thirteenth Detective Division, Staten Island, Bor- 
ough of Richmond, New York. 


THE GREAT SACHEM OF THE ORDER OF EEH-NIS-KIM 
has issued a call to the 4000 braves and medicine men 
of the mysterious organization of hardware men, an- 
nouncing that the annual camp, on the banks of the 
historic Niagara River, will be opened Monday, June 
27, and will close the last day of August. The Order 
of Eeh-Nis-Kim is an organization of good fellows and 
good Indians founded by the members of the sales- 
force of the Carborundum Company. Any hardware 
dealer or salesman is eligible to membership. 


E. L. SoMMERS, 7105 South Chicago avenue, Chicago, 
has disposed of his stock of hardware by auction and 
will retire from the hardware business. Mr. Sommers 
has been identified among the retailers of Chicago for 
the past 21 years. It is understood that he will devote 
his time to real estate in the future. 
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REFRIGHRATOR PAN PATTERN 


Hardware Age Sheet Metal Expert Shows How to Make Them 
By A. F. MUELLER 
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Pattern for refrigerator pan 


HESE pans are used under refrigerators to 
= catch the water or drip from the melted ice 
and are usually made round or cylindrical. 
In special cases they are made square or rectangular 
and their hight is a little less than the distance from 
the bottom of the refrigerator trap to the floor, so 
they can be easily removed when they are full. The 
material used is galvanized iron and should not be 
less than 26 gauge. The diameter of the round ones 
is 14, 16 and 18 inches and about 6 inches deep. 
Fig. 1 shows the plan below the wire and this is 
also the net pattern for the bottom, to which seam- 
ing allowances must be added. Space one-fourth of 
this circle into a line a number of equal parts and 
place twice these spaces on a straight line, as 





d-h-d in Fig. 7. From d and d draw perpendicu- 
lars and a line parallel with d-d and a dis- 
tance away, equal to the net hight of the pan. 
This will then be the net half pattern for the 
body, which on account of the great circumfer- 
ence is made in two pieces. Material is added 
on the ends for a grooved seam, a section of the 
seam being shown in Fig. 8, on the lower edge for 
a double seam to the body, and on the upper edge 
for a wire. This wire should be very heavy to thor- 
oughly stiffen the top. 

The handles or lifts are a very important feature 
of the pans and should be made stationary and not 
folding like a wire oval handle or a cast boiler 
handle. They can be made of any design that will 
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give a good hand hold, and in the drawings they 
are made of parts of cylinders, which will simplify 
developing the pattern. Two general styles are 
shown in Fig. 2, of which the one on right is the 
simpler and easier to make as it has but one curved 
edge. K in Fig. 5 shows the part cut from a cylinder 
to correspond to the right lift, and J in Fig. 6 the 
: ay of a cylinder to correspond to the lift on the 
eft. 

Draw a part of the plan and elevation that will 
be intersected by the lift and on the extended center 
line of the plan describe a half circle whose diameter 
is about four and a half to five inches, as A, and 
space half of A (either half, as the right and left 
halves of the lift are equal) into a number of equal 
spaces and from the points draw lines parallel with 
the center line to intersect the part plan or circle. 
These intersections will then be points on the miter 
line or line of intersection between the pieces. In 
the elevation draw a line at an angle of forty-five 
degrees, as d-d’, and a line at right angles from d’. 
From some point in this line and the same radius 
as in A describe a half circle and space it in the 
Same way as A and from the points draw lines in- 
definitely into the elevation, which lines, when inter- 
sected by lines drawn at right angles to the center 
line of the plan from the miter line points will locate 
these miter line points in the elevation. Connecting 
these points and drawing a line from a at right 
angles to d-d’ will result in the elevation of the lift 
in which all the lines will show in their true lengths. 

Extend the line a-o and place on it twice the 
spaces in the quarter circle a’-d’ so that the point d 
will be in the middle and from the points draw in- 
definite lines and to these lines project, at right 
angles to d-d’ the miter line points having corre- 
sponding letters. As d is projected to line d, ¢ is 
projected to line c, etc. Connecting the points thus 
located will produce the net pattern for the lift as 
shown in Fig. 3. A wiring edge is added, as shown 
by the dotted line, and a riveting edge must be 
added which is pushed up under the wire of the 
body at the top of the lift. 

The miter line for the lift at the left is found in 
the same way as for the lift just developed and the 
bottom line z-r is drawn to suit the workman and 
then the pattern is developed in the same way as in 
Fig. 3 and is shown in its net outline in Fig. 4. 
There is, however, a slight difference in the stretch- 
out, which is taken from D, and consists of two sets 
of spacings, 1 to x instead of from 1 to 4. 72 is 
located by projecting x in the elevation to the pro- 
file D. 

If for any reason the plan of the lift is to be 
shown in the drawing, it. would be developed by 
vertically projecting the points on the lower edge of 
the lift to corresponding lines in the plan and con- 
necting the interesctions will produce the plan as 
shown at N. 

Fig. 10 is a general view of a square pan and the 
lift is developed from the elevation, the plan not 
being needed, as the lift intersects a flat surface. 
The method of development is the same as described 
above for either style of lift. 

The body seams are double seamed but may be 
riveted and a section of the seam is shown at Fig. 
9. Fig. 11 is the half pattern for the body in which 
twice as much material is added on one end, as E, H, 
than on the other end, as F, J. The corners are cut 
off from the wiring allowance at E, G and F, so 
that there will not be a gap between the wire and 
the material folded around the wire. 

The bottom is double seamed to the body and a 
section of the seam is shown at Fig. 9. Fig. 12 
shows one corner of the bottom pattern with the 
seaming allowance added. 


Hardware Age 


As refrigerator pans are out of sight under the 
refrigerator it is a difficult matter to tell when they 
are full enough to be emptied and when they are so 
full that they are running over it is difficult to 
empty them without spilling a part of the water. 
Sometimes a little tell-tale pipe is attached, as is 
shown at M, and then when the water comes through 
this pipe it is time to empty the pan. This pipe is 
located about an inch below the top of the pan, is 
about three-quarters of an inch long and three- 
eighths of an inch in diameter. When removing 
the pan, place the fore finger over the end of the 
pipe, which will prevent spilling any of the water. 


Heating Concern Changes Name 


HE name of the Peck-Williamson Heating & 
Ventilating Company, Cincinnati, Ohio, has 

been changed to the Williamson Heater Company. 

In its announcement to the public the company 
calls attention that it was organized 25 years ago, 
and in the first stages of its existence, only con- 
tracting work was done-in the heating and venti- 
lating line. About 10 years later the company be- 
gan manufacturing heating and ventilating appa- 
ratus, and while it has continued its contracting 
business in Cincinnati and vicinity the manufac- 
ture of heaters and heating equipment for the 
wholesale trade is now its principal business. 

Another matter called attention to in the com- 
pany’s notice is that no one by the name of “Peck” 
has been connected with the company for several 
years, and as other firms in Cincinnati are oper- 
ating under firm titles containing this name, con- 
siderable confusion resulted. 


Albrecht Company Is Sold 


1 Mepesereaees YARNELLE & CO., of Fort Wayne, 

Ind., have bought out the stock, good will and 
entire business of the Chas. H. Albrecht Company, 
of Cincinnati, Ohio. The Albrecht Company has 
been jobbers and manufacturer’s agent of vehicle 
supplies for nearly forty years in Cincinnati, and 
has built up a very large and exclusive trade with 
the carriage and automobile manufacturers. It has 
specialized on carriage and automobile cloths, car- 
pets, whipcords, bedfords and leathers. 

The entire stock of the Albrecht Company will 
be moved to the warehouses of Mossman, Yarnelle 
& Co., at Fort Wayne and consolidated with that 
establishment. All orders and contracts as made 
by the trade with the Chas. H. Albrecht Company 
will be carefully carried out in every particular 
by Mossman, Yarnelle & Co. 


New Policy for Turner & Seymour 


dé tere Turner & Seymour Mfg. Company of Tor- 
rington, Conn., manufacturers of upholstery 
and housefurnishing hardware, has appointed the 
Messrs. J. C. McCarty & Co.,, 29 Murray street, 
New York City, as general selling agents for the 
United States and Canada. 

The company, perhaps the oldest manufacturer in 
its line in the country, has recently added to its 
plant and purposes to still further specialize in and 
concentrate upon the product which has earned 
them an enviable reputation. 

The present selling arrangement has been en- 
tered upon with a dual motive: that is to permit the 
manufacturing end of the business to give undi- 
vided time and attention to the product while ac- 
cording their customers the advantage of a per- 
fectly equipped and thoroughly organized sales 
service. 
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eerless Wrought Steel Screen 
angers and Fasteners 


















Cut full size. 
No. 1725. 











Cut half-size. No. 1724. 











OPEN. No. 1726. LOCKED. 





"THERE is no question about the superior 


advantages of ‘Peerless’? Hangers and Fast- 
eners. Sell them to your customers and their screen 
difficulties will disappear. | 


No. 1724 “Peerless’’ Screen Hanger, for full length 
screens. Particularly useful in warm climates, where 
storm sash are not used. 





No. 1725 “Peerless” Half Screen Hanger, for half 
length screens. Solves all the old time screen prob- 
lems. Screens are quickly hung and will swing open 
easily, instead of sticking and jamming tight, as so 
often happens with old fashioned sliding screens. 
































No. 1726 ‘Peerless’? Rotary Fastener, for stationary outside windows, window 





screens, cellar window sash or screens, outside swinging casement sash, shutters, 


etc., fastened either on the sill or the side. 


Locks the window or screen securely, 


the position of the latch indicating at a glance whether or not the window 


is locked. 


Have you seen our circular telling all about ‘Peerless’ Hangers and Fasteners? 
A card asking for circular ‘““W"’ will bring one by return mail. 
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NEW BRITAIN 


Canadian Representative: A. Macfarlane & Co., Montreal 


NEW YORK. 
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CONNECTICUT. 


GILIASSS ALLEL Fh Yt A: 


CHICAGO 





See Our Box Strapping Advertisement on Page 45 














NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Lumley-Denly Door Stops 


The Lumley-Denly Company, Cleve- 
land, Ohio, is bringing out a line of 
patent seamless metallic door stops, 
which are claimed to be the only ones 

















The Lumley-Denly door stop 


on the market made of seamless metal 
and with screws that extend clear 
through the knob. The screw extends 
from the rubber tip through the knob 
and into the wood, bringing all strain 
on the screw endwise. The screws are 
3% inches long. The seamless bodies 
are drawn from one piece of metal. 
The bases are seamless and made so 
they cannot cut into the wood. The 
rubber tips are the best quality and 
are vulcanized to the head of the 
screw. 

The stops are furnished in any fin- 
ish wanted on steel, bronze or brass. 
The company’s sales ofiice has recent- 
ly been removed from 419 Frankfort 
avenue to 824 Columbia Building, 
Cleveland. C. T. Denly is sales man- 
ager. The plant is at Ashtabula, 
Ohio. 


Hook for Measuring Tapes 


This hook, when attached to the 
first end of a steel measuring tape 
enables one person to :take long as 
well as short measurements readily, 
while ordinarily two people are re- 
quired; one at each end of the tape. 

This is a new: article just put out 
by the Lufkin Rule Company, Sagi- 
naw, Mich. It is a_ substantial, 
nickel plated hook with serrated face, 




















Hook for measuring tapes made by the 
Lufkin Rule Company 


and is designed so that it can be in- 
stantly attached to the first end of 
%-inch or %-inch wide steel tapes. 
The hook grips the end of the article 
to be measured, and is so constructed 
that when attached to the first end 
of any regular tape measuring from 
the end of the ring, the zero point 
falls exactly at the inside of the hook 
so that measurements obtained are 
accurate. The hook can be as readily 
detached as attached to tapes, in no 
way interfering with the use of the 
tape in the regular manner. 


“Tdeal” Milk Pail Holder and 
“Ever Ready” Bag Holder 


The Badger Mfg. Company, Two 
Rivers, Wis., has placed on the mar- 
ket two new products, the “Ideal” 
milk pail holder and the “Ever 
Ready” bag holder, which we illus- 
trate and describe. 

Instead of the pail being held be- 
tween the knees of the milker when 
the cow is being milked, the “Ideal” 


' milk pail holder, which is made of 


steel, holds the pail rigid and in the 
correct position. 

The “Ever Ready” bag holder is 
adjustable, and can be raised or low- 




















The “Ever Ready” bag holder is shown 
at the top of the cut, the.“Ideal’ milk 
pail holder below 


ered. It is for use in orchards, po- 
tatoe fields, granaries, and wherever 
bagging is done. 

Prices on the “Ideal” milk pail 
holder and the “Ever Ready” bag 
holder will be furnished by the com- 
pany to the trade on application. 


THE IVER JOHNSON’S ARMS AND 
CycLE Works, Fitchburg, Mass., 
issues a new series every year of 
electros to its agents free of charge, 
featuring the same subjects which are 
used for its bicycle advertising in the 
large national magazines. The com- 
pany claims that this method of re- 
producing the same advertisements in 
national publications and in local 
newspapers drives home the message 
of Iver Johnson quality with doubled 
power. The 1914 series is now ready 
and will be sent to dealers upon ap- 
plication. : 


THE WESTERN WHEELBARROW MFG. 
CoMPANY, South Fort Smith, Ark., 
has been reorganized and has in- 
creased its capital stock. The com- 
pany has been 10 years in business. 
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Adjustable Engineers’ 
Wrench 


The Billings & Spencer Company, 
Hartford, Conn., has added a new ad- 
justable engineers’ wrench, Model F, 
which embodies the advantages of a 

















Adjustable engineers’ wrench made by the 
Billings & Spencer Company 


22% degree solid machine wrench to- 
gether with the adjustable feature. 

It can be used wherever a solid 
wrench is used. Its compact design 
and thin jaws make it a practical 
wrench for automobile, gas and steam 
engines, motorcycles, motor boats, 
etc. 

It is made of drop forged steel 
throughout, specially heat treated. It 
is finished in black lacquer with 
polished head. It is made in 6, 8, 
10 and 12 inch sizes. 


“Vandor” Vanadium Car- 
penter’s Hammers 


The Van Doren Mfg. Company, 
Chicago Heights, Ill., has extended 
the range of sizes and patterns of its 
“Vandor” vanadium carpenter’s ham- 
mers. 

These hammers can now be ob- 
tained in the following sizes: Stand- 
ard, No. 21%, 16 ounce, A. E. nail 
hammer; general purposes, No. 22, 13 
ounce, A. E. nail hammer; finishing, 
No. 22%, 10 ounce, A. E. nail ham- 
mer; ripping, No. 721%, 16 ounce, 
A. E. nail hammer. 

Each one is identical in general out- 
line with the original No. 21%, and is 
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“Vandor”’ vanadium carpenter’s hammer 


packed in individual craft cartons 
with numbered guarantee tag at- 
tached. 

With an order as small as a half 
dozen the Van Doren Mfg. Co. will 
supply its well known display, illus- 
trating the perfect bite in the claw 
of these tools. 

The “Vandor” catalog for 1914 is 
ready and will be mailed to any dealer 
free on request. Address Depart- 
ment 151. 
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No. 221 
R-W Advance 
Parlor Door Hanger 
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| Saves Wear on Doors 


R-W hung sliding doors last longer 
1 a than swinging doors. The weight is 
suspended from the proper place—the 
top—not the side. They do not dam- 
age themselves or the furniture or walls 
when open. They are noiseless, aid 
home arrangement—popular all over 
the world. 


No. 221 is designed for the best 


homes, but we have “‘a hanger for any 
door that slides.”’ 








Richards Wilcox 


=) AURORAILLUSA. 


Richards-Wilcox Canadian Co., Ltd. 
London, Ont. 


=a MANUFACTURING Co. f= 
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Improvement in Goulds’ 
Fig. 1018 Pumps 


The Goulds Man- 
ufacturing Com- 
pany of 36 West 
Fall street, Seneca 
Falls, N. Y., is now 
furnishing its well- 
known Fig. 1018 
No. 4 lift pumps 
with the bottom at- 
tachment of the cyl- 
inders fitted with 
white bronze valve 
seats instead of iron. 

The change has 
been made to pre- 
vent the leakage 
which is often 
caused by iron valve 
seats becoming rust- 
ed and pitted, there- 
by preventing the 
valve from seating 
accurately. Being 
raised and rounded, 
as shown in the il- 
lustration, the new 
seat will readily 
free itself of any 
foreign substance 
which might get 
caught under the 
valve. 

The bronze valve seat will also re- 
sist the action of slightly acid water. 
By preventing the rough wearing 
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Goulds’ Fig. 1018 
lift pump 





























White bronze valve seat now furnished 
with Fig. 1018 lift pump made by the 
Goulds Mfg. Company 


edges caused by rust and corrosion, 
common with iron seats, the bronze 
seats give longer life to the valve 
leathers and minimize the amount of 
valve trouble. 

Fig. 1018 pumps fitted with bronze 
seats are sold at the same price as 
formerly charged for those with iron 
seats. 


The “Comfy” Light 


A light fixture which carries all of 
the advantages of the permanent desk 
lamp, or the more expensive reading 
lamp, to all parts of the home, and 
which may be instantly attached to, 
or removed from, any piece of furni- 
ture, placed in any position, anywhere, 
is the product of the Comfy Light 
Company, 606 Marquette Building, 
Chicago, Ill. 


The equipment consists of a shade. 


similar to that of a desk light, pro- 
vided with a patent clip which can be 
attached anywhere, and with eight 
feet of cord, which enables the user 
to attach it to a socket in the center 


of a room and use the lamp in any 
corner. 

It may be carried anywhere and 
used in a hundred different ways—by 
a man when shaving, by a woman 
over the dressing table in her home, 

















The “Comfy” light 


over a sewing machine, as a reading 
lamp for the bed or in the sick room 
‘by turning the shade so that the light 
is reflected by the ceiling, keeping the 
glare from the patient’s eyes. In the 


‘ garage it may be carried under the car 


and attached so as to allow the use of 
both hands, and at the same time se- 
cure a strong light where needed. It 
is pointed out. by the manufacturer 
that the fixture will soon pay for it- 
self in the saving of current; one 
“Comfy” lamp giving more light than 
a number of bulbs placed at a distance 


from the user. 


The cord is equipped with a special 
“‘push-in” socket, made to fit all sock- 
ets that take ordinary filament or 
tungsten bulbs, which enables it to be 
connected instantly. 


Post Card Brackets 


The Niagara Falls Metal Stamping 
Works of Niagara Falls, N. Y., is 
placing on the market.a handy little 
device which it calls a post card 
bracket, a full size illustration of 
which appears herewith. 

The brackets are made of either 
brass or tin, the brass being either 
bright or oxidized. They are punched 
with a hole for attaching to the wall 
or any flat surface and are corru- 
gated over the bends, which makes 
them stiff and serviceable, and at- 
tractive in appearance. They are 
used for displaying souvenir post 
cards, two at the bottom and one at 
each end forming a pocket that holds 
the cards securely while displaying 
them to advantage. 

They are also found to be useful 

















Niagara Falls post card bracket 


for a great many other purposes, in 
offices and elsewhere, for holding 
memoranda, cards, sheets, tickets, etc. 
The manufacturer will be glad to send 
a sample to any interested dealer on 
request, together with Leaflet 55-H. 
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Bley Adjustable Steel Miter 
Gauge 


For efficient service and compact 
form, the Bley adjustable miter 
gauge, patented, made by C. E. Jen- 
nings & Co., 71-73 Murray street, 
New York City, will be an addition 
to any workman’s kit or tool box. 

Advantages over the average miter 
box are guaranteed in accuracy and 
the little space required. The length 
is 11% inches, the protractor is only 
3 inches high. The weight complete 
is but 12 ounces. 

The Bley gauge is made of sheet 
steel 1-16 inch thick, machine finished 
or nickel plated. A positive angle 
may be quickly found in multiples of 
5 degrees from 0. to 90 degrees 
equally well on either side, thus cov- 
ering an entire circle of 360 degrees 
by reversing it. 

The illustration shows the movable 
arm set at 45 degrees. It may be used 
for any purpose, from determining 
the angular cut of a miter on a small 
molding to a girder one foot square 
or over. The gauges, for protection 
to the surface until they reach the 














Bley adjustable sheet steel miter gauge, 
patented 


consumer’s hands, are covered with a 
water proof preparation, easily 
rubbed off, which is a rust preventive. 
They are neatly packed singly in 
double pasteboard boxes. 


Combination Counter and 
Nail Bin 


The Columbia Hardware and Fur- 
niture Company, Ltd., Columbia, La., 
has brought out a new combination 
counter and nail bin, made either with 
a solid base or with legs. 

The combination counters can’ be 
built any length required. The ones 
on the market now are from 8 to 12 
feet long, and each bin will hold one 
and one-fourth kegs of nails. 

One section of the top of the com- 
bination counter is connected with in- 
visible hinges by which means the 
operator can lift the section and put 
the nails in the different bins. When 
the nails are in their places the sec- 
tion portion is dropped down, and the 
counter appears simply as a wrapping 
counter. 

At the back of the counter there 
is a dial faced scale, which is placed 
on top of a board. Underneath this 
board is a set of four ball-bearing 
rollers, and a guide track, which keeps 
the scale in line with the bins. The 
scale board is also equipped with a 
paper bag holder carrying four sizes 
of paper bags. 

The top or bin portion of this coun- 
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Improvement in Goulds’ 
Fig. 1018 Pumps 


The Goulds Man- 
ufacturing Com- 
pany of 36 West 
Fall street, Seneca 
Falls, N. Y.; is now 
furnishing its well- 
known Fig. 1018 
No. 4 lift pumps 
with the bottom at- 
tachment of the cyl- 
inders fitted with 
white bronze valve 
seats instead of iron. 

The change — has 
been made to pre- 
vent the leakage 
which is often 
caused by iron valve 
seats becoming rust- 
ed and pitted, there- 
by preventing the 
valve from seating 
accurately. Being 
raised and rounded, 
as shown in the il- 
lustration, the ‘new 
seat will readily 
free itself of any 
foreign substance 
which might get 
caught under the 
valve. 

The bronze valve seat will also re- 
sist the action of slightly acid water. 
By «preventing the rough wearing 
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Goulds’ Fig. 1018 
lift pump 























White bronze valve seat now furnished 
with Fig. 1018 lift pump made by the 
Goulds Mfg. Company 


edges caused by rust and corrosion, 
common with iron seats, the bronze 
serts give longer life to the valve 
leathers and minimize the amount of 
valve trouble. 

Fig. 1018 pumps fitted with bronze 
seats are sold at the same price as 
formerly charged for those with iron 
seats. 


The “Comfy” Light 


A light fixture which carries all of 
the advantages of the permanent desk 
lamp, or the more expensive reading 
lamp, to all parts of the home, and 
which may be instantly attached to, 
or removed from, any piece of furni- 
ture, placed in any position, anywhere, 
is the product of the Comfy Light 
Company, 606 Marquette Building, 
Chicago, Iil. 


The equipment consists of a shade» 


similar to that of a desk light, pro- 
vided with a patent clip which can be 
attached anywhere, and with eight 
feet of cord, which enables the user 
to attach it to a socket in the center 


of a room and use the lamp in any 
corner. 

It may be carried anywhere and 
used in a hundred different ways—by 
a man when shaving, by a woman 
over the dressing table in her home, 
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The “Comfy” light 


over a sewing machine, as a reading 
lamp for the bed or in the sick room 


‘by turning the shade so that the light 


is reflected by the ceiling, keeping the 
glare from the patient’s eyes. In the 


' garage it may be carried under the car 


and attached so as to allow the use of 
both hands, and at the same time se- 
cure a strong light where needed. It 
is pointed out by the manufacturer 
that the fixture will soon pay for it- 
self in the saving of current; one 
“Comfy” lamp giving more light than 
a number of bulbs placed at a distance 
from the user. 

The cord is equipped with a special 
“‘push-in” socket, made to fit all sock- 
ets that take ordinary filament or 
tungsten bulbs, which enables it to be 
connected instantly. 


Post Card Brackets 


The Niagara Falls Metal Stamping 
Works of Niagara Falls, N. Y., is 
placing on the market.a handy little 
device which it calls a post card 
bracket, a full size illustration of 
which appears herewith. 

The brackets are made of either 
brass or tin, the brass being either 
bright or oxidized. They are punched 
with a hole for attaching to the wall 
or any flat surface and are corru- 
gated over the bends, which makes 
them stiff and serviceable, and at- 
tractive in appearance. They are 
used for displaying souvenir post 
cards, two at the bottom and one at 
each end forming a pocket that holds 
the cards securely while displaying 
them to advantage. 

They are also found to be useful 




















Niagara Falls post card bracket 


for a great many other purposes, in 
offices and elsewhere, for holding 
memoranda, cards, sheets, tickets, etc. 
The manufacturer will be glad to send 
a sample to any interested dealer on 
request, together with Leaflet 55-H. 
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Bley Adjustable Steel Miter 
Gauge 


For efficient service and compact 
form, the Bley adjustable miter 
gauge, patented, made by C. E. Jen- 
nings & Co., 71-73 Murray street, 
New York City, will be an addition 
to any workman’s kit or tool box. 

Advantages over the average miter 
box are guaranteed in accuracy and 
the little space required. The length 
is 11% inches, the protractor is only 
3 inches high. The weight complete 
is but 12 ounces. | 

The Bley gauge is made of sheet 
steel 1-16 inch thick, machine finished 
or nickel plated. A positive angle 
may be quickly found in multiples of 
5 degrees from 0. to 90 degrees 
equally well on either side, thus cov- 
ering an entire circle of 360 degrees 
by reversing it. 

The illustration shows the movable 
arm set at 45 degrees. It may be used 
for any purpose, from determining 
the angular cut of a miter on a small 
molding to a girder one foot square 
or over. The gauges, for protection 
to the surface until they reach the 














Bley adjustable sheet steel miter gauge, 
patented 


consumer’s hands, are covered with a 
water proof preparation,’ easily 
rubbed off, which is a rust preventive. 
They are neatly packed singly in 
double pasteboard boxes. 


Combination Counter and 
Nail Bin 


The Columbia Hardware and Fur- 
niture Company, Ltd., Columbia, La., 
has brought out a new combination 
counter and nail bin, made either with 
a solid base or with legs. 

The combination counters can’ be 
built any length required. The ones 
on the market now are from 8 to 12 
feet long, and each bin will hold one 
and one-fourth kegs of nails. 

One section of the top of the com- 
bination counter is connected with in- 
visible hinges by which means the 
operator can lift the section and put 
the nails in the different bins. When 
the nails are in their places the sec- 
tion portion is dropped down, and the 
counter appears simply as a wrapping 
counter. 

At the back of the counter there 
is a dial faced scale, which is placed 
on top of a board. Underneath this 
board is a set of four ball-bearing 
rollers, and a guide track, which keeps 
the scale in line with the bins. The 
scale board is also equipped with a 
paper bag holder carrying four sizes 
of paper bags. 

The top or bin portion of this coun- 
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Back view of the combination counter and nail bin, showing the movable scale 


ter is ten inches wider than the base, 
which allows the scale to travel 
directly under the nail bins. The 
operator rakes the nails toward the 
opening, and they fall straight down 
into the nail scoop and are weighed 


automatically. Label holders below - 


the bin openings show the kind and 
size of nails in the bins. 


Apex Electric Vacuum 
Cleaner 


A mumber of advantages are 
claimed for the Apex electric vacuum 
cleaner that is being placed on the 
market by A. N. Grey, general sales 
agent for the Apex Electrical Mfg. 
Company, Marshall Building, Cleve- 
land, Ohio. The cleaner is equipped 
with a Fort Wayne Electric Works 
motor constructed especially for the 
purpose, having phosphor bronze 
bearings and requiring oiling but once 
every thirty or sixty days. The fan is 
of cast aluminum 4 inches in diam- 
eter, driven at the high speed neces- 
sary to secure efficiency. The suction 
nozzle is 12 inches long and % inch 
wide and is divided in the center by 
a diamond shaped hole, this construc- 
tion making it possible to secure the 
maximum suction at every point of 
the nozzle opening. Two fiber wheels 
3 inches in diameter, located between 
the nozzle and fan case permit con- 
venience in moving the cleaner about 
without any danger of polished floors 
being scratched. 

The caster in the rear is on a swivel 
and can be raised or lowered to obtain 
the proper nozzle adjustment on the 
carpet. There is a specially construct- 
ed fiber switch at the top end of the 
handle. A single clamp at the top 
end of the bag permits the quick re- 
moval and replacement of the bag. 
The device connecting the bag and the 
machine is simple and non-leaking. 

The bristle brush furnished with the 
machine can be instantly attached to 
clean up thread, hair, etc., that do not 
yield to the suction. The cleaner 
needs but 6 inches clearance under 
furniture. The various special tools 
are easily applied without taking the 
cleaner to pieces. 


Richards-Wilecox Wire Cloth 
Machine 


There is no stock carried by the 
trade that is so hard to handle as wire 
cloth. Every time a customer comes 
in for screen wire it takes the whole 
force to wait on him, and generally 
he helps wait on himself. 

With the machine made by the 


- Richards-Wileox Mfg. Company, Au- 


rora, Ill., the screen wire business 
can be placed on a paying basis. It 
shows the different sizes in stock, and 
wire can be measured, cut, rolled up 
and tied without removing the orig- 
inal roll from the rack. 

The measuring and cutting table is 
adjustable to any shelf, and locks 
automatically. The measuring device 
is movable and operates any width 
of cloth, and is accurate on any mesh 
wire cloth. It is made in four sizes 

















The Richards-Wilcox wire cloth machine 


and will handle any width of wire 
up to forty-eight inches. 

The use of the wire cloth machine 
saves at least 60 per cent. of time in 
waiting on each customer, the com- 
pany claims, and saves floor space and 
wire cloth, for the machine cuts 
straight. 


National Cash Registers 


Hardware merchants’ frequently 
ask if there is any mechanical process 
by which they can classify their sales 
in order to know the amount of goods 
sold in each department of their busi- 
ness, and the amount sold by each 
clerk. 

To meet these requirements, as 
well as many others in the. retail 
hardware business, the National Cash 
Register Company, of Dayton, Ohio, 
is featuring Class 500 National Cash 
Register. 

This Class 500 register gives the 
hardware merchant a constant check 
on his business. It tells him to the 
minute just what has been done in the 
various departments, and just how 
much has bene done by each clerk. 
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It tells him at a glance the amount, 
right up to the minute, of his cash 
sales, his charge sales, the money re- 
ceived on account, and money paid 
out. 

Suppose, for instance, that a certain 
clerk sells a set of tools for cash. 
This clerk is designated as clerk 
“A,” and the “A” key and the “A” 
drawer of the cash registers are for 
his exclusive use. On one of the 
“banks” of the cash register are nu- 
merous name plates, one above the 
other, on which are classified the di- 
visions of the business, such as 
“Tools,” “Cutlery,” “Seeds,” “Imple- 
ments,” etc., etc. Therefore, when 
clerk “A” makes a cash sale of tools 
he moves the pinch lever on the cash 
register to a point opposite the word 
“Tools.” He then depresses the reg- 
istering keys representing the amount 
of the sale, and then he depresses the 
key bearing the initia] “A.” 

The cash register will not operate 
until the initial key is depressed. 
This forces the clerk to sign his 
name to the transaction. 

The real and lasting benefit which 
the merchant derives from this is 
that a complete record of the trans- 
action is printed, with indelible ink, 
and under lock and key, on the inside 
of the register. All the sales that 
clerk “A” makes during the day are 
thus recorded. The same applies to 
the proprietor himself, and to all the 
other clerks. Furthermore, the na- 
ture of the transaction is recorded, 
along with the amount, and the 
clerk who made it. That is: whether 
it was a cash sale, or charge sale, or 
money received on account, or money 
paid -out. 

This information is printed on a 
sales srip inside the register. By 
looking at this the merchant can get 
all the information about every sale 
made in his store, exactly the same 
as if he had made the sale himself. 

In addition to the sales strip, which 
gives detailed information about each 
sale, there is the reel counter, also 
under lock and key, which at a glance 
gives the merchant totals on various 
items. 

In the front of the Class 500 reg- 
ister are little windows through 
which the merchant can tell the num- 
ber of customers waited on by each 
clerk. At another place the total of 
all the customers waited on is shown. 

On all transactions the register 
prints and issues a receipt, which is 
given to the customer. This receipt 
shows the amount of the sale, the 
clerk’s initials, the nature of the 
transaction .(whether it was a cash 
sale, money received on account, or 
charge sale) and the date and con- 
secutive number of the sale. On the 
back of this receipt the register 
prints the merchant’s advertisement. 

These Class 500 registers can be 
fitted with special keys of various 
kinds. C. O. D. registering devices 
can be put on, and a special adding 
wheel for mail order business, etc. 

They constitute a complete auditing 
machine, giving the merchant any in- 
formation for which he possibly could 
have use, and giving it to him with- 
out the slightest delay or possibility 
of error. 
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The Contidence ot Consumers 


CLEAN-UP TIME, VARNISH-UP TIME! GO TOIT, AND MAKE A CLEAN-UP! 


?P HAT a wonderful thing is Confidence! It wasn’t so long ago that a 
_ sale was a matter of bargaining. It was quite the thing to haggle 

over prices, first setting the price mountain-high so that a drop 
would make the customer think he was getting a bargain. Only a grown per- 
son bought in those days. 


And now children buy! Your customers have confidence in you—they 
know that their children will get the same prices as they themselves would 
get. 





And they have confidence in us. They know that the quality is stand- 
ard and unvarying, and that the name Jap-a-lac on the can the child buys is a 
guarantee that the contents are exactly the same as those in the can the 
Banker buys. 


Quality makes confidence. And advertising that quality, assures the 
reading world of our own confidence in the goods we make. 


It will pay you to cash in on the Consumer’s confidence in Jap-a-lac. 
Write for particulars. Order from your jobber today. 






THE) 7 Ds T 
2N/Sfz eS 
Y Ts 10543 Madison Ave., N. W. 


CLEVELAND OHIO 


FACTORIES: CLEVELAND, OHIO TORONTO, CANADA 
BRANCHES: NEW YORK CHICAGO LONDON 


Makers of Jap-A-Lac, Clidden’s Green Label Varnishes, White 
Enamels, Endurance (Mission) Wood Stains, Waterproof Flat Wall 


Finishes and Cement Coatings. 
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Allen’s Galvanized Steel 
Hose Clamp 


The W. D. Allen Mfg. Company, 
133 to 185 West Lake street, Chicago, 
is offering a new galvanized steel hose 
clamp of exceptional strength. 

This clamp was recently tested by 
the Robert W. Hunt Engineering 
Company, Chicago, and showed a ten- 
sile strength of 50,710 pounds per 

















~, 
Allen’s galvanized steel hose clamp 


square inch of metal. When flattened 
out the clamp sustained a load of 
2,090 pounds. A piece of steam hose 
clamped with two of these clamps 
withstood a pressure of 600 pounds to 
the square inch before the coupling 
was forced out. 

Free samples will be sent on appli- 
cation. Address department H. 


Handy Pocket Scale 


John Chatillon & Sons, 85 Cliff 
street, New York City, are offering to 
merchants an easel display card 11x 
14 inches of their improved handy 
pocket scale, on which are suspended 
six of these compact, convenient 
spring balances measuring but 6 
inches over all, including hooks, top 
and bottom, with round barrels % 
inch outer diameter. 


The card has appropriate descrip- 
tive matter with a fac-simile illustra- 
tion of the scale at each place so that 
when one is sold there is no blank 
space; the vacancy can be replenished 
from reserve stock when opportunity 
offers. 

In each of the four corners are il- 
lustrations depicting some of the 
many uses for such a scale, as in a 
kitchen, a doctor weighing a baby, 
sportsman weighing fish, etc., while 
various other uses will readily sug- 
gest themselves. 

The scales weigh up to 15 pounds 
by %4 pound and there is a clever ar- 
rangement for allowing tare by slip- 
ping down a thin inner slide to the 
zero mark on the graduated barre: 
which is finished in dull black having 
white figures and graduations for 
quick reading; the remaining parts 
are finished in nickel plate. This 
enables the user to get a correct net 
weight at the first reading. 


MRT - 


There is a hook at the top as well 
as the bottom to throw over a limb or 
other projection in weighing, the hook 
serving all the purposes a ring does 
and many more. These display easels 
will be sent with a certain number of 
scales for a permanent display, but 
not with each order. Each scale is 
packed in a paper box in which it can 
be mailed. 


Barnes Porcelain Enameled 
Pastry Board 


The Barnes 
pastry board is a new kitchen spe- 
cialty manufactured by the Barnes 
Mfg. Company, of Mansfield, Ohio. 

This board when not in use folds 
flat against the wall, and is entirely 
out of the way and a great space 
saver. When needed the board is 
raised to a horizontal position, and is 
supported by strong iron brackets 
from below. The brackets fold in- 
ward and are out of the way when the 
board is not in use. An enameled 
rolling pin is attached to the back of 
the board. It is easily installed any- 
where. 

This pastry board is of snowy white 
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“Laurel” Combination Range 


A new combination coal, wood and 
gas range is being placed on the mar- 
ket by the Art Stove Company,: De- 
troit, Mich. An exclusive feature 
claimed for this “Laurel” range is 
that coal and gas can be burned at 
the same time, or separately. There 
are eight holes available on the top, 
four for gas and four for coal, and 
the two sets of top griddles can be 
used at the same time, or separately. 


porcelain enameled 























The top cut shows the pastry board ready 
for use. The lower cut shows it folded 
/ against the wall 


enamel, is easily kept clean and is ab- 
solutely sanitary. On account of the 
great economy of spate possible with 
it and its convenience it has proved 
of particular interest to housewives 
whose kitchens are not large. As 
this is an almost universal condition, 
housekeepers everywhere will be in- 
terested in this novel and desirable 
form of board, particularly in apart- 
ment buildings, where kitchens are 
nearly always small and space valu- 
able. The board is 27 by 28 inches, 
and the back is 6 inches high. 
Dealers interested in this modern 
kitchen device can obtain full infor- 
mation and prices by writing to the 
manufacturer. ’ 

















“Laurel” combination range 


The range is of compact form and 
especially adapted for use in small 
kitchens. Its design and construction 
are very simple and no tools are re- 
quired to change the fuels. The burn- 
ers do not even have to be removed 
when coal is used. For heating the 
oven with gas a gas burner is pro- 
vided under the oven, and a cover is 
set over this burner on the main oven 
bottom when coal is used. 

When the oven is heated with gas 
an oven plate is provided which is set 
on the main oven bottom. The oven 
door is spring balanced with a patent 
coil spring. The top and oven burn- 
ers are removable, so that they can be 
easily cleaned. 

Housewives who have suffered the 
inconvenience of having the gas pres- 
sure suddenly diminished when pre- 
paring a meal will appreciate the ad- 
vantages of this combination range. 
It is made both in a fine nickel and a 
black ebony finish. 

Additional details and prices will 
be furnished by the manufacturer. 


Usual Badge at Jobbers’ 
Meeting’ 


a? the joint convention of the 
Southern Hardware Jobbers’ 
Association and the American 
Hardware Manufacturers’ Associa- 
tion, at White Sulphur Springs, 
W. Va., on June 9-10-11-12, the 
usual identification badge, display- 
ing the name of the wearer and 
the name and address of the com- 
pany represented, will be provided 
for the members of the two asso- 
ciations and the ladies accompany- 
ing them. 

Post cards have been sent to 
members requesting the names of 
those who will attend. 
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The 
Big 
Sand- 
paper 
Value 








Sandpaper 


The bigness of 
U. S. Sandpaper 
is not solely a 
matter of size; its 
bigness consists in 
its value. 


The user finds 
that every stroke 
results in results! 
U. S. Sandpaper 
satisfies the man 
it sells to. 


He buys it the 
second time, too. 
See your jobber. 
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Building up trade 
for you at our 
own expense 








We are constantly at work 
upon consumers, stirring up 
their interest in the roofing 
that gives lasting protection. 
We show them the value of 
Trinidad Lake Asphalt as 
“Nature’s everlasting water- 
proofer,” and urge them to 
go to you to get 


enasco 


THE TRINIDAD-LAKE-ASPHALT 
















We reach consumers all over 
the country with attractive adver- 
tisements through leading maga- 
zines and agricultural papers; we 
educate them with reasons why 
Genasco is the longest-lasting and 
most economical roofing. We 
show them the advantage of the 
Kant-leak Kleet for seams. 















We create the desire and tell 
them where it can be satisfied; 
and we do this without costing 
you one cent. 









If you’re prepared you get the 
full benefit; and you are certainly 
not going to lose your share of 
Genasco business when you can 
“cash in” on our efforts so easily. 










Order Genasco from your job- 
ber. 







Write us for full information 
and samples. 





The Barber Asphalt 
Paving Company 


Largest producers in the world 
of asphalt and ready roofing 


Philadelphia 
New York San Francisco Chicago 












MOTOREACCESSORIES 


AND SUPPLIES 








No-Lining Dash and Tail Lamp 


The No-Lining lamp is made for either the dash 
or rear light. It is an extremely compact lamp, 
having no lining and equipped with oil fount which 
cannot rattle or drop out. Manufactured of heavy 





No-lining dash and tail lamp 


gauge brass and furnished with flat or round brack- 
ets as desired. Finished in either black and brass, 
black and nickel and all black. The same lamp is 
furnished with two white lenses for the dash. The 
retail prices are: Oil tail lamp, $4; combination 
oil and electric, $4.50. Oil dash lamp, per pair, $8; 
combination oil and electric dash lamp, per pair, $9. 
Manufactured by the Hofacker Mfg. Company, 555 
West 42nd street, New York City. 


Phinney-Walker Keyless Clocks 


The Phinney-Walker keyless clocks are made in ~ 


various sizes and shapes to fit all kinds of motor 





Model 7 Phinney-Walker keyless clock 


car dashes. The mechanism and finishes of these 


clocks are superior and the popular prices at which 
they are sold create a ready demand. The pre- 
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dominating feature of these clocks is their patented 
rim-wind and rim-set device. The necessity of a 
key is entirely done away with, consequently no 
key to lose. 

Model 7 is specially designed for the cowl dash, 
and is made to be countersunk so as to project just 
far enough to be wound. It has a 234-in. dial. Fur- 
nished in brass, black and brass and black and 
nickel. The rim-wind model retails for $8.50 and 
the rim-wind and rim-set model at $9. 

The model M, Jr., keyless clock is a small clock 
with a 244-in. dial, equipped with a movement to 
withstand vibration, general hard usage and to keep 
reliable time. The rim-wind model retails for $8 
and the rim-wind and rim-set at $8.50. Manufac- 
tured by the Phinney-Walker Keyless Clock Com- 
pany, 79 E. 130th street, New York City. 


The “Comfy” Touring Cushion 


The “Comfy” touring cushion is not an ordinary 
pillow. It is filled with a specially imported soft 
and downy vegetable fiber, and is covered with a 





“Comfy” jnnhiat for touring 


high-grade imitation Spanish leather, in brown, 
green or red. It is guaranteed to retain its life 
and resiliency and never becomes hard or lumpy. 
It fits to the small of the back and affords ideal 
comfort to motorists, preventing fatigue and en- 
abling one to enjoy long tours. 

The “Comfy” cushion is also well suited for use 
on motor boats. Its filling being non-absorbent, 
with four times the buoyancy of cork, it can be used 
as a life preserver. Retails for $1.50. Manufac- 
tured by Nathan Novelty Mfg. Company, 84-90 
Reade street, New York City. 


City. 
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| Are You a Leader 
ora [yailer 


‘lraffic 2xperts have figured that in only a 

few years from now 90 percent. of the com- 

mercial hauling will be done by motor trucks. 

Already in the hardware field, manufacturers, jobbers and 
dealers are using Reo Motor trucks, and finding their use pro- 

fitable, not onlyin reducing the per ton mile cost of hauling, butin 

time saved and in the general quickening of every part of the business. 






A Reo Motor Truck in your business will 
cut out costly delays and exasperating 
‘‘fall-downs”’ in delivering goods and ma- 
terials. Right on the minute and ahead of 
time means better business and more profits 
all along the line. 


Reo Motor Trucks have won the approval 
of shrewd, carefully calculating business men 
in every line of industry, not only because of 
the remarkably low cost, $1650 for chassis 
with driver’s cab, but because it has so many 
essentially modern and progressive features 

not found in other motor trucks. 


Here are some of the features that mark 
the Reo as the most advanced type of 
medium heavy-duty motor truck now on 














methods and equipment. 


$1650 
Chassis only 


Body extra 


Get Ahead of Competition 
Don’t wait until your competitor forces you to use motor trucks. Bea leader, 
and enjoy the profits and prestige that go to the man who uses modern 


We will gladly assist you with facts and menees, if you will tell us the con- 
ditions under which you are working. A 

helpful information at your disposal; write to-day. 

Reo Motor Truck Company 


LANSING, MICH. 


/ 
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the market: Reo Sectional Radiator, of 24 
separate interchangeable units, may be re- 
paired on the road anywhere; motor, clutch 
and transmission are cushioned ona sub-frame 
away from jars and road-shocks: left-side drive 
and the best and handiest center control ever 
brought out ; bigarmored front frame; demount- 
able driver’s cab; gas headlights and Prest-Q- 
Lite tank, and many other details of design 
and construction that mark the utmost advance 
in modern engineering practice. 

These features mean sure, unbroken service 
low upkeep cost, and that wide margin of 
safety that a motor truck must have to meet 
the frequent emergencies of extra service 
bad roads and overloading, that cannot be 
otherwise forestalled. 












eo Truck Catalog and other 


REO 
Model J. 


Two Tons 
Capacity 
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Kellogg Dash Pumps 


The Kellogg dash pumps are intended to be used 
as auxiliaries to the usual oiling systems. They are 
made in two sizes and styles, offset and straight. 
Sometimes it is more convenient to use the model 








Kellogg dash pumps 


where the cylinder is parallel to the surface to 
which it is attached, and in other instances it is 
more convenient to have it offset when it is placed 
on the dash a little distance from the driver and 
he has to reach over to operate it. These pumps 
are made of the very best quality of brass, highly 
polished. Furnished in either brass or nickel. The 
offset model retails for $3.50 and the straight model 
at $3. Manufactured by the Kellogg Mfg. Company, 
Rochester, N. Y. 


Little Giant Jack 


The Little Giant jack is made entirely of new 
and specially analyzed material. Tests are made of 
every run of metal and as each jack is completed 
it is subjected to severe test. This jack weighs 4 
lb., 10 in. high, with maximum height when raised, 





Little Giant Jack 


16 in. It has a lifting capacity of from 1500 to 
2000 Ib. and a maximum lifting power of 2300 lb. 
Furnished with a hard wood handle. Retails for 
$1.50. Manufactured by the Jiffy Jack Company, 
1104 Prospect avenue, S. E., Cleveland, O. 


“Mobilubricant”’ 


“Mobilubricant” is a most convenient package 
to handle and carry in the motor car tool box. It is 
operated by simply turning the key, then the lubri- 
cant is forced out, just the quantity wanted. 


Hardware Age 


“Mobilubricant” is a very good brand of cup grease, 
being smooth, light-colored and medium-bodied. It 
is carefully manufactured and is free from all 
particles of insoluble and non-lubricating matter. 
A 1-lb. package retails at 25 cents. Manufactured 
by Vacuum Oil Company, Rochester, N. Y. 


Adamson Universal Vulecanizer 


The Adamson Universal vulcanizer is quick and 
reliable and will vulcanize casings and tubes any-, 
where in 15 minutes, at a cost of 1 cent. It works 
absolutely automatically. You simply place the 
patch, attach the vulcanizer, put in gasoline and then 
light it. It will not burn, scorch or injure the tube 


< 
hy 
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Adamson Universal vulcanizer 


or casing. It cannot fail to do the work thoroughly 
and it is so simple that any one can operate it. Fur- 
nished complete, with repair gum, ready for instant 
use. Retails for $3. Manufactured by the Adam- 
son Mfg. Company, East Palestine, O. 


Wagner Engine Cleaner 


The Wagner engine cleaner not only keeps the 
engine clean, but by its use 50 per cent. in repairs 
to the motor will be saved, because using this 
cleaner frequently grit will be kept away from the 
wearing parts. With it you can clean places you 
could not reach any other way. It requires only 
6 lb. of air pressure to operate and one quart of 
kerosene will clean any size motor. Can be operated 
without putting on overalls and without soiling 
hands. Retails for $1.50. Manufactured by Wag- 
ner Specialty Company, 1902 Broadway, New York. 


How He Used Them 


$67 ID you kill the moths with the moth balls I 
recommended?” asked the druggist. 

“No, I didn’t,” said the customer truculently; “I 
sat up all night and didn’t hit a single moth.”— 
Current Opinion. 


Bad Business 


ed ies lost a lot of money through the things I 
make.” 
“And what are they, pray?” 
“Mistakes.” —E-xchange. 
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ELECTRIC WARNING SIGNAL 


The Sparton warns! It doesn’t make pretty 
music, nor work pretty often—it warns! 


Its clear dominant note crystallizes the hesi- 
tant pedestrian’s thought—it makes him move. 


And since it warns him in good time, he 
holds no grudge against the autoist. 


Sparton is made in a size to ‘‘fit’’ every car 
and every motor boat. 


It doesn't stay in stock. 


Write. 


Prices from $7.00 to $15.00. 


The Sparks-Withington Co. 


Jackson, Michigan, U. S. A. 
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NOTES OF THE RETAIL HARDWARE TRADE 


HALIFAX, N. S.—A. B. Wiswell, H. H. Dalton and A. W. 
Morton have purchased a controlling interest in the business 
of A. M. Bell & Company, Ltd. A. M. Bell has been forty 
vears in business for himself and Afty years altogether in the 
hardware business. His son, R. P. Bell, who has been retail 
manager and director of the company for the past four years 
also retires. A. B. Wiswell will become the president, H. H. 
Dalton vice-president and A. W. Martin treasurer. Their 
connection with the business dates back 35, 29 and 19 years, 
respectively. The firm’s business is wholesale and retail and 
consists of the following lines: Baseball goods, bathroom fix- 
tures, builders’ hardware, building paper, children’s vehicles, 
churns, cutlery, dog collars, dynamite, electrical household 
specialties, fishing tackle, galvanized and tin sheets, gasoline 
engines, heavy hardware, kitchen housefurnishings, lime and 
cement, mechanics’ tools, paints, oils, varnishes and glass, 
prepared roofing, shelf hardware, silverware, sporting goods, 
and washing machines. 


DEKALB, ILL.—B. C. Knolle has purchased the interest of 
his partner, Col. Sheets, in the hardware business, which they 
have both been conducting. The stock has been increased to 
$17,500, and consists of the following items, on which cata- 
logs are requested: Automobile accessories, baseball goods, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sepa- 
rators, crockery and glassware, dog collars, electrical house- 
hold specialties, fishing tackle, furnaces, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy hardware, home barbers’ supplies, kitchen 
housefurnishings, linoleum, lubricating oils, mechanics’ tools, 
oil cloth, paints, oils, varnishes and glass, plumbing, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop and washing machines. 


KANKAKEE, ILL.—W. E. Austin has purchased the Jeffers 
& McCune hardware store, 342 South Main street, and will 
carry the following lines: Baseball goods, bathroom fixtures, 
builders’ hardware, building paper, cream separators, crockery 
and glassware, cutlery, dairy supplies, dog collars, fishing 
tackle, furnaces, galvanized and tin sheets, heating stoves, 
heavy farm implements, heavy hardware, home barbers’ sup- 
plies, lubricating oils, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, refrigera- 
ee shelf hardware, silverware, tin shop and. washing ma- 
chines. 


MacomB, ILL.—George F. Gronewold has opened a new 
hardware store here, and will conduct it under the name of 
the Keen Kutter Hardware Store, and will carry the following 
lines: Baseball goods, bathroom fixtures, belting and pack- 
ing, bicycles, buggy whips, builders’ hardware, churns, cream 
separators, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, furnaces, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, kitchen housefurnishings, lubricating oils, 
mechanics’ tools, poultry supplies, Dumps, ranges and cook 
stoves, refrigerators, shelf hardware, silverware, and wash- 
ing machines. 

MANLY, I14.—H. A. Dancliff has just moved into a new store 
building. 


VARINA, I[4.—T. P. Fitzgerald has sold his implement busi- 
ness to Wm. Kenney and Frank Fitzgerald, who will operate 
under the firm name of Kenney & Fitzgerald. Catalogs re- 
quested on farm implements. 


ADMIRE, KAn.—F. W. Kneeland has bought the Drenning 
Hardware Company and added the stock to his own. Cata- 
logs requested on automobile accessories, belting and pack- 
ing, buggy whips, builders’ hardware, churns, cream sepa- 
rators, cutlery, dairy supplies, dog collars, dynamite, fishing 
tackle, hammocks and tents, harness, heating stoves, kitchen 
housefurnishings, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, pumps, ranges and cook stoves, re- 
frigerator, sewing machine, shelf hardware, silverware, sport- 
ing goods, and washing machines. 


CLYDE, KAN.—A change has taken place in the firm of 
Poutre & Colwell. W. R. Colwell has taken over the harness 
and C. G. Colwell the hardware business. They will occupy 
the same building, each selling his respective lines. 


HAYES, KAN.—Anton J. Pischk has purchased the interest 
of Cc. W. F. Street in the business of Street & Pischk, and 
will conduct the business under his own name. Catalogs re- 
quested on plumbing and heating. 


HUMBOLDT, KAN.—The Bragg & Dildin hardware business 
has been succeeded by the Stewart Bragg Hardware Com- 
pany, who will carry the following lines: Bathroom fixtures, 
buggy whips, builders’ hardware, churns, cream separators, 
cutlery, dairy supplies, dynamite, fishing tackle, furnaces, 

alvanized and tin sheets, gasoline engines, harness, heavy 
arm implements, heavy hardware, kitchen. housefurnishings, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, prepared roof- 
ing, pumps, ranges and cook stoves, refrigerators, shelf hard- 
ware, tin shop, wagons and buggies, and washing machines. 


KINGMAN, KAN.—Mr. Summers, of the Summers-Ferguson 
Implement Company has bought the stock and business of 
the company, which will exist as a corporation for the pur- 
pose of collecting outstanding accounts and in general settling 
up the business of the company, after which it is presumed 
that the company will cease to have a corporate existence. 


Lyons, Kan.—William Schmidt has disposed of his in- 
terest in the Lyons Hardware Company to Jesse Ainsworth, 
Jr. Mr. Schmidt retires and will devote his time to other 
financial interests. The firm name will remain the same, 
and the policy on which the business has been built up will 
be continued. 


Str. Marys, Kan.—The Anderson Hardware Company, 
which has been established here for over twenty-five years, 
has been bought by the O’Neal & Kint Hardware Company. 


SoutH HAavEeEN, Kan.—H. T. Warrnstaff has bought a 
hardware business here and will carry the following lines: 
Automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, buggy whips, builders’ hardware, child- 





ren’s vehicles, churns, cream separators, cutlery, dairy sup- 
plies, fishing tackle, galvanized and tin sheets, gasoline en- 
g.nes, hammocks and tents, harness, heating stoves, heavy 
tarm implements, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, shelf hardware, silver- 
ware, sporting goods, tin shop, wagons and buggies, and 
washing machines. Catalogs requested on silos, washing 
machines, and buggies. 


ADAMS, Mass.—Ernest Howland has opened a hardware 
and grocery store at 21 Myrtle street and will carry the 
following lines: Builders’ hardware, cutlery, dairy supplies, 
heavy farm implements, heavy hardware, lime and cement, 
mechanics’ tools, paints, oils, varnishes and glass, shelf hard- 
ware. Catalogs requested on hardware and farming ma- 
chinery, and garden seed. 


WESTFIELD, Mass.—The James H. Bryan Company has been 
reorganized, and will be continued under the name of the 
Bryan Hardware Company. The new officers of the concern 
are F. F. Shepherd, president; Silas C. Pomeroy, vice-presi- 
dent, and Charles S. Mills, treasurer. 


CHARLOTTE, Micu.—J. W. Munger & Son have bought tns 
Barber & Barber hardware store. The Barber store will be 
continued for the present in the same location and conducted 
along its former lines. The hardware store of Munger & 
Son will also be continued as formerly, in its own location. 


CoHocTaH, Micu.—The hardware store of McNevins & 
Travis has been bought by Locke Bros. Catalogs requested 
on furniture, hammocks and tents. 


DECKER, Micu.—Ehlers & Nique have opened a branch 
store here, with headquarters at Shabona. O. W. Nique will 
be in charge of the Decker store. The lines carried will be the 
following: Automobile accessories, baseball goods, bathroom 
fixtures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, furnaces, galvanized and 
tin sheets, gasoline engines, harness, heating stoves, linoleum, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, sewing 
machines, shelf hardware, silverware, sporting goods, tin 
shop, and washing machines. 


GRAND RapPips, Micu.—After an existence of about 34 years 
as a partnership, the Foster, Stevens & Co. hardware concern 
has incorporated. The capitalization is $300,000. No new 
names appear among the incorporators. The business is both 
wholesale and retail and consists of the following items: 
Baseball goods, bathroom fixtures, builders’ hardware, build- 
ing paper, churns, cream separators, crockery and glassware, 
cutlery, dog collars, dynamite, fishing tackle, galvanized and 
tin sheets, heating stoves, kitchen cabinets, kitchen house- 
furnishings, mechanics’ tools, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods, tin shop, and washing machines. 


JACKSON, Micu.—The hardware business at 162 West Main 
street, formerly owned and operated by Finch, Rowley & 
Bower, has been sold to Frank J. Finch and George J. Bower, 
who will continue the business under the firm name of the 
Finch & Bower Company. 


MANISTIQUE, Micu.—Joseph Boncher has sold an interest in 
his harness, vehicle and implement business to Fred Miller. 
The business will be continued under the firm name of 
Boncher & Miller. Harness, wagons, buggies, cutters, sleighs, 
farm implements and gasoline engines have been added to 
the stock, on which catalogs are requested. 


MrT. Forest, Micu.—Arthur C. Bollert will open a hardware 
business here about May 15. Catalogs requested on buggy 
whips, builders’ hardware, building paper, churns, cream sep- 
arators, cutlery, dairy supplies, dog collars, dynamite, fishing 
tackle, furniture department, galvanized and tin sheets, gaso- 
line engines, harness, heating stoves, heavy hardware, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishings, lime and cement, linoleum, lubricating oils, oil 
cloth, paints, oils, varnishes and glass, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, sewing ma- 
chines, shelf hardware, toys and games, wagons and buggies, 
and washing machines. 


SAGINAW, Micu.—King & Son have suffered a fire loss 
of $5,500. The business was only closed for half a day. The 
lines carried are the following: Baseball goods, bathroom 
fixtures, packing. bicycles, buggy whips, builders’ hardware, 
puilding paper, children’s vehicles, churns, cream separators, 
crockery and glassware, cutlery, dog collars, electrical house- 
hold specialties, fishing tackle, furnaces, furniture department, 
galvanized and tin sheets, hammocks, harness, heating stoves, 
heavy hardware, home barbers’ supplies, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
prepared roofing, pumps, ranges and cook stoves, refriger- 
ators, sewing machines. shelf hardware, silverware, sporting 
goods, tin shop, toys and games, and washing machines. 


St. JosepH, Micu.—John F. Duncan, who has been for 
fifty years in the retail business here. is retiring and selling 
out his big hardware stock on State street. 


AVON, MINN.—B. J. Keppers has bought a hardware busi- 
ness here, and will carry the following lines: Automobile 
accessories, baseball goods, belting and packing, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators. cutlery, dog collars, dynamite, fishing 
tackle, furnaces, furniture, galvanized and tin sheets, ham- 
mocks and tents, harness, heating stoves, heavy hardware, 
iron beds, kitchen cabinets, kitchen housefurnishings, lin- 
oleum, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, pumps, ranges and cook stoves, refrigerators. sew- 
ing machine, shelf hardware, silverware, sporting goods, tin 
shop, and washing machines. 

BEARDSLEY, MINN.—M. D. Larkin has bought the Gates 
hardware stock, which will be rearranged and automobile 
accessories added. Catalogs requested on furniture. 

CHOKIO, MINN.—L. Spring has sold his hardware business 
to Andrew Bjorsell, who will carry the following lines: Belt- 
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More and More Hardware Dealers 
are Taking on the Line of 


HARRIS 


TRADE MARK REG.U.S. PAT. OFF, 


OILS 


AND 


GREASES 


Why? Because it is a proposition 
that pays. 








HARRIS OILS are such pure and reliable 
lubricants that, once used, they become fast 
friends. Motor Car Owners who have tried 
them always come back for more. 


HARRIS Gas Engine Cylinder Oil. 

HARRIS Trans Compound (for transmissions). 
HARRIS Motor Grease (for grease cups). 
HARRIS Motor Car Soap. 

Sold in 1 gal. and 5 gal. cans and in Barrels. 


A. W. HARRIS OIL CO. 


326 S. Water St., Providence, R. I. 
Branch: 143 No. Wabash Ave., Chicago, Ill. 











QUICK ACTING- 
QUICK SELLING 


Our Standard 
Auto Jack is very quick- 
acting—simply tossing over 


“ Kazoo ’ 





the dog or pawl at the top 
reverses it. 


Made with 
strong steel 
screw with 
machine - cut 
threads. Ca- 
pacity, 2000 
pounds. Its 
low price 
makes it a 
quick, steady 
seller. 

All Standard Automobile Jacks are thoroughly 
well made and dependable. Your customers 
will like them. They’re great trade builders. 
Good profit. 

Send for Catalog and Discounts. 


a 


National Standard Company 
NILES, MICHIGAN 
Successors to COOK’S STANDARD TOOL CO, Kalamazoo, Michigan 

















Prove Profitable to Hardware 
Dealers Because 


They Are Guaranteed 
To Give More Power 


ON LESS GAS 
And To Outlast Any Car 


Retail Prices 


Porcelain “MIKA” 
$1.00 $1.25 


Be FOR OUR OFFER 





















TO HARDWARE DEALERS 
















SPLITDORF MAGNETOS 


low and high tension—are made in a wide 
range of models for all manner of work and 
they'll give your motor more power—make 
your motor run smoother and quieter than 
will any other make, and, equipped with one, 
you can always start your engine on a quarter 
turn. 


We'll exchange your present magneto of any 
make on a liberal allowance basis for an up-to- 
the-minute SPLITDORF low or high tension. 


SPLITDORF PLUGS are not experimental—they 
are standard. Known since their first appearance 
as the “common sense plug” they are exactly that 
—no more and no less. SPLITDORF PLUGS will 
outlast your motor—thousands are rarely removed 
from a cylinder head. There is nothing fanciful 
about them—they are made to endure any and 
every strain of ignition put upon them. 


|Why not “Stock Up’’ on a standard article 
always in dernand? 


SPLITDORF ELECTRICAL COMPANY 


98 Warren Street NEWARK, N. J. 
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ing and packing, buggy whips, builders’ hardware, churns, 
cream separators, crockery and glassware, cutlery, dog col- 
lars, furniture, heating stoves, heavy hardware, iron beds, 
kitchen cabinets, linoleum, paints, oils, varnishes and glass, 
ranges and cook stoves, shelf hardware, silverware, tin and 
washing machines. 

CLARISSA, MINN.—G. T. Morey and J. T. Nutling, under 
the name of the Clarissa Implement Company, have opened a 
store here and will carry automobile accessories, gasoline 
engines, heating stoves, toys and games. 

.. DAWSON, MINN.—J. E. Lund has suffered a fire loss. Cata- 

logs requested on automobile accessories, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, churns, cream separators, cutlery, dairy supplies, dog 
collars, electrical household specialties, fishing tackle, - 
naces, galvanized and tin sheets, hammocks and tents, heat- 
ing stoves, heavy hardware, kitchen housefurnishings, lin- 
oleum, lubricating oils, mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, plumbing, poultry supplies, pumps, 
ranges and cook stoves, sewing machines, shelf hardware, 
silverware, sporting goods, tin shop, toys and games, and 
washing machines. 


EAST GRAND ForKs, MINN.—W. H. Bird has sold his inter- 
est in the Eastside Hardware Company to G. A. Noonan. The 
firm will operate under the firm of Giese & Noonan. The 
business is wholesale and retail and will consist of the follow- 
ing lines: Automobile accessories, baseball goods, belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, churns, cutlery, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, galvanized and tin sheets, 
gasoline engines, hammocks, heating stoves, heavy hardware, 
home barbers’ supplies, kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, shelf hardware, silverware, sporting goods, tin 
shop, and washing machines. 

* WINCKLEY, MINN.—The Hinckley Hardware Company has 
opened for business here and will carry the following lines: 
Automobile accessories, baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, cutlery, dairy supplies, dog collars, electrical house- 
hold specialties, fishing tackle, furnaces, galvanized and tin 
sheets, gasoline engines, hammocks and tents, heating stoves, 
heavy hardware, home barbers’ supplies, lime and cement, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, plumbing, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 
toys and games, wagons and buggies, and washing machines. 

Mexico, Mo—J. W. Dry has sold his hardware stock to E. 
E. Cantrell. Catalogs requested on buggy whips, builders’ 
hardware, children’s vehicles, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
fishing tackle, gasoline engines, harness, heating stoves, heavy 
hardware, lubricating oils, mechanics’ tools, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
buggies, and washing machines. 





Hardware Age 


GILLETTE, Wis.—Spearbraker Bros. have opened a farm im- 
plement business and will carry automobile accessories, belt- 
ing and packing, cream separators, gasoline engines and 
heavy farm implements, plumbing, wagons and buggies, 
washing machines, binders, mowers, hay tools, and spreaders. 
Catalogs requested on all farm implements. 

IRONTON, Wis.—Smith & Fisher have succeeded William 
Blanchard, and have added separators, machinery and imple- 
ments to the following lines: Baseball goods, bathroom fix- 
tures, belting and packing, builders’ hardware, building 
paper, cutlery, dairy supplies, fishing tackle, furnaces, gal- 
vanized and tin sheets, gasoline engines, hammocks and tents, 
heating stoves, heavy hardware, linoleum, lubricating oils, 
mechanics’ tools, paints, Oils, varnishes and glass, prepared 
roofing, pumps, ranges and cook stoves, sewing machines, 
shelf hardware, silverware, sporting goods, tin shop and 
washing machines. Catalogs requested on shelf ware, stoves 
and ranges and implements. 

NEILLSVILLE, Wis.—A. J. Peterson has bought Charles 
Decker’s interest in the Cash Hardware Company. 


PLYMOUTH, Wis.—Paul Steinhardt has sold a portion of 
his stock to the Wensink Stolper Company. Mr. Steinhardt 
will retire from business. 

PorRTAGE, Wis.—After ten years of active service with the 
Schulze Hardware Company, Herman F. Schulze will retire 
from the firm, and his interest in the business will be taken 
over by his brother F. G. Schulze, who will assume the con- 
trolling interest of the business. 

Port WASHINGTON, Wis.—The name of the Kraus & Grau 
Hardware Company has been changed to the Kraus Hard- 
ware Company. The members of the firm will remain the 
same as for the past three years. J. W. Kraus is president, 
L. H. Kraus vice-president and P. J. Kraus secretary. The 
firm carries the following lines: Automobile accessories, base- 
ball goods, bathroom fixtures, belting and packing, bicycles, 
builders’ hardware, building paper, churns, cream separators, 
cutlery, dairy supplies, dog collars, electrical household spe- 
cialties, furnaces, galvanized and tin sheets, hammocks and 
tents, heating stoves, home barbers’ supplies, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware, er goods, tin shop, and washing machines. Cata- 
logs requested on daily supplies. 

SHAWANO, Wi1s.—The Upham Hardware Company will be 
taken over by a new company, consisting of Albert Seering 
and R. A. Upham. Catalogs requested on baseball goods, 
belting and packing, buggy whips, builders’ hardware, build- 
ing paper, children’s -vehicles, churns, cream separators, cut- 
lery, dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, galvanized and tin sheets, 
gasoline engines, hammocks and tents, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
kitchen housefurnishings, lime and cement, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
— goods, tin shop, wagons and buggies and washing 
machines. 





CATALOGS. PRICE LISTS AND CIRCULARS 


THE FERNALD Mrc. CoMPANY, North East, Pa. Catalog No. 
5, printed in colors and illustrated, of the Fernald quick 
sellers, including Fernald quick-shift, safety-coupling, 
National quick-shift, Empire shaft coupling, Spitzli coupler, 
1901 wire quick-shift, clip ties, bail guard, Burton anti-rattler, 
1901. wire anti-rattler, coil wire anti-rattlers, Ladd anti- 
rattlers, wire drive anti-rattler, Gem wire anti-rattlers, Fer- 
nald double trace holder, dash rein holder, steel socket shaft 


ends, splice joint pole ends, Victor wagon jack, Eureka 
- wagon jack, Miller wagon jack, buggy boot springs, brake 
springs, improved pole springs, Keystone trace or draft 


sprin neckyoke centers, whip sockets, coil axle washers, 
solid ate waimark, third seat, Buffington folding seat, folding 
automobile chair, success bit, Victor tail tie (No. 1), Victor 
grip handle, screen door sets (No. 175), spring hinge, loose 
bin hinge, door pull, stamped door buttons, screen and storm 
sash hangers, screen hangers, storm sash fasteners, window 
screen fasteners and elbow catches. 

THE CLARINDA LAWN MoOwER ComMPANy, Clarinda, Iowa. 
Catalogs with reproductions in color, of the company’s “Hawk- 
eye,” “Cardinal,” “Blue Bell,” “Chief,” “Daisy,” “Overall,” 
“RBagle” and “Black Hawk” lawn mowers. Descriptions are 
given, views of sectional parts, and instruction for adjust- 
ment. 

THE NATIONAL ENAMELING & STAMPING COMPANY, 374-378 
Broadway, New York City, has issued several new catalogs, 
illustrating and gor legen | “Nesco” aluminum ware made of 
99 per cent. pure sheet aluminum, including milk cans, fac- 
tory cans and cream separators; galvanized ware, including 
ash, garbage, stable, street and oily waste cans, coal hods, 
oil tanks, pails and tubs; also a catalog of steel barrels used 
for shipping and storing purposes. 

ANDREW B. HENDRYX COMPANY, New Haven, Conn. [Illus- 
trated catalog No. 38, of the “Hendryx” bird cages, picture 
cord, chain, and fishing tackle. 

Tue Bucks STOvE & RANGE CoMPANY, St. Louis, Mo. Book- 
let illustrating and describing “Bucks” sanitary white and 
black enameled gas ranges. ’ 

THE PARKER WIRE Goops COMPANY, Worcester, Mass. 
Catalog No. 4, 1914. MIllustrated, and featuring many new 
products, recently added to its line by the company. Among 
them are an egg and vegetable lifter, dropped egg lifter, 
kitchen forks, date or candy forks, push fork, “Indestructible” 
nickel plated and cover knobs. 

HeNRY Disston & Sons, Philadelphia, Pa. Catalog for 
1914. 235 indexed pages bound in cloth. Special attention 
is called to new goods added to the standard line. The plant 
of Henry Disston & Sons was established in 1840 and now 
consists of 50 acres and 60 buildings in which 3600 employes 
are daily at work. 

F. E. Myers & Bro., Ashland, Ohio. Illustrated catalogs 
of Myers pumps, hay tools, sprayers, tubular and “Stayon” 
flexible door hangers. ‘ 

Joun H. GrawnAmM & Co. Catalog illustrating and describ- 
ing the various lines made by the manufacturers represented 
by the firm. In this catalog the loose leaf system of building 
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has been adopted. New leaves for the book will be mailed to 
the trade as occasion demands, and can be inserted with very 
little trouble. 


THE MICHIGAN SPROCKET CHAIN COMPANY, Detroit, Mich. 
General catalog No. 20 of the company’s complete line of 
standard detachable sprocket chains, riveted drive and pintle 
chains, log-haul-ups, sprocket wh » etc. 

BERGSTROM STOVE COMPANY, Neenah, Wis. Catalog No. 101 
of the “Emperor” new line of furnaces which are adapted to 
hard coal, soft coal, coke, lignite and wood as fuel. 


NILES Mra. COMPANY, 216-218 South Jefferson street, Chi- 
cago. Catalog and price list No. 17 for architects, builders’ 
hardware dealers, car builders, and the plumbing and marble 
trades, of the Niles patented spring hinges, and lavatory door 
trimmings. 

THE ALEXANDER MILBURN COMPANY, 1420-1426 West Balti- 
more street, Baltimore, Md. Catalog 22, of the Milburn 
acetylene gas and house lighting machines, featuring the 
Milburn “Wheel Feed” machine and the Milburn “Homegas”’ 
machine. 

NATIONAL ENAMELING & STAMPING COMPANY, New York 
City. “Nesco News” for April. The company’s house organ, 
pam ta articles on “‘Nesco”” enameled ware, advertising, 
etc. 

THE MARTIN-SENOUR COMPANY, Chicago. “Paint Salad” 
for April. House organ of the company. Articles on “Clean 
Up and Paint Up,” the company’s products. 


BATEMAN MFc. CoMPANy, Grenloch, N. J. Iron Age Farm 
and Garden News containing articles on potato production, 
spraying, and the latest “Iron Age” productions. 

MICHIGAN WHEEL COMPANY, Grand Rapids, Mich. Catalog 
of the Michigan speed wheels, reverse gears, propeller wheels 
and marine hardware. 

RICHARDS-WILCOx Mrc. COMPANY, Aurora, Ill. “DooR- 
Ways” for Apriil, containing an article on the Garage Door 
Problem, etc. 

THE Novo ENGINE COMPANY, Lansing, Mich. Indexed cata- 
log 614, of the Novo gasoline engines, contractors’ equipment, 
and pumping machinery. 

MONTGOMERY & Co., 105-107 Fulton street, New York City. 
Price list of Grobet Swiss files. 


TAYLOR INSTRUMENT COMPANIES, Rochester, N: Y. “Tycos- 
Rochester” for April, the company’s house organ, containing 
a reproduction of the original Taylor catalog issued in 1866, 
and articles on “Friendly talk..to.dealers about advertised 
ial window sugges- 


zoods,” “Mutually beneficial helps,” “S 

tions, illustrations,” “Compasses,” “The Original Taylor 
Line.” The firm’s line of polished steel butts, strap and T 
hinges, felloe plates, door hangers, etc., etc., are shown. Tele- 


graph code with Key covering several pages is given. 

THE KELUEY-How-THOMSON COMPANY, Duluth, 3308 in- 
dexed and illustrated pages covering the company’s complete 
line of hardware. "he book is well bound in cloth and has a 
cover index. aA % 
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* NICHOLSON FILES 
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sOiSe, “NICHOLSON” on a file enables you 
eds to make rapid sales, wait on more cus- 
So tomers, give absolute satisfaction, and 
Abe by quick “turn over” make more money. 
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Best Known—Best Value 
Quality Guaranteed 


Your file business is bound to be more brisk on 
the NICHOLSON .brand because its merits 
aré most widely known. Moreover, it is the 
only file backed by a rigid guarantee against 
any defects. 


“NICHOLSON?” is the standard file by which 
all others are judged—and has been for nearly 
half a century. See that a good stock of this 
brand is on your shelves. 
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a Sold by all Leading Jobbers 
* oS Our catalog is the ONLY ONE ever printed con- 
Se taining illustrations of files from actual photographs. 
seis It shows over 600 files. 
‘Sy Sent FREE on request. 
"en he Bh wl comics | 
familiar to the best 
3 >< nee every- 
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«x. Nicholson File Co., Providence, R. L 
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An unsolicited testimonial of a Liner Ad. 
“The advertisement on the sale of our fixtures has brought a 
number of inquiries and we would be pleased if you will 
duplicate the advertisement, doubling the space. 


*‘Made one sale of $700 today as a result of the advertise- 
ment in HARDWARE AGE. 
**Yours respectfully,’ 
Name and Address upon request. 





Situations Wanted 
2c. per word—S50Oc, minimum rate. 


Help Wanted 
2c. per word — $1.00 minimum 
rate. 


Business Opportunity 
2c. per word — $1.00 minimum 
rate. 








Help Wanted 





Original letters of reference should not be 
enclosed with replies te advertisements appear- 
ing in these columns as they are frequentl 
mislaid and lost. A copy of the reference will 
serve the purpose. 


| 





MANUFACTURER of full line household - 


specialties wants local representatives in all 
important cities to handle line on commission. 
Department stores, hardware dealers, instal- 
ment houses, premium concerns, are all big 
users. State experience, lines handled and 
territory covered. We want none but those 
who can “make good.”’ For such our propo 
sition is an excellent one. Address “S. H.,’ 
care HarpwareE Ace, New York. 








WANTED—Salesman to call on wholesale 
and retail hardware, druggists, harness and 
saddlery and mill supply houses, etc., to sell 
neatsfoot and lard oils as a side line on com- 
mission basis. Pocket samples. We help you 
sell our products. Anglo-American Pork Prod- 
ucts Co., 63-64 Wade Building, Cleveland, O. 





WANTED—Reliable salesmen to sell line 
first-class axes to good retailers, as a side line 
on commission basis; oe direct from fac- 
tory; some good, desirable Southern and West- 
ern States open; liberal commissions and at- 
tractive prices given. In answering give ref- 
erence, territory now traveling, lines you are 
handling. Address “Q. J.,”’ care HARDWARE 
Acre, New York. 





WANTED—An experienced hardware clerk 
to serve in a South Atlantic seaport town; 
honesty, industry and efficiency are qualifi- 
cations required. Give age and experience; 
the town small, healthy and very attractive. 
apply to N. Christensen & Sons, Beaufort, 





EXPERIENCED HARDWARE CLERK to 
work in store handling shelf hardware and 
furniture; must be a hustler and willing to do 
anything that may come up in a hardware or 
furniture store. Answer in own writing, stat- 
ing age, experience and salary expected; give 
silenieen and address of last employer. Ad- 
dress Box 121, Marlinton, W. Va. 


— 


SALESMEN—To handle _ specialties and 
staple lines on the side. Eastern and South- 
ern territory open. Liberal commission to 
first-class men. State territory covered and 
whether you call on retail, avrg, * or de- 
partment store trade. Also what lines are 
carried at present. Address T. Q., care 
HarpwareE AcE, New York. 








SALESMAN—For Virginia and West Vir- 
ginia to sell an up-to-date line of stoves, 
ranges and general stove supplies. State ex- 
perience, salary expected, age and reference. 
— T. R., care HarpWARE Acre, New 

ork. 





-_ ——- 


WANTED—By manufacturer of high grade 
line of Household Specialties, local represen- 
tatives in all important cities. Department 
stores, Hardware and Housefurnishing stores 
and Premium Concerns are all big users. Lib- 
eral commission arrangements. somple line 
easily carried. Address Parker Supply Com- 
pany, Boston, Mass. 








Situations Wanted 





ly Sone ingen A houses and manufacturers 
who handle or use leather belting, practical belt 
maker wants job. A-1 man on belt repair work. 
Gément short pieces together, patch up old 
torn belts, make belts endless. I can do it 
right and cut your belt bills. If not enough 

t work, will do other work to fill in time. 
bal a steady job. Will go anywhere. Good 
téferences. Wm. Miller, 212 E. 41st St., Chi- 
cago, Ill. 














PLUMBER AND TINNER, lead worker 
18 years’ experience; no boozer. Box 206, 
Blue Rapids, Kansas. 


al 





Situations Wanted 





ENERGETIC, temperate and strictly honest 
retail and builders’ hardware man desires posi- 
tion with good up-to-date house; can furnish 
best of references and recommendations. Ad- 
dress “T. J.,”" care HarpwarRE Ace, New York. 


a 


OFFICE MANAGER, with selling, adver- 
tising and purchasing experience. Open for 
new connections East or est. Now in Chi- 
cago. Eight years’ experience in machinery 
house office details. American. Married. Ad- 
dress Box T. S., Harpware Ace, New York. 


— 


WANTED—Salesman employing other 
salesmen, would like side or complete line 
in straight hardware, or plumbers’ specialties. 
Agencies desired if possible. Harry Levine, 
58 Lowell St., Boston, Mass. 








non 


SITUATION WANTED—Married man of 
executive ability and 20 years’ wholesale hard- 
ware jobbing experience in purchasing de- 
partment, desires to connect with live hard- 
ware jobber as buyer, or with manufacturer 
in Capacity where jobbing experience will be 
a valuable asset. Law graduate. “X. O. X.,” 
511 E. 17th St., Kansas City, Mo. 





aa 


A PRACTICAL business man and salesman 
wishes to represent out of town manufacturer 
in New York City. Can produce results either 
on commission or salary. Address ‘“S. J.,” 
care HarpwarE AGE, New York. 











Business Opportunities 





_ IF YOU ARE DESIROUS of buying, sell- 
ing or exchanging a stock of hardware we can 
be of great service to you on account of our 
intimate knowledge of these matters in every 
section of the United States. Address “‘H. B. 
G.,”” care Harpware Ace, New York. 





CASH FOR YOUR BUSINESS OR REAL 
ESTATE—I bring buyers and sellers together. 
No matter where.located, if you want to buy, 
sell or exchange any kind of property or busi- 
ness anywhere at any price, write me. Estab- 
lished 1881. References. Address Frank P. 
Cleveland, Real Estate Expert, 2166 Adams 
Express Building, Chicago, III. 





FOR SALE—Reliable hardware business in 
principal business thoroughfare, established 
since 1878; up-to-date building in every re- 
spect; located in Reading, Pennsylvania; popu- 
lation over one hundred thousand; ill health 
reason for retiring. Address “P. T.,” care 
HArpWARE AGE, New York. 





FOR SALE—Whole or half interest in hard. 
ware store in growing Massachusetts city. 
Gecod Iceation and old established trade. Stock 
$30,000.00. For particulars, address “S. Y.,”’ 
care HARDWARE AGE, New Vork. 





FOR SALE—A good, clean, up-to-date hard- 
ware stock, located in a town of two thousan4 
population in the very heart of the corn belt. 
This is a splendid chance for a live hardware 
man as the senior member of the firm wishes 
to retire. For further particulars, address 
Crumbaugh & Son, Le Roy, Illinois. 





$5,000 WIIL BUY stock and fixtures of 
Fuller Hardware Co., Fitchburg, Mass.; best 
locaticn in city of 38,000 people; business 
last year $42.000. 








PARTNER WANTED—Young man of good 
character to take interest in hardware store 
in growing town in West Virginia; no compe- 
tition; new stock; store opened September, 
1913; will require about $2,000 cash: a good 
chance for a man with some experience to 
Start in established business. Address “T. H.,” 
care HArpWARE AcE, New York. 





BUSINESS OPPORTUNITY—A salesman 
of ability, having an extensive acquaintance 
and now selling the large retail and jobbing 
hardware trade, covering all principal points 
in Midd'e West four or five times a year, 
would like to represent another reliable and 
well established manufacturer of creditable 
goods. Frederick L. Johnston, 1006 Laurel 
Ave., St. Paul, Minn. 





Business Opportunities 





HARDWARE BUSINESS FOR SALE— 
Owing to death of senior managing partner, 
George V. Thompson, on May 1, 1913, the 
undersigned surviving partners will positively 
sell at public sale on the io ma at Mount 
Jewett, Pa., the prosperous business, good will, 
stock of merchandise, equipment and real 
estate at Mount Jewett and Hazelhurst. Date 
of sale, Friday, May 29, 1914, at 3 P. M. 
Terms one-third cash, balance with interest in 
equal payments at one and two years secured 
on the real estate and ten thousand dollars ad- 
ditional approved security. Bids will be re- 
ceived for the Mount Jewett and Hazelhurst 
properties first separately and secondly to- 
gether, the bid or bids producing the largest 
total to be accepted. There will be no post- 
ponement, but any offer of $45,000 or more 
may be accepted at previous private sale. 

anuniney of Jan. 31, 1914, shows: 
Thompson Block, Mount Jewett, Pa., 

solid brick 107 ft. x 100 ft., four 

stories high, on lot of 39,197 sq. ft. 

127 ft. front on Main St., between 

Bank and R. R. station, next door 

te* BOGE GMRCC. oc cc cvece is eeeseces s$da,/ 90.00 
Stable, lumber house, shingle shed, 

plaster shed and dynamite houses. wreee 








Dwelling house and lot............ . 
Three horses, delivery wagons and 
Di ~ithnn cca wes event han s eee 400.00 
Merchandise at Mount Jewett a aaa 34,633.16 
$71,908.16 
Less mortgage on block........... 7,184.33 
Net book value Mount Jewett es- 
EERE SEL PTE AE $64,723.83 
Hazelhurst, Pa., store and lot...... $600.00 
Hazelhurst, Pa., warehouse and two 
ry ee es ee eee 400.00 
Hazelhurst, Pa., merchandise...... 3,212.34 





Net book value Hazelhurst establish- 

ME Pétion dcdoedbaaseteen cece. $4,212.34 

At same time and place book accounts re- 
ceivable will also be offered for sale. 

For particulars apply to L. L. Mitchell, 
Mount Jewett, or Elisha K. Kane, Kushequa, 
Pa., surviving partners. 





—_- - 


FOR SALE—At a targain, a clean stock 
of hardware, invoicing $7,000; located for 30 
years in Traverse City, Mich., population 14,- 
000; in the famous fruit belt of western Mich- 
igan; retiring on account of age. Address 
J. A, Mcntague, Traverse City, Mich. 





FOR SALE—Warren store fixtures; in use 
only two months, good as new. Lot consists 
of wall cases, bases, counters, shelving, bolt 
case and screw case. Will be glad to ontah 
complete list of fixtures to anyone who is 
interested. Newman Walbridge, Inc., 643 
Euclid Ave., Cleveland, O. 





I HAVE FOR SALE one of the best hard- 
ware propositions in one of the livest towns 
in North Texas, stock invoicing approximately 
$90,000.00. This has always been a money- 
making proposition. Terms, if desired. If 
you are interested, address Lock Box, 647, 
Fort Worth, -Texas. 








FOR RENT—Exceptional office space in 
modern building in heart of hardware district 
on same floor with local office of prominent 
manufacturer. Bargain to right people. Ad- 
dress ““R. L.,” care , ln Md Ace, New York. 
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A Man 
Market 





Men of brains; men of initia- 

tive; men of energy, selling 
ability, capital, executive ability— 
these are the sort of men you can 
reach through the “Opportunity 
Exchange” of , HARDWARE 
AGE. 


It is the market place for op- 





portunities in the hardware 
field; it commands the attention 
of the “cream” of hardware men. 
Your story in a fifty-word ad. will 
reach these men at a cost of only 


one dollar, and you'll find it a 


most profitable short-cut to results. 




















You Will Soon Com- 
mand the File Trade 
in Your Vicinity if 
You Stock and Boost 


Delta 
Files 


= Now 





‘‘The only Line 
of Files from 3 
to 24 inches that 
are made abso- 
lutely of 


CRUCIBLE 
STEEL 


“Delta” Files win 
favor quickly be- 
cause they cut 
clean and fast, and 
are of an excep- 
tional durability. 


There is a shape and 
size to meet every 
requirement. “Delta” 
files are unrivalled, 
as has been proven 
by all comparative 
tests. 


The “Delta” Trade 
Mark safeguards the 
interests of thou- 
sands of file users 
everywhere. 


Give the “Delta” 
Line a trial—it will 
be a valuable asset 
to your store. 


Order from your 
jobber. 





DELTA 


Delta File Works 
Philadelphia, Pa. 


Chicago Office: 
62 Lake Street 


New York Office: 
260 West Street 
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The Disston Standard of Quality 


Applies to Every One of Their Products 


From the beginning, 74 years ago, a high standard was set for Disston Brand Goods. 
This standard has been raised to keep pace with the advance of the times. So high is 
this standard that both dealers and mechanics have come to look upon a Disston Saw or Tool 
as the standard by which to judge all others. 

Henry Disston, himself a finished mechanic, insisted upon sending his sons into the 
shop to learn the business, as he did. Realizing the importance of this early training, his 
sons in turn placed their sons in the shops until they thoroughly understood the manufac- 
turing end of the business. 

This means that the sons and grandsons of Henry Disston, who today manage the 
great business which he established, are all practical men. They know the business from 
the ground up, which assures a maintenance of the efficiency and high quality of all pro- 
ducts manufactured by the Disston Works. 


HENRY DISSTON & SONS, INC. 


ESTABLISHED 1840 


Keystone Saw, Tool, Steel and File Works 


Reg. U. 5. PHILADELPHIA, U.S.A. 





THE LARGEST WORKS OF THE KIND IN THE WORLD 
50 ACRES | 58 BUILDINGS 3600 EMPLOYEES 
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A Demonstration 
Makes a Sale 


















SILENCER 


The Maxim Silencer has aroused more interest and 
received more publicity than any other invention in the 
firearms field for years. This insures numerous and 
steadily growing sales to the dealer who sells it—and 
makes known to his customers the fact that he sells it. 


We help you sell and demonstrate the Maxim Silencer 
in your store. We furnish you, without charge, 
a striking store sign, folders, and other helps. And 
we advertise persistently in sporting and outing papers, 
farm journals and other publications which reach rifle 
owners in city and country. 

You can sell a Silencer with every rifle bought in 
your store—in addition to selling present rifle owners 
in your territory. Every sale means an extra profit. 





Ask your jobber or write to us for 
full particulars, prices and discounts 


Maxim Silencer Company 


101 Huyshope Avenue Hartford, Conn. 




















Dealers’ Profits 


Are determined by other considerations than the 
difference between cost and selling price. It is more 
profitable in the long run to sell a customer what 
he wants when he wants it than to persuade him to 
take something else. 








It saves the clerk’s time, for which you are pay- 
ing, and it puts you on the credit side of your cus- 
tomer’s good-will account. The preferences of all 
consumers are largely determined by advertising. 
Our advertising is daily producing more demands 
for the Hercules Brand 


INFALLIBLE 


Smokeless Shotgun Powder 


ick up any. of the current sporting publications, 
“Outing ” “Field and Stream,” “Outer’s Book,” “Out- 
door Life,” “National Sportsman,” “Outdoor World.” 
“All Outdoors,” “Rod and Gun in Canada,” and half 
a dozen others—look for the Hercules advertise- 
ment, and your own business judgment will prompt 
you to specify “Infallible” in your next order for 
loaded shells. 


As a help to dealers and to back up our extensive 
periodical campaign, we have issued hangers and 
cutouts for window and showcase displays that we 
believe to be the most attractive that have ever been 
put out. A supply of these, together with booklets 
describing our powders, will be sent free on request. 
Don’t fail to take advantage of this offer. 


HERCULES POWDER.CO. 


WILMINGTON, DEL., U. S. A. 

















HAVE A DISPLAY SYSTEM 


Don’t pile your goods up in a corner, use 


PIQUA 


Adjustable Shelf Brackets 


and you'll have at least 30 per cent. more 
room, besides making your store neat and 
attractive. 

Piqua Brackets are easily adjusted and 
as easily taken down to remove from place 
to place without expense or injury to 
shelving. 

Many dealers are using them to their 
absolute satisfaction. 

Catalog H, for Hardwaremen, will con- 
vert you, too. 


PIQUA BRACKET CO., Piqua, Ohio 














MORCAN 
“ECLIPSE. 


MORGAN SPRING Co, 


No.1 Bono ST. 


WorcESTER, MAss, U.S.A. 
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Arouses Enthusiasm 


The Laundry Queen has succeeded 
in arousing the enthusiasm both of 
the Hardware Dealer and the Buyer. 
They sell well and work well. 


Many new and exclusive selling 
features. Machinery not attached 
to tub. Tub without legs in steel 
frame. Patent wringer moves to 
any position, rolls reversible. Elec- 
tric or power drive. 


Write for details. 


Grinnell Washing Machine Co. 
U. S. A. 


Grinnell - low a =~ 








Universal Wringer 
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Rubber Rolls Extra High Grade 


Warranted 3 years for family use 
EXPOSED COG WHEELS 


Malleable Iron Frame thoroughly gal- 
vanized to prevent rusting. Can be 
clamped to any style washing machine. 


Ask Your Jobber 





Plain Bearings Stee] Bal) Bearings Size of Rolls 
No. 830 No. 870 10 x 1% in. 
No. 831 No. 371 11 x 1% ia. 





The American Wringer Co. 


New York, U. S. A. 


























Hang It on a “Hill” 


Where wash is to be dried and the 
beauty of surroundings retained as 
much as possible, wise women hang it 
on a “Hill.” 

You will find most women wise 
women these days—most of them are 
ready to buy this famous clothes- 
hanging device. 

The Hill Dryer is made in several 
styles for lawns, balconies and roofs. 


Write for details at once. 


The Hill Dryer Company 


316 Park Ave. Worcester, Mass. 


work for YOUR 




























ASOLINE engines get lazy, ‘‘clogged| 
up” and lose power from accumula- 
tion of carbon in the cylinders. The rem- 
edy is WORKO. WORKO is clean, ef-}! 
fective and cheap. Every owner of a 
oline engine—automobile, marine, ij 
tractor or stationary—needs it. 


FREE ADVERTISING FOR YO 


NO RISK Gasoline engine owners 

who try WORKO become regular 
buyers and boosters. It can’t fail if instructions 
are followed. We know its selling value and back it 
with an offer that lets you sell it with absolutely no 
risk to yourself. 


kee 
MONEY BACK aston 35040 Mem Sea 


freight (weight 95 Ibs.). Send us a list of gasoline 

ne owners and we will circularize them over your 
name, (our expense) and run display advertisements 
in your local newspaper over your name (our expense). We 
will sell a gross for you in six months or take it back, pay the 
return freight and pay you the same price per box that you 


paid us. 
QUICK S ALES Because we circularize and advertise for 
you—to your customers and pe 
—(making you the center of our campaign)—and help you with 
our National Advertising in general magazines, automobile, 
stationery, motor boat papers, and with our dealer helps, 
such as show cards, circulars and booklets—you cannot he but 

k sales. Any user who is not satisfied with WO KO, 


can have his money back for the asking. 

GUARANTEED SALE Deait: mies teen! 
rticulars of this remarkable plan. There’s money in it for 
OU. Write now. 


THE WORKO CO., 110Hst., Racine, Wis. 
SORES: ae ae 
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White Mop Wringer 
Brings Smiles 


To the user and to 
the dealer _ selling 
them. The best made. 
Has seven _ distinct 
selling features. In 
ten different sizes. 
Genuine has our spe- 
cial trade-mark. Look 
for it. Write for par- 
ticulars. 


WHITE MOP WRINGER CO. 


FULTONVILLE, N. Y. 

















THE GILMAN 
Folding Pocket Lunch Box: 





FOLDED 


These boxes are a 
great convenience for 
carrying dinner or lunch 
and for picnic parties. 
They can be _ instantly 
folded when empty and 
carried home _ in_ the 
pocket. 

They are thoroughly 
waterproof, antiseptic and 
sanitary. 

We manufacture 
cheaper ,, grade calted 
*“Shut-up.’ 

Both sell quickly— 
they are a_ necessity. 
Write for prices and cat- 
alog. 


HAMPDEN TOY CO., Westfield, Mass. 











does mot worry’ the 
dealer who specializes the 
QUEEN WASHER. He 
Hier can easily convince the 
Tame TEE! Sy buyer of the greater 
| 4 | money value in this ma- 
TTT : chine. It’s so different, 
simple, easy, durable. Full 
of good talking points— 
selling points. 
Hand or Water Power. 


Get Samples and be 
convinced. 


135 Maple S ’ 
a H. KNOLL, — + tee Pa. 





Patented 




















to roll 
‘“‘Acmes” 


will 


‘‘Acme’”’ 


Agents: 





The 


“Acme’’ Metallic 


Bed Caster 


The ‘“‘Acme”’ is a ballbear- 
ing caster—it is always ready 


in any direction. 
are made in brass, 


nickel, or galvanized finish— 


any size Brass or 


Enameled Bed Post. All 


casters are packed 


one set in a box. 
Send for catalogue and let 
us quote prices. 


The Schatz Mfg. Co. 


POUGHKEEPSIE, N. Y. 


J. ©. McCarty & Co. 
29 Murray St., N. Y. C. 











AUTOMATIC CHARACTER 


The dealer who expects to be in business a long time and wants to 
sell goods of which he will never be ashamed in after years will 
have the bighest appreciation of 


THE AUTOMATIC 


We represent that, considering 5 Gene. 
Mecnanical Operation, Materials, 
manship, Efficiency, Convenience, Ease 
and Safety, this washing machine will 
score 100%. 


And we sell it with the distinct under- 
standing that unless the macbine proves 
to be as represented, it may be returned 
at our expense. 


ane in power and electric, also in bench 
ype. 
Special printed matter telling all about 


the washin machine question (cal 
te 99), will be sent if you ask 
or it. 
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short time, keeps it 
cleaned, for it is al- 
ways ready for use. 
Made of galvanized 
iron, can’t get out 
of order, lasts for 
years. Large num- 
ber can be caught 
daily. Go to Catcher 
Z: mornings, remove 
device inside, which 
om takes few sec- 

, take out dead 


rats and mice, replace device, it is ready "for" another catch. 


Small piece cheese is used, doing awa 


18 inches high, 10 inches diameter, 


with poisons. Catcher is 
hen rats pass device they 


die, no marks left on them. Catcher is always clean. One of 
tiese Catchers set in a livery stable in Scranton, Pa., caught 
over 100 rats in a month. ne sent prepaid to any place in 
United States upon receipt of $3. Catcher, 8 inches high, for 


mice only, prepaid, $1. On account 


of shipping charges being 


prepaid, remittance is requested with order. 


H. D. SWARTS, 


Inventor and Manufacturer, Scranton, Pa. 











The One Minute 
Hand Power Washer 


with the all ball-bearing, 
pressed steel gears and 
lightning-speed fly-wheel 
is always found in the 
best hardware stores. 





Guaranteed Forever 


One Minute 
Mfg. Co. 


Newton, ’ lowa 











own _ station 


Washes quicker. 
Works easier. 
Lightest to handle. 


Cheapest and only washer to buy. 


y 


— oes STEW ART- SKINNER CO. 
P: oday. 420 Cherry St. Worcester, Mass. 


THE RAPID VACUUM 
wW WASHER Ww 


PATENT PENCE 


a Made of Zinc and Will Not Rust 
This Washer Sells because with it 
the ——— Bo emnags her 


tub into a "paxiioat washing. “machine 












metal 















































MILBRADT LADDERS 


will pay for them- 
selves in a short 
time by enabling 
you to wait on 
more trade, save 
the wear and tear 
on your fixtures 
and goods, as well 
as bring the ap- 
pearance of your 
store up to date. 





















Write for cata- 
logue showing a 
large number of 
styles suitable for 
all kinds of shelv- 
ing. 











Milbradt Mfg. Co. 


2410 N. 10th St. 
ST. LOUIS, MO. 








HARDWARE AGE 














GL CLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 


shelving 


Send for catalog giving full 
description and prices. 
THE BICYCLE STEP 
LADDER COMPANY 


62 West Randolph St. 
CHICAGO, . 





















QO. LINDEMANN & CO. 










Manufacturers of 


illic 


ny 











HARDWARE 


SHELF BOXES 


For the 
Retail 
Trade 


Send for 

















No More Trouble in 
Handling Screen Wire 


MILLNER’S WIRE CLOTH RACK 


Saves space, time, stock and 
sells the wire. 

Rolls are easily placed in posi- 
tion for use. 

Rack holds 18 rolls for ready 
use and 18 stock rolls. 

Holds any length in any place. 

Takes a floor space 31x36 in. 

On ball bearing casters. 

Makes a (first-class rack for 
handles, etc., when wire season 
is over. 

Neatly finished and well built. 

Price $10.00 f. o. b. Miami, 


a. 
Shipped K D Weight 100 
pounds. 

We can make shipments from 
either Miami, Okla., or ‘ 
Smith, Ark. 


SOLD BY ALL JOBBERS 


Millner Wire Cloth Rack Company 


iami, Oklahoma 





PATENT APPLIED FOR 





MMC pe 
| aa 5 eee al rn Price List 
Established 1863 
35-37 Wooster Street |New York THE A.H.GREEN CO., ™ Norvou'* 
A Long Felt Need Satisfied 








SSE TWO WEEKS’ TRIAL \ 

sea) Send for this adding machine—use it two WV 
+» weeks in your own office. Do all your VW 
adding, subtracting, multiplying and W 
dividing on the $25.00 } 


Rapid Computer 


It is light, of convenient size, accurate HY 
and easy to operate — it never makes 
mistakes or gets out of order. Does 
everything except list on paper tape. 
We want to send you one by Parcel Post pre- Hf 
paid --- we take all risk --- use it two weeks, ff 
4 if satisfactory pay for it, if not send it back. #7] 
Write for Catalogue No. 5 H/ 
The Rapid Computer Company// 
305 Computer Bldg., é 
Benton Harbor, Mich. 



































ADOLPH KASTOR & BROS. 
109 & 111 Duane Street, New York 


MANUFACTURERS AND IMPORTERS OF 


CUTLERY 


SOLE AGENTS: 
W. H. MORLEY & SONS 
Imported Pocket Knives, Scissors and Razors 
WADE & BUTCHER’S Celebrated Razors 
THOMAS WILSON, Butcher Knives 
CAMILLUS CUTLERY COMPANY’S 
American Pocket Knives 


WE SELL TO THE JOBBING TRADE ONLY 








American Steel & Wire Co. 


MANUFACTURERS OF 


Telephone and Telegraph 
Wire. Electrical Wires of 
every description. 














NEW YORK 
PITTSBURGH 


CHICAGO 
CLEVELAND 














May 14, 1914 



































May 14, 1914 





Every Sale Makes Another 


To keep 4 none customers coming back for 
more, at the e time that he gradually adds 
new Fin Pane ling, i. the condition that means suc- 
cess for any dealer. But only the satisfied cus- 
tomer comes back; you can’t disappoint pom 
more than once. 


RAJAH 


SPARK PLUGS 


will build up your automobile business and hold 
what you have already, because these are the 
Spark Plugs that experienced motorists know to 

best, the ones they prefer. You should carry 
RAJAH PLUGS, not only because of this helpful 
influence upon your trade but because of the 
profit in the Plugs themselves. 


RAJAH AUTO SUPPLY GO., Biocomfield, N. J. 
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A bicycle is out of 
commission with- 


out Tires 


Why not have a good bicycle 
by equipping it with the best 
The very hardest o 
riders pronounce the EVER- : 
the best. It has = 
heavy fabric, fine white rub- & 
ber, heavy Studded Non-Skid 
Tread. Ask your dealer. 


tires made? 


LASTER 


MANUFACTURED BY 


Kokomo 


KOKOMO, IND. 


Rubber Company 











A STANDARD ARTICLE 


Your auto supply depart- 
ment is not quite complete 
without them. 


McKINNON 
FOLDING CHAIRS 


are simple yet complete in 
every detail. 

Light yet strong and dur- 
able. Just the thing for 
AUTOS, CAMPS, 
MOTOR BOATS. 


Write for prices. 


McKinnon Dash Company 


BUFFALO 








GOOD SPARK PLUGS 


Standard Types—Porcelain and Mica 


Ajax 
Meteor 


Ford 





Conical type porcelains—best mica in- 
sulation. Non-corrosive sparking 
points. Will not burn up. 


Starts a cold engine with half the 
usual labor. Cleans itself with every 
explosion. Strong, simple for power- 
ful engines. 


Special %-inch plug—extra long body. 
All up-to-date dealers carry these 
spark plugs in stock. 


227 W. Erie Street 


Star Specialty Co., CHICAGO, ILL. 




















NO KEYS 


Merely Press the Buttons 


Notice the buttons numbered 
from I to 8. Eight buttons are 
on each side, any of which may 
be included in a combination. 
Padlocks are set on different 
combinations, and as more 


than 40,000 are possible, each 
purchaser is assured of a com- 
bination known only to himself. 
Send $1.00 for Sample The No-Key Padlock is made of 
Lock and Proposition solid brass and bronze without 

to Dealers a bit of iron or steel to rust out. 

' It will last a lifetime. Made in 
one size only—weight 51% ounces. 


The Edwards Mfg. Co., ‘“‘The Sheet Metal Folks” 


510-520 Eggleston Avenue Cincinnati, Ohio 











The Red Label Paint That Sells and Satisfies 


Have you ordered for your trade? 
It will please your customer and will 
please you. It means profit to him and 
profit to you. 


Dixon’s Silica-Graphite Paint 


for the protection of all metal work such 
as bridges, smokestacks, fences, tanks, 
poles, grain elevators, cranes, etc. 

Write us for long service records in your 


district. 


Made in Jersey City, N. J., by the 


JOSEPH DIXON CRUCIBLE COMPANY 


Established 1827 








SNOW SHOE IRONS 


The illustration shows 
our No. 2 Iron for slate 
roofs. We make a simi- 
lar one for standing 
seam, corrugated and V 
crimp roofing. 






These are the. most substantial 
irons made. 


Write for prices and samples, also 
our general Catalog. 


verything for the Roofer. 


BERGER BROS. CO.. ina oi gnen ger 


OFFICE: 229-231 ARCH ST TORE: 237 ARCH ST. 
WAREROOMS AND FACTORY: t00 to 114 BREAD ST. 








American Steel & Wire Co. 





MANUFACTURERS OF 


American Wire Rope 
and Aerial Tramways. 





CHICAGO NEW YORK 
CLEVELAND PITTSBURGH 
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Straight Away Lawn Sprinkler 


Perforations 





Throws all the water away from the end 
of the hose. Can be held in the hand for 
sprinkling flowers. Write for our gen- 
eral catalogue. 


New York Office: J. M. Sherwood, 168 Church St. 
Stuber & Kuck, Peoria, III. 











GALVANIZED 
Steel Hose Clamps 


are Better in Appearance, 
in Durability, in Price. 


Ask your Jobber or write us 
(Dept. H) for free sample. 





Fig. No. 1923 
(Patent Applied For) 


W. D. ALLEN MFG. CO. 


133-135 West Lake Street, CHICAGO 
Manufacturers of Lawn Sprinklers and Hose Brass Goods 

















COVERT SWIVEL SNAP 





Stees §-3-% and 1 inch 
Order from your jobber the Covert Swivel Snap and you will 
have the best Swivel Snap manufactured. 

We also manufacture other styles of Snaps, Rope 
Goods, Web Goods, Chain Goods, Auto Jacks, Carriage 
and Wagon Jacks, etc. 

——-SOLD BY ALL JOBBERS—— 


COVERT MFG, CO.. - Troy, N. Y. 


American Steel & Wire Co. 


MANUFACTURERS OF 


American & Griswold 


BALE TIES 








NEW YORK 
PITTSBURGH 


CHICAGO 
CLEVELAND 











Ask Y our Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


COVERT’S SADDLERY WORKS 
Interlaken, N. Y., U. S. A. 














The Townsend Wire 
Stretcher gives better 
Satisfaction than any 
other stretcher. For 
woven wire, plain 
twisted and barbed 
wire fencing it 1s light 
and works quickly. 
The parts are of raal- 
leable iron, with two 
steel grips riveted in 
where the _ stretcher 
grasps the wire. Ask 
your jobber for them. 
Write for circulars. 





The Townsend Wire :Stretcher 
F. J. Townsend, Painted Post, N. Y. 
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THE PEN DAR CONSUMER 


A NEW AND SAFE IDEA 


Made entirely of Galvanized 
Wire and Iron, almost inde- 
structible, used for BURN- 


other combustible material; 
also a neat Basket for Waste 
Paper, Leaves, etc. The 
burning of any material or 
waste has a Cyclonic effect, 
as the open mesh allows of a 
perfect draft from all sides. 


Made in four (4) sizes. 


Send for description and 
prices. 


Pennsylvania Wire Works 
Edward Darby & Sons Co., Inc. 
235 Arch Street, Philadelphia, Pa. 





_ N 








American Steel & Wire Co. 











MANUFACTURERS OF 


Woven Wire Fence, 
Gates Steel Fence Posts 
and Poultry Netting. 





NEW YORK 
PITTSBURGH 


CHICAGO 
CLEVELAND 














“Guaranteed Perfection” 


os cus COBBLER SETS 
LASTS AND STANDS 


A strictly - h-grade guaran- 
teed line which ge can sell 





ta 

giving the required 
- en SR ome weight at 25% 
less than the cost of 
malleable. Write for new 
catalog and prices; also on 
Corn Shellere Grist Mills 
hl ve Machines, Heel 


The Root-Heath 
Mfg. Co. 
PLYMOUTH, OHIO 


Pssranieed F OuTFIT 














TOWNSEND GAVE TO THE WORLD 
THE BALL BEARING LAWN MOWER 


Golf 
Mowers 


Horse 
Mowers 


Trimmers 





All other manufacturers now make Ball-bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. Townsend & Co., Orange, N. J. 








Every Hardware 
Manufacturer 


installs. new equipment in his 
plant from time to time—the 
old must go! : 


There is a way to dispose of it 
—economically and effectively. 


Let’s tell you! 


gece THE IRON AGE 7x3." 

















Motor 
sets a 


> 
moistare. PETERS 
DOUBLE - ACT- 
ING ELECTRIC 
— PUMP 


Fig. 170 







ch 
ae pre Pinion on > er ea ay age substantial. 
+ Ae BL By... » % or 1 H. P. Moter, and Bilectric 
a er. Write for litera to 


Peters Pump Co., Kewanee, II. 








Imperial Lawn Edge Trimmer 


an oe ee a figte the deem, qven 
No Sis wibee eo durable. Price is right. Good 
pros, i will ‘ae you. If your’s won’t—send 


IMPERIAL BIT AND SNAP CO., Racine, Wis. 





















Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 


The 
Ensign- 
Bickford 
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Easy Sales Fine Profits 
on LUTHER Dimo Grit 
Tool Grinders 


Write today for full de- 
tails of our liberal dealer 
proposition and reasons 
why the swift-sharpening 
LUTHER will pay you 
better than any other line 
of tool grinders you can 


The Rittenhouse Out-Door Fly 
Trap is 19” high and 11” in diame. 
ter. The frame work is made from 
ppvansses sheet iron covered with 

lack painted cloth. The cone can 
easily be removed to take out dead 
flies, and at same time keep live 
flies in. 

We have a special proposition to 
offer giving you an opportunity to 
increase your profits. Write for full 
information, 





handle. 
LUTHER GRINDER MFG. CO. J. F. Rittenhouse 
939 Point Street MILWAUKEE, WIS. Liberty Mills : Indiana 




















= 


“WaLL OILERS” 


positively insure you against kicks 
and comebacks. Each is carefully 
made of the best materials and fully 
guaranteed of 5 . They won't 

rust or corrode. obstructions are 
—_ me og u . is easily removed. Can be heated with- 
Will drive work out fear of melting the bottom out. 
to place without Styles and sizes for every possible 
marring. Fur- requirement—all the same high qual- 
nished with or ity in design, material and workman- 


without handles. Sizes: 1 to 16 Ib. Let us supply me. we backed by our guarantee. 


you direct. Circular and Trade prices sent on re- ; prices and catalog before plac- 
quest. ing any oiler order. 


The Eureka Company P, WALL MFG. SUPPLY CO. 
NORTH EAST, PA. N. S., PITTSBURGH 











Eureka Copper Hammers 


are sure sellers 
to © machinists 
and engineers, 
because supe- 
rior to steel 


























C. G. HUSSEY & CO. 


Pittsburgh Copper and Brass Rolling Mills 
ROWING MIS PITTSBURGH, PA. 


MANUFACTURERS 





ree 








Sheet Copper, Bottoms, Roll Copper, 
Tinned and Polished Copper Nails, 
Spikes, Rivets, Conductor Pipes, Eaves 
Trough, Elbows, Shoes, Mitres, Etc. 


Branch Warehouses in 
New York, Chicago, St. Louis and San Francisco 






great questions with the prospective buyer of roof- 
ing are “how long will this roofing last’’ and ‘‘what will 
be the. cost for repairs.’’ 

Frankly we don’t know just how long Cortright Metal 
Shingles will last. A great many Cortright roofs put on 
twenty-seven years ago are as good as ever today, and 
have cost nothin for repairs 
The easy sales and good profits for handling Cortright 
Metal Shingles make them well worth the dealer’s con- 
sideration. Write today for our dealer’s proposition. 

CORTRIGHT METAL ROOFING CO, 

Philadelphia & Chicago 


UFKIN * _ shige 
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Satisfied 
Customers 


Profitable 


Gan Site ond Tee Dove meen one as standard 
the finest woodworkers yon. Bite 
ml ig car bits, 


‘Bend for dooklet. 


i “ ms furan ras SAGINAW, MICH. Russell Jennin ings I Mfg.Co. 


Chester, 21-132 
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Caldwell Sash Balance 


@ Does away with weights 
and cords, and is VASTLY 
more durable. 

@ Makes sashes work per- 
fectly. 

q Permits greater window 
space in new work, as box 
frames are not necessary. 
@ May be applied to old 
windows without altering 
sashes or frames. 

@ Write for circular to the 


CALDWELL MFG. CO. 


3 Jones St., Rochester, N. Y. 

















American Steel & Wire Co. 


MANUFACTURERS OF 





Nails, Staples, Spikes, 
Tacks, Barbed Wire. 





NEW YORK 
PITTSBURGH 


CHICAGO 
CLEVELAND 























Berger’ s World Ventilators 


Made with either Metal 
Hood or Glass Top. 

Built on scientific prin- 
ciples. 

Mechanically perfect. 

Made in a great variety 
of sizes suitable for pri- 
vate dwelling or the larg- 
est factory. 





Write for catalog. 


THE BERGER MFG. CO. 
CANTON, OHIO 

















Samson Cordage Works 
Boston, Mass, 


Manufacturers of solid braid cord, all sizes, all 
colors, all grades, for all purposes. 

Sash Cord—Samson Spot, Massachusetts and 
Phoenix brands. Clothesline—Solid braid, hol- 
low braid and twisted. All prices and ualities. 

Solid Braid Rope—for dumb-waiters, hoisting, 


te. 
Solid Braided Small Lines—for masons’ lines, 
e cord, awning lines, garden lines, chalk 
aes etc. Send for catalogue and samples. 


SAMSON SPOT CORD 











“BARNES-MADE” 


SPRINGS 


are used in thousands of different ap- 
pliances and are giving universal sat- 
isfaction. Hardware manufacturers 
find that they cost the least, last the 
longest and look the best. Increase 
the salability of your article by the 
use of “Barnes--made” Products. 
Prices quoted upon receipt of samples, 
Ask for booklet 5-K. 


Established 1657. 


THE WALLACE BAR NES CO. 


18 South Street Bristol, 1, Conn. 





= of Small Sori “gs of eréry descriptor Screw Moc. 
0 


ae Products, 
ung Washers, mpings. ete Dealers m y fey Sa tee ond Wire. 





No. 2-A BUR-NOR:: No. 3-A 
SCREEN DOOR CATCHES 


Keep Screen 
Doors Shut 
Tight. Prevent 
warping, sag- 
ging and rat- 
tling. Fit any 
door, swinging 
right or left, 
flush or lapping. 


with Positive 
Locking Attach- 
ment. Cannot 
lock or unlock 
itself. A fast 
profitable seller. 


We would like 


tosend you 
prices and cir- 
culars, may we? 


Made in two 
styles: No.2 
Plain; No.3 


No. 2A Closed 


BURGESS-NORTON MFG. CO. 
GENEVA, ILL. 











SANITARY 


walls are as necessary as 
sanitary plumbing. 


Enametile 


is the best and — san- 
itary wall. Is made of 
metal enameled. e 
ceramic tile, but better 
because lighter; does not 
crack and costs about % 
as much. Hard to detect 
difference. Plates hedded 
in cement; no lap joints, 
no nails. Endless variety 
of patterns, colorings and 
sizes. 

Write for ART PORT- 
FOLIO showing Enametile 


ing Catalog showing pat- 
terns for all purposes. 
FREE! 
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NW. YY. METAL CEILING co. 





543. &c., VW. 24th St. New York City 








CARY’S SUPERIOR 
METAL JOINT FASTENERS 


Wasenaiee my -y = in rene, . They =, given the 

reference for their uniform pi rade quality and finish 

Mode in many widths and wi number of 
corrugations d 


Divergent 
and 
Parallel 


Corrugations 





PLAINJEDGE 
and 1000 and in bulk. Put up in 


SAW EDGE 


Packed in cartons of 500 and 
coils, wound right-hand and pret teseks one a straight corrugations 


for use in Automatic 


Largest Stocks Always on Stead —Dinmsibdtabe Shipment 
Cary Mfg. Co., “*™*AdSn Rent 
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TRADE 
wofetast TURNER 2228 
MARK “i 





Wis for Dealers Special List 


Our New Catalogue will 
interest every 
dealer. 





THE TURNER 
BRASS WORKS 


$3.75 net 864 Park Avenue, Sycamore, III. 


No. 325 Auto Torch 

















The Real Test of a Fire Pot 


is the work it will do in actual 
service. Mechanics everywhere 
recognize the “C. & L.”” No. 1 
Fire Pot as the most service- 
able and the greatest utility Fire 
Age on the American market. 

roduces the maximum heat 
rit the greatest general econ- 

my of fuel. <A pot of lead can 
be melted and a pair of 12 Ib. 
soldering coppers heated at the 
same time, if desired. The top 
section is removable, permitting 
an open fire—often a great con- 


: venience. 
cron 3UAKGe | All leading jobbers will sup- 
“i Nee ply at factory price. Our Cata- 
tie bi ia og is free—send for one. 


Clayton & Lambert Mfg. Co. 


DETROIT, MICH., U. S. A. 


1 Fire Pot 














THEY BUY 


ponanes others have told them that they found the 
wrench a good friend. The Jaw, Handle, 
Sanaa and Bolster stand up as one piece, giving 
service and satisfaction. You will sell them and 
make profits easily. 
Write us for discounts. 


Bemis & Call Hdw. & Tool Co. 
Springfield, Mass. 











ARMSTRONG 
COMBINATION 


PIPE KIT 


1 No. 2 STOCKY-1R 
I R, WITH BARD 
BUSHING. 

1 PIPE CUTTER. 

1 JUNIOR VISE. 

1 STILLSON 

WRENCH 
PUT UP IN HARD 
WOOD CASE. 





Manufactured by 


THE ARMSTRONG MFG. CO. 
290 KNOWLTON ST. BRIDGEPORT, CONN. 
NEW YORK 














GOODELL “= 
BOX 
Made of STEEL Cannot Break 
First in Quality and — 


Automatic stops 
for holding up 
saw. Corrugated 
backs. Graduated 
Gauge for dupli- 
cate cuts and 
many other fea- 
tures. Ask your 
jobber, or write 
us for Circular E 
and prices. 


GOODELL MFG. CO., Greenfield, Mass. 

















BUY THE fom mal GENUINE 





oo ARROWAN HE AD = 


a SET _OF SAWS No. a 























Keep Posted 


on the latest devel- 
opments in the tool 
line. 
Write for this Catalog 
for 1914 Trade 


for it on your 
letterhead. 


Mathias Klein & Sons 


Canal Station 21, Chicago 














CELEBRATED AMERICAN 
Ma. . -— 


“BEST BY TEST” 


Perfect Satisfaction Guaranteed 
Write for Prices 
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GIFFORD-WOOD co.0——-----_-_— 


ICE TOOLS for Spring and Summer PR oe neis it 


SELL (wine QUALITY “ness o 
























Socket Firmer Chisels, Beveled Edges Guarantee of Quality 
1853 Buorx Bros. 1914 
Complete line of light edge tools BUCK BROTHERS, Millbury, Mass. 
PLIERS Lineman’s Pilers made in three sizes—6, 7 and 8 inch ESTABLISHED 1826 
USE 


High Grade Tools 


NIPPERS wa 
PUN CHES for Mechanics 
C.S. Osborne & Co. 


Send for Catalogue Heads Polished—Handies Blue Finish NEWARK. N. J. 











Rock Island Autovises 


Number 241 vise is swivel. weighing 80 lb., and is adapted for 
automobile and heavy repair work. No. 231 vise is same in design, 
but is stationary, weighing 32 ib., and is suitable for the individual! 
automobile owner. These vises are a combination of vise jaws, 
pipe jaws and anvil. 


ROCK ISLAND MFG. CO. Rock Island, [il. 


SEND FOR NEW CATALOG OF LARGEST AND MOST i a einasa 
COMPLETE LINE OF VISES MANUFACTURED tatiana inten 














Telly Kevioped Wonderful Sewing Awl 


For speedy hand —- Makes a lock-stitch. 
rect. No twist, only | 

with automatic natural tension. 
unskilled, as well as the mec! 
Makes repairs neat and ck Mends 
covers, horse blankets, belts, boots, 

work and many things too numerous to mention. G 

Nothing to get out of order; always ready to mend a rip or tear. 
A money saver. 


cieatas autiviaeani to help you make sales. Wholesale price liberal. Order through your jobber with other goods and save mosey. 
C. A. MYERS COMPANY, Sole Owners and Manufacturers, 6304 University Ave., Chicago, Ii. 














Michigan Wire Cloth Co. _ Everything in Wire Cloth 


See Se Ge seein POE CY CES SAS et ees ee ee 
ble to weave made of Steel, Iron, Brass, Copper, Bronze, Aluminum, German Silver ickel, 
lcci fuaek ans and Monel Metal Wire, etc. Hardware Grades in every variety. 

ALSO WIRE LATH AND WIRE LOCKERS 


Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel, Aluminum and Monel Metal Wire. 
Write for our New Catalogue No. 25 517 Howard St., Detroit, Mich. 

















**VICTOR’’ BOLT CLIPPER 


Send for Catalog. 





Porter’s “New Easy” Bolt Clippers 


All sizes. All parts interchangeable. Jaws Special Steel. 
Big sellers. Good profit. Write for prices. 


ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. H. K. PORTER Everett, Mass. 




















ws <MMUN @) Si 
oon ) ars MUN 4 DE: hee, UST 


No other ammunition ever gained greater popularity. Our sales have — in | Some om and bounds. You should be getting your share of this trade. 
Write for catalog, prices and co-operative selling plan. Do this today N HOOD AMMUNITION CO., G Street, Swanton, Vt. 


SY &) D's 
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Bay Stat C 
Bay State WIO)/P Company 


Proprietor 


Mfrs. of all kinds of mops. Yacht and hard wood floor 
mops a specialty. Black antiseptic mops treated wita 
oil of cedar, cherry polished hids., $45.00 per Gross. 


Send for catalogue and prices. 








































Sis ise ee a ets : = 


~~ 










“GEM” Nail Clip 


The famous “Gem” is 
mounted twelve on a hand- 
some counter card. Sells at 
25 cents each. Big 
profit. We also make 
a ten-cent nail clip- 
per. Write. 


H. C. Cook Co. 





INSTEAD OF 
CASTERS 


use Glass “Onward” Sliding Furniture 
hoes. Protect floors and coverings 
from injury and beautify furniture. 
If your jobber will not supply, write 
to us direct. 


Onward Mfg. Co. Perph= git 
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=SSUSESLADSESEEDEOESESENEAESENESEEELENSOEERSESURESEOOONEESUSEESEEEAESEENSSEONES 
You fish for the fun 
of fishing—of course 
HEN go to the dealer who shows 
the “Sign of the Leaping Dolphin.” 
In city, town or camp the “Leaping Dolphin" 
means “Fishing Tackle that’s Fit for Fishing.” 


Send us yourdealer’s nameand we'll mail you 
our new 224-page catalog. Write for catalog H. 


Abbey & Imbrie, 18 Vesey St., New York 
Established 1 





PL 
SU 







Cincinnati Iron Fence Co. 
Write for Catalog Pang ee ee 
ae Railings 










Window Guards 


U ita tor we Lawn Settees and 
TLL een mH ATHARERA Igeae 
HN 


Cincinnati, Ohio 





MAPLE woop BODY ‘HIGHLY POLISHED 


Pw ONLY THE GENUINE ARE STAMPED In THE WOOD WITH 
3 = TRADE MARK MALTESE CROSS (4s PER curt) 
mammaire oS RS 


= BEWARE OF IMMITATIONS 
SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 



















SHOE SLOYD 

KITCHEN OYSTER 

oS RUBBER 
PATTERN 


MAKERS’ 





ROBERT MURPHY’S SONS CO., AYER, MASS. 


POST CARD BRACKETS 
Grass or Tin 


Very convenient, Low in 
Price. Useful in offices and 
elsewhere for holding Cards, 
Tickets, etc. 


NIAGARA FALLS METAL STAMPING WORKS 
Niagara Falis, N. Y., U. S. A. S-69 






on request. 














Self- Piercing 
Bull Ring 


a 2 knife or awl un- 


1 





EAGLE LOCK CO. 


TERRYVILLE, CONN. 
105 Chambers Street, 511 Commerce Street, 110 Lake Street, 




















makes its own ‘yA - a —s F--- New York Philadelphia Chicago 
— Key wrapped with a ak ae MANUFACTURERS 
SEYMOUR SMITH | & SON, Inc. Oakville, Conn. a en oaiee TRUNK LOCKE ee PADLOCKS 
PERFECTION 
‘WEANERS. Jobbers should ask for 


Made of heavy Galvanized Sheet 

Steel properly shaped for calf or 

colt comfort, yet not brutal to the 

mother. 

Sold]by Hardware @ Saddlery Job- 
bers, or direct from 


Aug. Holthaus Saddlery Co. _ St. Louis, Mo. 











our catalogue of Leather, 
Web, and Rope Halters, 


E. T. RUGG & CO. 


NEWARK, OHIO 

















AXES 


The “Axe 
Through 
Iron’’ is the 
best made. 


MANUFACTURED BY 


ROMER AXE CO. 
DUNKIRK, N. Y. 
Write for Catalogue 








THE ROBERTSON 


“Horseshoe Magnet 


Trade Mark Reg. U. S. Pat. Off 


Hammer 


re 


The best magnetic hammer 
It holds the tack 


Write for illustrated price list. 
ARTHUR R. ROBERTSON, Sole Mir. 
aee Oliver Street Boston, Masse. 
_ Owmer of the “Horseshoe Magnet” Trade Marks 


99 
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BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 








119 











"ron Fence 
Gates 


Al” §4i'4° 
A SRAM coe 


*®eeeseees,” e#eeeeeeeeeeee 


PeTTTTCTESTTT Ask for Catalog 
THE STEWART IRON ae co. Cincinnati, Ohio 













GARLAND RIVETS 
Garland Nut & Rivet Co., _‘~Pittsburgh 


Address ‘‘Desk 29°" 
Corby Supply Company, 
1822 


Locust St., St. Louis 
r. George W. House 


Mr. Edward S. Grace, 
45 dway, New York 
Williams & Wolff. 


Majestic Bldg. +» Milwaukee — +d Bidg. ., Detroit 
Mr. Maurice Joy, 505 Franklin Mr. J. F. Lambe 
Bank Bidg.. Philadelphia Audubon Bide. +, New Orleans 
Mr. Orvill Ewing, 503 Equitable Bidg., Los Angeles 


ONY 1 YW 








KEEP You can get the latest prices from 
POSTED THe Iron AGE _ STANDARD 


Harpware Lists. Send for cir- 
cular and specimen pages. 


DAVID WILLIAMS COMPANY 
239 W. 39th St., New York 











TACKS “e" NAILS o==« BOLTS 


Cobblers’ Nails, Bed Screws, Glazier Points 


SHELTON CO. (Estab. 1836) 


SHELTON, CONN, New York, 107 Chambers St. 








Elevators and Dumbwaiters 


Made to be sold by the Hardware Trade. 
Can be placed in position by any carpenter. 


CATALOGUE FREE 


ENERGY ELEVATOR CO. 


214-216-218 New St. 243-245 Bread St. 
PHILADELPHIA, PA. 














Cleveland 
Grindstones 


VEL “a The Cleveland trade mark assures 


< you of the genuine Berea rock, the 

& standard by which all grindstones 

aiad we arecompared. Weownthe quarries 

ja and are the only producers of gen- 

3 & uine Berea rock. Sold only to 
i. gt? 


Hardware and Implement Dealers. 
The Cleveland Stone Co., Cleveland, 0. 










Orders at Home.’ 




















2 ARS A FORD 
TO BE WITHOUT THE 

No live dealer is without it. The demand is increas- 
ing every day. Write for Catalog and Circulars 


Ford Auger Bit Company, Holyoke, Mass. 











Saw Sets, Hand Punches, 
Nail Pullers, Box Openers, 
Seal Presses, Bench Stops, 
\ Liquid Soap Dispensers. 


Chas. Morrill, Manufacturer 
102 Lafayette Street New York 





f 


REG. U. Ss. PAT. OFF. 








=== RRRKKES 
Sells 












Best Best 














THE REX FILE & SAW CO., Newcomerstown, Ohio 








ASK FOR 


C-5 Go. Lovels 


THE GHAPIN-STEPHENS (0. 
Union Factory 
Pine Meadow, Conn., U. &. A. 











SPECIAL FORGINGS 


Large rounds, squares, Shafts, Crank Shafts, 
Piston Rods, Connecting Rods, etc., made 
from Open Hearth or Vanadium Steel. Quick 
service. Write. 


The Wright Wrench and Forging Co., Canton, Ohio 














_— Stamps, Burning Brands, 
Steel Letters, 
Figures, 
Metal Checks 






Hi /f MY A), LT Wy 
4 My Wf 
























RED DEVIL 
BONDED TOOLS 


The kind that satisfy 
both seller and buyer. 
d for new net il- 
lustrated price list. 
Smith & Hemenway Co. 
149 Chambers St., N.Y. City 


ELEVATORS ano) 
DUMB-WAITERS 


EASY-RUNWNINC RELIABLE, SATISFACTORY 


SEDGWICK MACHINE WORKS | ae 








ee - 20), eo 


LIBERTY ST 
aor 


CATALOGS AND PRICE LIST FOR HARDWARE TRADE ' 
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eel 


ace 


Tn en ee eT 


ees.” 
<M 
C3 SO & 


. “fs rs ‘ ee ; 4 he 2 3 heh ES Ae ob: an 
r x ae - a ssf , 2 > es a q 
Baroy a ¢h ‘ ee al 2 
; all wee # Fi , : tt ea a ee = i, ‘ 3 


Sidacan it, ne “ - 
mn ——— — acme oF att - ia eae 


2 ei a ‘ 
‘d 7 ze 

t hee . R oo . nm “ -. y Btn, rox o~ é wre 

hh % age ~ a 5 "a > os, ,, . ° bs Ki: os hg 

oe te | ‘yar : OTT ; f ms . oe 
Sad a. ow Saif ed Cue Rowe ee % 
‘ P Fico: gall 
. 3 
a 2%, 


so Heer 


Ret 


Pe ae 








ee eee a 


Our 12 different styles of Metal Roofing meet all demands of Modern Buildings. 
PERMANENT AND ECONOMICAL 


Investigate our Prices Galvanized Roofs last 30 years and longer 
Branch—Kansas City, Mo. Milwaukee Corrugating Company. MILWAUKEE, WIS. 


The Kind That Pays 


“I want some BIG BEN Door 
Hangers like those on my neighbor’s 
barn. They’re the Easiest Running 
Hangers I ever saw. They can’t 
get off the track and there is no 
possible way for Birds, Snow or 
Rain to get inside. Neighbor says he priced 
them all and can’t see how you can give so 


much for the money and that you've got BIG BEN 


the Exclusive sale, so it’s no use going 


anywhere else in town. is not just an ordinary B D Hanger 
Fe inary Barn Door 
It's another BIG coe Arenberg for but the very latest invention built to sell 
you. If it’s not working for you write at and to satisfy a sane desire for a thor- 
once to oughly practical hanger at a reasonable 


Sharon Hardware Mfg. Co. Sharon, Pa. a 
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The Classified Directory appears 





in the first issue of each month 
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meee, 6a A  Gikccawcucces 117 Soliederf Elec. Ce. ..ccsesececs 101 
Mevers. FT, & BGs cic 6k cate cx 26 Standard Chain Co............ 37 
Stanley Rule & Level Co...... 50 
N Stanley Works ............- 45, 87 
Star Specialty Coe. .....cecece: 111 
National Cash Register Co..... 9 DORSNOT, Ba Bis “Gn cccceveocas 122 
National Mfg. Co............. 92 Stewart Iron Works Co........ 119 
National Standard Co......... 101 a ee 109 
New Jersey Wire Cloth Co...... 112 Rind Te GA wis nceccacsecens 34 
New York Metal Ceiling Co...115 Strong Mch. & Supply Co..... 41 
Ney Mfg. Co. ...-----++eeeee. 38 Bee Ts din dc cv eccccces 112 
Niagara Falls Metal Stamping Sturges & Burn Mfg. Co...... 19 
WRG \ wesbéedcecandecheo ceases 118 EE Ne ~ eee Ree 45 
Nicholson File Co. ........+.-- 103 it OO es 109 
Neocth Bree: Miia. Cesiviccccess 34 ° 
0 T 
Ohio Stove Pipe & Mfg. Co.... 34 Taylor & Boggis Foundry Co... 40 
Oliver Iron & Steel Co........ 30 Technical Supply Co. .........-. 47 
One Minute Mfg. Co.......... 199 Thomson, Judson L., Mfg. Co.. 42 
Oneida Community ............ 124 Townsend, F. J. .....-+-+-+++- 112 
a Ee ere rrr ere 118 Townsend, S. P., & Co........ 113 
Opportunity Exchange ....104, 105 Trimont Mfg. Co... ..cccccccce 13 
Osborn; C. BS. O° Co... cccscss 117 Tubular Rivet & Stud Co...... 120 
Otie & Mee Mie. Co.........<: 36 Turner Brass Wks. .......+.:. 116 
Pp U 
Pathte,” Ghes O60; .. «0 vt cccts 34 Union Caliper Co.........505- 43 
Parker Wire Goods Co........ 39 Union Hardware Co..........- 25 
Poses ‘Pudip Cos occ ices cscee. 113 United States Sand Paper Co... 95 
Philadelphia Lawn Mower Co.. 49 
Piqua Bracket Co............-. 107 Vv 
es Hc ask bs conesrccceedet 117 
Rested Meee Wig 30 Pe EE oc cccc ceccsdnbepes 16 
Pratt &-Laahert, Inc.......... 12 Vee GO. coc cotesccecusosens 101 
Progressive Mfg. Co........... 29 
Ww 
Q 
Wagner Mfg. Co. ....cccccces 119 
Quality Stove & Range Co..... 20 Wall, P., Mfg. Co...cscccee 114 
Warren, J. D., Mfg. Co........ 91 
R Watrous-Acme Mfg. Co. ....... 28 
Western Clock Co...........+- 3 
Rajah Auto Supply Co......... 111 Westinghouse Elec. & Mfg. Co. 48 
Rapid Computer Co........... 110 Wheeling Corrugating Co...... 31 
Remington Arms U. M. C. Co. 11 White Mop Wringer Co....... 109 
Reo Motor Truck Co........... 97 Whitman & Barnes Mfg. Co.... 29 
Rex File & Saw Co............ 119 Wickwire Brothers ........... 85 
Richards-Wilcox Mfg. Co...... 89 Wilcox, Crittenden & Co., Inc.. 40 
eee 114 Wiley & Russell Mfg. Co...... 32 
Roberts Mfg. Co..............; 117 Williams, J. H., & Co.......+- 32 
Robertson, Arthur R.......... 118 Wire Goods Co. ........+s00-. 35 
Robin Hood Ammunition Co...117 Worcester Mfg. Co............ 4] 
Rock Island Mfg. Co.......... SSF TWO. Gs ce soresccssceesade 108 
emer Ame Ca sccvccseccseds 118 Wright Wire Co. ........«.e.- 23 
Root-Heath Mfg. Co.......... 113 Wright Wrench & Forging Co..119 
Rugg, i Ben: ee ekcedasnvans 118 Wyoming Shovel Works....... 36 


Wyoming Shovel Works 
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Here are the Prizes in the Starrett Show-Window Contest 


The great Starrett Show Window Contest has been decided. The 
winners’ names are given below. We have reproduced above likenesses 
of the checks which we mailed to the winning four as soon as we received 
the decision of the judges. The judges were as follows: Roy F. Soule, 
““Hardware Age”; James H. Kennedy, “Hardware Dealers’ Magazine’; 
Hugh H. Riner, ‘National Hardware Bulletin’’; D. F. Barber, ““New Eng- 
land Retail Hardware Dealers’ Association’’; and David E. Spear, Jr., for- 
merly of Filene’s store, Boston. 


These are the winners: 


Mills Hardware Co., Hamilton, Ont., Can. 

Kalispell Mercantile Co., Kalispell, Mont. 

Western Hardware & Supply Co., Portland, Oregon 
Hazard, Gould & Co., San Diego, Cal. 


Duncan & Goodell, Worcester, Mass. Wm. K. Toole Co., Pawtucket, R. I. 

Alden & Judson, Grand Rapids, Mich. The Bond Hardware Co., Ltd., Guelph, Cal. 
H. O. McClure, Tulsa, Okla. Adam Decker-Hardware Co., St. Paul, Minn. 
I. E. Swift Co., Houghton, Mich. San Diego Hardware Co., San Diego, Cal. 
The Winters Hardware Co., Fremont, Ohio. Graves Hardware Co., Springfield, Mass. 


Vonegut Hardware Co., Indianapolis, Ind. 
New week we will show all the photographs as they were arranged for inspection. 


The L. S. Starrett Company 
ATHOL, MASS. 


NEW YORK—150 Chambers Street CHICAGO, ILL.—17 No. Jefferson Street 
LONDON—36-37 Upper Thames Street, E. C. 


We manufacture Fine Mechanical Tools—Bevels, Calipers and Divid Center Testers, Clamps, Drill Blocks, 
Gaugee, Hack Saws and Frames, Levels, Micrometers, Rules, Scribers, Speed Indicators, Squares, Test Indicators, etc. 


42-347 
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Are You Satisfied With 
Your Saw Profits? 


Your fixed expenses go on just the same whether you 
are making a profit of twenty-five cents, fifty cents 
or even more on each Saw sale. 

Then why not sell a line of Manufacturers Brand 
Saws that pays the biggest legitimate profit and that 
helps to build up your reputation for selling depend- 


able merchandise? 











2 
Silver 
Steel 
are intrinsically worth more. SILVER STEEL is actually the 
finest steel that has ever been used in Saw Blades. On account 
of this fact, together with their scientific and exclusive construc- 


tion, they are in a class by themselves. A class where you need 
fear no competition—where you can ask and receive a fair profit. 


Ask any carpenter who has used an ATKINS SILVER STEEL. 
SAW. He'll tell you that they are the “Finest on Earth.” 


Any Atkins Dealer can advertise his Saw stock 
without costing him one cent. Our co-operative 
methods and selling helps are a “cinch” for the 
progressive merchant who wants to do some good 
effective advertising. A post card addressed to 
our Advertising Dept. at Indianapolis will bring a 
hearty response. 

if you are not now selling ATKINS SILVER STEEL 
SAWS, there is yet time to put them in stock for 
the Spring demand. Write to-day to the nearest 
address below and we'll tell you how and where 
to buy them to the best advantage and will interest 
ourselves in “Helping You to Sell.” 

The Atkins line includes not only Hand, Rip and Panel Saws, 
Lut a “Perfect Saw for Every Purpose,” such as WOOD 
SAWS, COMPASS, KEYHOLE, BACK, PRUNING, 
BUTCHER, HACK SAW BLADES and so forth, as well as 
TROWELS, CORN KNIVES and a big line of Specialties and 
Saw Fitting Tools. Write for our catalog. 


Atkins Always Ahead! 
E. C. Atkins & Co., Inc. 


The Silver Steel Saw People 


Home Office and Factory, Indianapolis, Ind. 
Canadian Factory—Hamilton, Ont. 
Branches carrying complete stocks in the following cities. Address 
E. C. ATKINS & CO., Inc. 

Atlanta, Minneapolis, Portland, Ore., Vancouver, B. C. 
Chicago, New Orleans, San Francisco, Sydney. N. S. W. 
Memphis, New York City, Seattle, 

Messrs. John Shaw & Sons, Wolverhampton, Ltd., Wolverhampton, England, 
Agents for Great Britain. 
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i Weis 1s made with Double Joie. giving a Double Grip and 
| Double - Hold. * 
fase pee Prevents the animal escaping | 
. by gnawing its foot. Also 

_ prevents breaking the bone. 







Ask your dealer especially for this Double Jawed No. 91 Oneida 








Jump Trap. 
ONEIDA. COMMUNITY, Lp. 





Have you got this trap in stock? 


